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3 Millionth Car 
Of Year Due to 
Roll Wednesday 


766,000 Total in April 
Is Output Runner-Up; 
Boost Seen for May 


By Martin L. Whitmyer 
Staff Writer 

yer by the assembly of the 

3 millionth car of 1955 Wednes- 
day (May 4), U. S. auto manufac- 
turers are entering May with more 
momentum than has been attained 
at the beginning of any month in 
the history of the industry. 


Continued record production 
schedules at Ford Motor Co. and 
General Motors, plus gradually in- 
creasing schedules at Plymouth 
and Packard, could enable the in- 
dustry to produce in the neighbor- 
hood of 768,000 cars during the 
month. " 

That would surpass the esti- 
mated 766,494 units assembled 
during April, second highest 
month in history, and fall just 
short of the record 794,580 cars 
produced during March. 

Should this goal be attained, it 
would give the manufacturers a 
total of approximately 3,665,000 car 
assemblies for the first five months, 
a figure that was not achieved un- 
til the third week of August last 
year. 

= + * 

FANDERING the industry the 

most in its bid for a new 
monthly record is the fact that 
there are only 25 working days in 

, because of the Memorial Day 
holiday at the end of the month. 
Continued Saturday work among 
the larger volume producers, how- 
ever, will keep March’s high within 
sight, observers believe. 

The industry assembled 2,896,004 

(Continued on Page 49, Col. 3) 
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Factory Squeeze, Competition Cited ... 


Bootlegging Reported D 


DETROIT, MAY 2, 1955 





By Joseph M. Callahan 
Staff Writer 
eee is slowly drying up and may be virtually 
a memory by the end of 1955, according to dealers sur- 
veyed in Detroit, Chicago, Cleveland, Buffalo and Los 


Angeles. 


The survey was considered significant because dealers 


questioned were in cities® 


which are considered to be 
both the source and destina- 


to be the source of 50 percent of 
these autos. 
Three major reasons were given 


tion of a large percentage of boot- | for the decline: 
1. The competitive markets in 


legged cars. Detroit alone is said 
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the South and West which find 
the new-car dealérs giving better 
deals than the’used-car dealers. 

2. Increased, factory pressure 
against bootlegging which appeared 
to be the réal thing—not just the 
lip-service/ which some manufac- 


turers h been dispensing previ- 
ously. 
3. Th¢ revision of freight rates 


last yefr. 
} * * * 
ONE correspondent said: “Boot- 
legging in Los Angeles area 
has/been reduced about half. Deal- 
erg’ say the freight reduction and 


Fi | logal dealers discounting has been 


to main line through 


The right engine for the right car is always ready on fie me Motors’ single 


assembly line at the Kenosha 
a time schedule broadcast by telau 


js.) plant. Engines are key: 
raph machines. 


AMC Allots $60 Million 
For Product Development 


By Robert M. Lienert 
Associate Editor 
Bom. Wis. — A’$60 million 

product development program 
for American Motors was an- 
nounced last week 
by President 
George Romney 
as the firm ob- 
served its first 
anniversary. 

The $60 million, 
which Romney 
said would be 
spent over the 
next 18 months, 
should help to 
ease the growing 
pains of the lusty 
offspring of the union between 
Nash-Kelvinator and Hudson. 

Bulk of the $60 million will be 


George Romney 





invested in AMC’s automotive op- 

erations, he said, although declin- 

ing to detail the proposed budget. 
* > - 


pase in the program, how- 
ever, are new engine and pro- 
duction facilities in a plant here 
formerly used for defense work. 
Part of the $60 million also will go 
for extensive tooling on ’56 models, 
Romney said. 

Romney said that full benefits 
of the consolidation would not be 
developed in “less time than an- 
other year or two.” However, he 
added, integration of Nash and 
Hudson had been “substantially 
completed in only 10 months.” 

To back up this statement, he 
cited two facts: 
1. AMC achieved profitable oper- 
(Continued on Page 4, Col. 1) 


Dealers in 311 Cities Launch Safety Check 


ASHINGTON. — The Inter- 

Industry Highway Safety Com- 
mittee reported Thursday that deal- 
ers in 311 communities were ready 
to operate free safety-check lanes 
during the national program which 
got underway May 1. 

The 311 communities and 13 
counties which also will participate 
represent 36 states which do not 
have compulsory vehicle inspection 
laws, according to M. R. Darling- 
ton jr., managing director of the 
inter-industry committee. 

Target of the 1955 National Ve- 


hicle Safety-Check Program is 2 
million tested vehicles. Other spon- 
sors of the program are Look 
Magazine and the National Safety 
Council. 
x s » 
EADING in communities tak- 
ing part in the May safety- 
checking is Indiana, with 47. Ohio 
has 27; Wisconsin, 23; Kansas, 21, 
and Michigan, 20 cities and 10 
counties. 
Other states with 10 or more 
active communities are California, 
15; North Dakota, 14; Missouri, 12; 


Connecticut and North Carolina, 10 
each. 

Meanwhile, the Canadian Com- 
mittee for Highway Safety, in 
cooperation with auto manufac- 
turers and dealers, launched a 
Dominion-wide life-saving ca m- 
paign May 1. 

Headed by S. E. Swallow, Wind- 
sor, Ont., the drive is designed to 
encourage Canada’s 3,500,000 car 
owners to make their vehicles safer 
by having dealers check for faulty 
and dangerous equipment. 


reason bootleggers cannot bring 


| cars into this area profitably. Many 
| bootleggers formerly operating in 


F |Los Ang@ By reve new ‘ p- | 0 
: Ph Ty Ford dealership reported that 
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Dealer Strite “4 


Boils Ove}’ 2 1% 
In Hackéisdit 


ACKENSACK, N. J: P 

into action by a pair of fran- 
chised outlets that are offering to 
sell any new cars they can get 
their hands on, regardless of make, 
dealers in this bustling community 
of 30,000 have declared war on 
bootlegging in general. 

A series of strongly worded 
newspaper advertisements, warn- 
ing the public to buy only from 
a franchised dealership selling 
the car it is authorized to handle, 
has been placed by the Hacken- 
sack Authorized New Car Deal- 
ers and the Bergen County Au- 
tomotive Trade Assn. 

Some of the ads bluntly state 
that the dealers will refuse to do 
any warranty work on cars not 
purchased through the proper 
channels. 


—_— LU 


* * 
Awa admonishes prospects 
“to be sure you also get strife 
insurance when you buy your new 
(Continued on Page 4, Col, 3) 
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Bootleg Bill Due 


WASHINGTON.—At press time 
Thursday, it was expected mo- 
mentarily that an NADA-spon- 
sored anti-bootlegging bill would 
be introduced in the House. The 
bill would make it mandatory for 
makers to impose penalties on 
dealers who bootlegged new cars 
to used-car dealers. 











nix, Ariz., and other surrounding 
cities.” 

Said a Cleveland reporter: “Boot- 
legging is either out or virtuaily 
nil because of strong factory pres- 
sure and slight rise in stocks. Deal- 
ers of Ford, Dodge and Plymouth 
have reported factory trace-back 

cars believed bootlegged, and 


s}factory cut back his monthly 
alldtment of cars because of sus- 
pedted bootlegging.” 
@ne Cleveland dealer said boot- 
(Continued on Page 46, Col. 1) 


Top Cars 


New-car registrations for two 
months plus 19 states for March: 


1955 Pos. Make 1954 Pos. 
1—237,810 Ford 209,148— 1 
2—214,520 Chev. 206,354— 2 
3—123,082 Buick 712,248— 4 
4—113,220 Plym. 74,028— 3 
5— 95,793 Olds. 45,348— 7 
6— 86,422 Pontiac 60,187— 5 
7i— 54,515 Merc. 55,354— 6 
8— 48,704 Dodge 26,915— 8 
9— 29,792 Chrysler 20,792— 9 

10— 27,397 Cadillac 12,715—138 
11— 21,172 DeSoto Al 
12— 17,008 Stude. 17,456—10 
13— 11,626 Nash 13,928—12 
14— 6,624 Packard 9,489—14 
15— 6,506 Hudson 6,285—16 
16— 4,885 Lincoln 6,511—15 
17— 1,787 Willys 3,257—17 
18— 424 Kaiser 1,210—18 
5,809 Misc. 4,001 
Total All Makes 
1,107,096 860,620 





V eteran Sees Controls Coming; OK’s Factories, 
Blames Stupid Dealers, Finance Firms 


A VETERAN West Coast new- 
car dealer, after evaluating 
detrimental trends which he said 
the factories apparently cannot 
control, told Automotive News last 
week that the only answer is Gov- 
ernment control, such as Regula- 
tion W. 

While asserting that the thought 
of Government control is repug- 
nant to him, he summed up the 
current situation this way: 

All factories have been over- 
eager for big production. They 
have appointed low-overhead 
dealers all over the country. 

These dealers have started put- 

ting out “would-you-takes,” cut-rate 
advertising and have hired sales- 
men who buy cars for themselves 
or sell their relatives cars at any 
price just so it is a few dollars 
over the dealer’s invoice. 

When they get through, they 
either starve to death or get fired, 
so the dealer hires some new ones. 

* > a 
JPRVANCE companies, being eager 
for a large volume of business, 
have financed such dealers and 


made it possible for them to oper- 
ate under these methods. 

“I don’t lay the blame for this 
to the factories,” the dealer said, 
“but it is a bunch of stupid deal- 
ers being financed by a group of 
stupid finance companies eager 
for easy profits.” 

The dealer saw little reason for 
lambasting the factories and trying 
(Continued on Page 4, Col. 1) 


Discount Houses 


Assailed by AFL 


AKLAND, Calif.—Both the Ala- 

meda and Contra Costa County 
Central Labor Councils-AFL have 
urged their members to boycott 
discount houses. 

The two councils have a com- 
bined membership of more than 
150,000 on the east side of San 
Francisco Bay. 

The councils, in urging the boy- 
cotts, termed the discount houses 
“a detriment to all unions and their 
members.” 

Robert Ash, secretary of the 

(Continued on Page 4, Col. 5) 
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‘I Would I Were a Porcupine see 


You Ain’t Seen Nothin’ Yet 


By L. H. Houck 
Staff Correspondent 

JEFFERSON CITY, Mo. — Pod- 
ner, with showmanship returning 
to the automobile selling stage, you 
may soon see sights that will blis- 
ter your eyeballs. 

Berl Berry (Ford), Kansas City, 
advertises the arrival of “Tex” 
Marshall from Texas. The ad 
says that “Tex is in a tradin’ 
mood and wants mighty bad to 
put his brand on 200 cars for his 
export buyers and besides that 
he is a generous hombre, willin’ 
and able to pay $200 over cur- 
rent prices for used cars.” 

According to the artwork in the 
ad, Ol’ Tex must have ridden his 
horse all the way up 71 from the 
land of the Sleepy Sombrero. 

If theatrical selling gets into full 
swing, extravaganzas of colorful 
entertainment can be expected with 
car-selling capers. 

Departing from the western 


and faithful Josephine. This is the 
cue for the entrance of the come- 
dian, who ig dressed in baggy pants 
and has a rubber ball for a nose. 
He is riding a stick for a horse and 
he has a bulb type auto horn in his 
hand. 

The horn goes “Beep” and he 
| shouts, “Beep, Beep, $2.” Then 
the old prospector and Josephine, 
and the 20 girls, sound a loud 
“DOWN.” The curtain starts a 
slow drop as they sing, “Beep, 
Beep, $2 D O W N.” 

The curtain bumps the floor and 
then is raised half-way—all have 
gone but a guy in overalls who is 
attending naughty Josephine with 
a broom and a dust pan and the 





prospective car buyers go wild. 

There’s another interesting motif 
that could be incorporated into car 
selling. That would be to purloin 
the technique of the old-time medi- 
cine show. 


This could be staged in front of 


inine actress who looks like she 
has just stepped out of East Lynn, 
but still is showing plenty that 
would likely be assets in a race 
for fame and fortune and the kind 
old doctor. 

“Ladees and Gents,” the old 
doctor shouts, “Kindly step up a 
little closer. We’re not her to sell 
you anything. You can safely 
leave your pocketbooks at home. 

| We are here entirely to enter- 

| tain you and possibly give you an 
interesting education in the proc- 
ess. 

“Our first performer of the eve- 
ning is Bosco, who has but lately 
| arrived from the wilds of Borneo. 
|We taught him to drive in exactly 
|six minutes, which will give you 
some idea of the kind of automatic 
transmission our Whoosis 8 has, 
and I’m sure you'll all be free to 
admit that there is not a one 
among you who is not smarter 
than Bosco.” 





scene, a Gold Rush of '49 could be|the dealership using a truck as a 


staged with the old prospector/,tage — illuminated by gasoline 
coming over the Divide along side 9g, .o,. 


. 





his faithful burro loaded with a 
heavy pack, including pick and 
shovel. 

The stage manager could hit 
him with a dazzling white spot, 
which slowly turns to gold as the 
old prospector walks out onto the 
stage by the side of the Whoosis 
Bent-8. 

“Jumpin’ Jehosaphat,” he cries 
and hugs Josephine (that’s his bur- 
ro) “we've struck it rich. When I 
kum over the Great Divide and 
looked down and saw this here 
chariot a glintin’ in the sun, I says 
to myself, there’s somethin’ down 
thar. 

“We've struck it rich,” he cries 
and hugs Josephine again. 

This is the cue for lights up and 
from each wing comes the “Strike 
It Rich Chorus” (ye gods, what 
pretty legs) — 20 girls singing, 
“Daddy Struck It Rich at the Can- 
Can Garage.” In the finale, lights 
up and then dim. The pretty girls 
gather round the old prospector 


Chapin Is Elected 
AMC Treasurer 


DETROIT. — Election of Roy D. 
Chapin jr. as treasurer of Ameri- 
can Motors Corp. was announced 

lien last week by 
George Romney, 
president. 

Chapin, 39, son 
of one of the 
founders of Hud- 
son Motor Car 
Co., succeeds 
Godfrey Strelin- 
ger who will re- 
tire May 31. 

Strelinger, 66, 
has been associ- 
ated with AMC 
and predecessor companies since 
joining Kelvinator Corp. in 1929. 








R. D. Chapin jr. 





Letting the Sunshine In— 


In the truck bed should be a man 
in blackface; a fragile bit of fem- 


Business 


Barometer 


Auto Production — 215,292 cars, 
trucks in week vs. 147,773 year ago. 

Business Failures—204 in week 
vs. 229 year earlier. 

Freight Carloadings — 674,389 
cars in week, up 61,505 over year 
earlier. 

New-Car Sales—1,107,096 tabu- 
lated to date vs. 860,620 year ago. 

New-Truck Sales — 140,868 to 
date vs. 147,423 year ago. 

Oil Stocks — 271,425,000 barrels, 
an increase of 2,374,000 in week. 

Soft Coal Output—s8,480,000 net 
tons for week vs. 8,195,000 week 
earlier. 

Steel Output — 96 percent of 
capacity estimated vs. 94.6 week 
before. 

Treasury Bills — 1.697 per year 
discount vs. 1.664 week before. 

Used-Car Prices—$851 last week 
vs. $868 in March. 

Wholesale Prices—110.3 percent 
of 1947-49 index vs. 110.5 week 


before. 
* * * 


Common Stocks 

Apr. Apr. 1955 
27 20 High 
Am. Motors 115% 113%, 13% 
Chrysler 81% 81% 82% 
GM 985% 107% 
Kaiser 3% 4% 
S-P 13 15% 


Average 41.65 41.70 





Oldsmobile’s Starfire convertibles are reaching their production schedule peak with 





the appearance of spring weather in the north. They are helping boost Oldsmobile's 
record output over the 200,000 mark for the first four months of 1955, a company 
spokesman said. An optional accessory this year is a rigid boot of reinforced plastic 
to cover the convertible top when it is recessed. The boot matches the body color. 


Bosco rolls his eyes heavenward 
at this and everybody laughs. This 
is the cue for Bosco to step for- 
ward and start singing, while East 
Lynn strumg idly and faintly on 
a $500 guitar which they have found 
in an alley. Bosco sings: 

“Don’t pinch your baby brother, 

“Don’t punch him in the eye: 
| “Don’t poke him in the ear- 
| drums— 

“It will make our darling cry. 

“Don’t butt his little ribs in, 

“Don’t carve him with that knife, 

“Let him ride in our machine 

“And he'll be good for life.” 

The old doctor picks up the mike 
and the theme with: “Now ladies 
and gentlemen, we will pass among 
you with the world’s best auto pol- 
ish (after all you can sell polish 
and make a profit) and we are not 
going to charge you the full price 
of $5, but I have ordered the price 
tags destroyed and we will give 
you not one, not two, but THREE 
cans of this wonderful everlasting 
polish for $5. After we have made 
this short merchandising demon- 
stration, you will hear from our 
lovely East Lynn.” 

The crowd is enthralled. No- 
body yet had tried to sell them a 
car. The excitement subsides and 
lovely East Lynn steps forward. 
Her lips are red, her cheeks are 
pink, her hair is like the golden 
wheat or the sunset or a Whoosis 
yellow convertible. Her parasol is 
figured chiffon and her hands 
that strum the old $500 guitar 
look like they have never done a 
day’s work. 

She sings: 

“I would I were a porcupin 

“And wore a peacock’s tail: 

“Tomorrow if the moon but shine 

“Perhaps I'll be a whale. 

“Then let me, like the cauliflower 

“Be merry while I may 

“And ride through each sunny 

hour 

“With a finance plan so gay.” 


New Metro Order 
Placed by AMC 


BIRMINGHAM, England. — 
American Motors has placed a $20,- 
000,000 order for Austin-built Met- 
ropolitans. It follows an initial 
$14,000,000 order placed a year ago, 
Austin announced. 

While American Motors spokes- 
men in Detroit declined comment 
on the number of cars involved in 
the order, it is believed that it will 
exceed 25,000 units. The initial 
order was for 20,000 cars. 





Ford’s ‘No Comment’ 


Answers Stock Rumor 


DETROIT.—Ford Motor Co. 
replied ‘no comment’ to queries 
regarding a dealer stock-selling 
plan outlined last week by a New 
York newspaper. 

The paper said that the Ford 
family and Ford Foundation were 
considering a proposal that the 
foundation’s stock be sold 
through Ford dealers. It was said 
the stock might be split ten to 
one, or from $600 to $60 with 
units further reduced to $10 or 
$15 for widest distribution. 











Salesmen Hire a Secretary— 


A Hollywood success story, complete with leading lady, has been recorded by two 
auto salesmen. Roy Shoemaker (left), and Carl W. Cooke were selling about 10 cars 
a month each for Atwater Fish (DeSoto-Plymouth), in Hollywood when they decided 
to hire a secretary. Sherry Midla, shown above, got the job of finding prospects, 
following-up sales and sending out mailings. Result: In March they delivered 51 





cars and figure on nearly 60 in April. 





Chrysler Corp. Announces 


Dealer-Installed Seat Belts 


DETROIT. — Chrysler Corp. 
dealers will handle optional instal- 
lation of the new safety seat-belts 
introduced last week for the cor- 
poration’s entire line of ’55 passen- 
ger cars. 

The kits will be in dealer hands 
within six weeks 
to two months, 
Chrysler said. 
Prices will be an- 
nounced then. 

However, it is 
estimated — from 
competitive belts 
on the market 
now — thata 
three-belt front 
p seat installation 

; will cost around 
came ©, SeGer $50 and the back 
seat-belts will be $10 each, which 
will put the complete six-belt front 
and back seat package at $80. 

James C. Zeder, engineering vice- 
president, said no factory installa- 
tions are planned at the present. 
The belts will fit all 1955 models 
without modification and the pack- 
ages will contain complete instruc- 
tions for installing. 

“We are now investigating the 
possibility of adapting this pack- 
age to Chrysler-built cars of pre- 
vious model years,” added Zeder. 

It was also reported that Dodge 
division is interested in adapting 
the seat-belts for use on its entire 
line of trucks, from the light-duty 
through the heavier models. 

The announcement followed by 
one day a detailed discussion of the 
seat belt situation in the Apr. 25 
issue of Automotive News by John 
T. Benedict, engineering editor. 

He predicted that one of the ma- 





Strapped for Safety— 


A model tries out the Chrysler Corp. 
seat belt in a new Dodge. Chrysler 
announced last week that it is making the 
belts available as dealer-installed op- 
tional equipment in all fiive of its ‘55 
lines. The belt is said to meet govern- 
ment specifications for use in commercial 
airliners. 


jor manufacturers would introduce 
|optional seat-belt equipment “in 
| the near future.” 

The position of other compa- 
nies was outlined by Benedict in 
his article. 

Zeder said that Chrysler engi- 
neers have developed a _ seat-belt 
which meets functional specifica- 
tions established by the Civil Aero- 
nautics Administration for seat 
belts in commercial airliners. 


He said the company’s decision 
was “part of our continuous effort 
to develop accessories that are 
popular with drivers of today’s cars 
and which contribute to their com- 
fort and safety.” 

Zeder said the engineers bene- 
fited from studies conducted by 

(Continued on Page 49, Col. 1) 





Ford Announces 
New Expansion 


Blasts ‘Guaranteed 
Annual Stagnation’ 


NEW YORK.— Ford Motor Co. 
will spend an additional $625 mil- 
lion during the next three years on 
new plants and equipment, boost- 
ing to $2.3 billion the amount spent 
since 1946 to expand and modern- 
ize Ford facilities, President Henry 
Ford II said Thursday. 

Ford spoke at the annual dinner 
of the Bureau of Advertising of 
the American Newspaper Publish- 
ers Assn. here. 

Ford urged both management 
and labor to help maintain the 
nation’s current prosperity. He 
said this prosperity would be im- 
possible without technological 
progress, referred to automation 
as a “grossly inflated issue” and 
assailed “reactionary” and “ster- 
eotyped” thinking on both sides 
of the labor-management table. 

With regard to the new expan- 
sion program, Ford said his com- 
pany found it necessary to spend 
the $625 million for new facilities 
because a previous postwar expan- 
sion outlay of $1.7 billion stil] has 
not given the company enough 
production capacity to keep up 
with the demand. 

“If anyone is disturbed by the 
boom in auto sales, it may be 
comforting to know that some of 
the bootleggers are very unhappy 
because they can’t fill their orders 
for Ford cars, and it looks ag if 
even they may be marching on 
a some time soon,” Ford 
said. 





“Seriously, so far as our com- 
pany is concerned, we just can’t 
keep up with the present demand. 
The booming market for both new 
and used cars has frankly been 

(Continued on Page 8, Col. 1) 
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Dealers tell me 


By John 0. Munn 





—_—_——_ 


E TALK about the free enter- 
prise system. We, as smal] bus- 
inessmen, independent automobile 
retailers, are among the groups 
who strongly advocate it. I am 
earnestly for it. It is our way of 
life. It has raised our standards of 
living. It is the hope of the future. 
But, in this trade, are we free 
enterprisers? Aren’t we captives of 
the manufacturers? It is our indi- 
vidual investments that take care 
of owners, that set up establish- 
ments for selling new cars. We ex- 
ercise Our OWn judgment in trad- 
ing those new cars for used cars. 
While we, unlike any other re- 
tailer, are forced to pay cash in 
advance for our merchandise, still 
we take the responsibility of sell- 
ing on time. 

We can never be free enter- 
prisers as long as We operate un- 
der a contract cancelable with- 
out cause. We will never become 
free enterprisers until the con- 
tract is changed. It seems incom- 
prehensible that automobile deal- 
ers have never been offered a 
permanent contract because such 
a contract would benefit not only 
the dealer but the manufacturer 
and the owner as well. Such a 
contract would stimulate per- 
manence in our field and assure 
forward progress. 

Just now automobile manufactur- 
ers, who are facing guaranteed an- 
nual wage negotiations, are relat- 
ing how proud they are of their 
current five-year contract with la- 
bor, how beneficial it has been both 
to labor and the manufacturers as 
well as to the public. When a per- 
manent contract is granted to deal- 
ers, they will feel the same way 
about it. There is no reason for 


Kansas Law Hits 
Taxtree Outstate 


Auto Purchases 


TOPEKA, Kans.—A new Kansas 
law compeling residents who pur- 
chase motor vehicles out-of-state 
to either prove that they paid sales 
tax on the car or pay the Kansas 
2 percent compensating tax which 
went into effect yesterday (May 1). 

The law provides that the county 
treasurer will collect the tax on 
the full purchase price of the vehi- 
cle at the time the Kansas resident 
makes application for Kansas title 
and registration, unless proof can 
be made that sales tax was paid. 

Roscoe Hambric, secretary-man- 
ager of the Kansas Motor Car 
Dealers Assn., said the law will 
save the state thousands of dollars 
and at the same time protect Kan- 
sas dealers from unfair competition 
by dealers or persons out-of-state 
who sell cars to Kansas residents 
and collect no sales tax. 
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putting it off longer, and there is 
every reason to have it put in 
practice immediately. 

* * * 


Performance Contract 


OME dealers don’t understand 

the terms of a permanent con- 
tract. One asked: “Would a dealer 
be willing to give his sales man- 
ager or service manager a perma- 
nent contract, binding for life, with 
the right to put his son or son-in- 
law in his place when he retires, 
or sell his job to the highest bid- 
der?” 

Such dealers don’t understand 
that a permanent contract is a per- 
formance contract. Automobile reg- 
istrations are the basis of the per- 
formance. Perhaps there is no fair 
basis for continuing to measure the 
performance of the sales manager 
or service manager, but if there 
was a formula for measuring the 
sales manager’s or service man- 
ager’s performance, would not any 
dealer be glad to give a permanent 
contract to all who maintain or ex- 
cel it? 

A five-year contract, such as 
labor has had with the automo- 

bile factories, would not be satis- 
factory to an automobile dealer 
because so much investment is 
involved. He needs a permanent 
contract so he can justify expan- 
sion to take care of the entire 
service needs of owners of his 
community. He needs assurance 
that he will be around to collect 
the profits when he goes all out, 
with perhaps a lot of personal 
sacrifice, to put the line over in 
his territory. 

One dealer, who spoke at the re- 
cent NADA convention, pointed to 
the fact that dealers were success- 
ful because they had more than 
four billion dollars invested in 
buildings and equipment. I am 
proud of that figure, too, but is it 
adequate? Or is it the rightful di- 
vision of industry profits, when the 
factories have spent more than 
that figure since the war in ex- 
pansion? ten di 


Used Cars, Too 
L®* Me point out, too, that all 
dealer capital was not made in 
the automobile industry. Many 
dealers entered the business with 
capital from other sources. In spite 
of this situation, many factory ex- 
ecutives believe that the dealer dis- 
count is too large and the dealers 
should sacrifice their markup by 
over-allowances or discounts to 
the customers. As a justification for 
urging dealers to discount cars, at 
their own expense, they point out 
the profitable postwar period when 
dealers did make money. 

The fallacy of that contention 
is that dealers did not come into 
the blue chips after the war on 
profit on new cars alone. They 
were making as much money on 
used cars and selling twice as 
many of them. 

But the length or breadth of 
profit is not the important item of 
this discussion. It is an appeal for 
the opportunity to make profit—to 
be free to run a dealership on the 
basis of best serving automobile 
buyers and users locally. Automo- 
bile dealers will never be free, as 
are other merchants, until they are 
afforded the same recognition as 

other manufacturers extend to their 
trade outlets. 

The difficulties of this trade are 
well known by both dealers and as- 
sociations. It will serve no purpose 
to hash them all over again. We 
have been doing just that for 25 
years. We need not expend more 
time or effort for further ques- 
tionnaires to locate or expand them. 
What we need is a direct approach 
for a permanent contract, a bank- 
able contract, a contract that will 
really make manufacturers and 
dealers make a contract in 
which the free enterprise system 
can be free, a contract that will 
support and expand both factors in 
this bellwether of all industries in 
America—the automobile industry. 





New York Garages 
May Get Back Fees 


What of Spri 





Boom? ... 


pant Ne vers swe. |/Vew-Car Sales Pace 
Near 24,000 Daily 


6,000 garage owners who have 
paid $25 for licenses to inspect 
cars can soon get their money 
back if they want it. 

Otherwise, the State will hold 
the money and make a further 
determination, should the delayed 
program for compulsory car in- 
spections be abolished entirely. 

Decision to return the money if 
requested was reached after a 
conference between officials of the 
department of audit and control 


and the taxation and finance de- | 


partment. 





Head Arizona Dealers— 


By Robert M. Lienert 
Associate Editor 
S MAY makes its bow, new-car 
retailers are still awaiting de- 
velopment of a spring selling boom 
which some dealers say may never 
come. 
| The ones looking for increas- 
| ing sales this month and in June 
are those who feel that volume 





Three of the four new officers of the Arizona Automobile Dealers Assn. are shown 
after election at the annual membership convention in Chandler. From left are Norman 
Welch (Ford), Yuma, vice-president; Bradley Sizer (Chevrolet), Coolidge, president, and 


Clinton A. Steinhoff, Phoenix, manager. 
secretary-treasurer. 


Not shown is Walter Babbitt, Flagstaff, 


Profit-Sharing Plan Urged 
At Arizona Convention 


CHANDLER, Ariz. — Although 
“no incentive plan is a substitute 
for aggressive management,” new- 
car dealers can benefit from the 
profit-mindedness created by profit- 
sharing plans. 

That was the advice given mem- 
bers of the Arizona Automobile 
Dealers Assn. at their annual con- 
vention here, by Jack Williams, 
auto service specialist and dealer 
consultant. 

“Experience has proved,” Wil- 
liams said, “that the most ef- 

fective profit-sharing plans are 
based on figures below the net 
operative profit level. These fig- 
ures are obtained by using cost 
factors that can be either con- 
trolled or strongly influenced by 
department heads.” 

Another dealer consultant, Vince 
Baker, declared that the “profes- 
sional shopper” of today can be 
met by “professional salesmen.” 
Baker blamed misleading adver- 
tising for making “professional 
shoppers” think that new-car sup- 
ply exceeds demand. 

Arizona dealers chose the follow- 
ing new officers for the coming 
year: Bradley Sizer (Chevrolet), 
Coolidge, president; Norman Welch 
(Ford), Yuma, vice-president; Wal- 
ter Bennett, Flagstaff, secretary- 
treasurer, and Clinton A. Steinhoff, 
Phoenix, renamed manager. 

Outgoing officers were Dean 
Coulter, Phoenix, president; Joe 
Mauzy, Bisbee, vice-president, and 
Dean Mullen, Clifton, secretary- 
treasurer. 

A warning that terms longer 
than 24 months harm the used- 
car market was sounded by Jo 
Abbott, vice-president of the Val- 
ley National Bank of Phoenix. 
Abbott called for the establish- 
ment of perpetual franchise 
agreements with cancellations 
only because of lack of perfor- 
mance, dishonesty or misrepre- 
sentation. 

Ray D. Wilson (Chevrolet), Los 
Angeles, NADA director for south- 
ern California, proposed uniform 

new-car prices nationally to com- 
bat bootlegging. 

“Dealers,” Wilson said, “should 
get a voice in the design and 
pricing of their products through 


dealer ‘boards of directors’ working 
with factory board of directors.” 

The Californian called for more 
line organizations forming a “grass 
roots of cooperation leading to 
terriffic strength.” 

Decrying factory -dealer rela- 
tionships of the past three years, 

Wilson argued that while auto 
manufacturers are large, well-knit 
managements in hired hands, 
dealers devote all their time and 
money to their businesses. 

Frederick J. Bell, executive vice- 
president of NADA, urged the Ari- 
zonians to fill out and return 
promptly to NADA headquarters 
the questionnaires prepared to aid 
the upcoming Senate investigation 
of the auto industry. 

Other speakers were Gov. Ernest 
W. McFarland of Arizona and 
Warren King, automotive market- 
ing manager for Life Magazine. 

Approximately 100 dealers and 
their wives attended the conven- 
tion. No resolutions were adopted. 
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your business, too. . 


Mueller, resigned . . . Buffalo’s 





On the House .. . 


Sere Lesson for All Dealers: A Detroit dealership was 
lilt fined last week for a fraudulent ad published by 
one of its salesmen. The ad claimed the buyer of 
a dump truck could make $400 per week, with 
enough work available to last four or five years. 
Suggestion to dealers: It'll pay to watch your sales- 
men’s ads and claims... R. M. Rowland, DeSoto’s 
merchandising manager who retired last week, will 


says he won't be able to ship any back to his 
friends because of governmental restrictions .. . 
“Let’s Start an Expert Driving Craze,” suggests 
the North Dakota Petroleum Industries Commit- 
tee. “Why not go out of your way to praise the 
expert drivers in front of others? Get folks thinking about skillful 
driving, looking for it on the highway, talking about it. That’s the 
way @ craze gets started ... By doing this you can give the cause 
of highway safety a big forward push, and you will be helping 
.’... Tennessee dealers will hold 1955 con- 
vention Sept. 25-27 in Biloxi, Miss. 


Washington State poll shows average new-car dealer has total 
investment of $158,690, total annual payroll of $90,660 and does annual 
volume of business of $782,875 . . 
been elected director of St. Louis association to succeed James 


“above average” apprentice auto mechanics in June. 


is never so high that it couldn’t 
be higher. 

However, other dealers ask: 
“With sales running better than 
600,000 a month, what kind of up- 
swing can you expect?” 

* * 7 
CCORDING to latest Automotive 
News estimates, the rate of 
retail sales has climbed to 23,800 
new cars daily. 

Actually, the first 10 days of May 
probably will show total sales some- 
what fewer than in the final 10 
days of April. That is because there 
will be only eight selling days in 
the preliminary May period, while 
there were nine selling days in the 


final April period. 

+ * 
- A MAY selling pickup should 
develop—and should it be pat- 
terned along historic lines—new-car 
dealers could perhaps expect to 
move approximately 1,350,000 new 
cars this month and next month. 
Some market analysts, however 
— and among them are a few 
perennial optimists — feel that 
this figure is too high. More like 
it, they say, for a May-June 
total, is 1,225,000, with sales run- 
ning along at about the same rate 

as at present. 

An interesting aspect of the used- 
car market—and it is a develop- 
ment which analysts are uncertain 
about linking to new-car sales—is 
the relatively high price com- 
manded by current-model and year- 
old used cars. 

These are the only models on 
Automotive News’ index with prices 
higher than they were a year ago. 
Current models are worth 2.72 per- 
cent more and yearlings are worth 
3.03 percent more than they were 
last year at the same time. 

* * * 
ee is quite sure what is 
propping up the price of ‘54s 
and used ’55s, as in most cases it 
still is easier to buy a new car than 
a late-model used unit. 


Two-year-old cars are worth 
2.96 percent less; three-year-olds, 
7.85 percent less; four-year-olds, 
11.98 percent less; five-year-olds, 
8.43 percent less; six-year-olds, 
0.74 percent less, and seven-year- 
olds, 17.92 percent less. 

Wholesale auction operators re- 

(Continued on Page 4, Col. 5) 





Factory Licensing 


Gets Colorado OK 


DENVER.—Gov. Edwin Johnson 
has signed a licensing law amend- 
ment which requires auto manu- 
facturers and distributors to obtain 
state licenses. It is designed to halt 
“bootlegging” of new cars. 

The governor also approved a bill 
to limit Colorado automobile pur- 
chases to the under - $2,000 price 
class. : 





four months fishing in Canada; 


. Ray Nolting (Oldsmobile) has 
Burgard school will graduate 94 


—Perre Wemuorr, Editor, 
Automotive News 
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Covers °56 Tooling, Engines... 


$60 Million Allotted 
For AMC Products 


(Continued from Page 1) 


ations in mid-February and earned 
a substantial net profit in March. 

2. March auto production in the 
Kenosha plant, when AMC “was 
battling” to fill dealer stocks, to- 
taled a record 24,314 units. Com- 
bined production ‘of Hudson and 
Nash cars in March and April, he 
said, tripled that of the same period 
in 1954. 


* * + 
RRODUCTION in May, Romney 
said, would be cut back slightly 
because dealers now have an ade- 
quate supply of new cars. 

“From now on,” Romney said, 
“we'll build largely to order.” 

In sketching the earnings pic- 
ture, Romney said that the quarter 
ended March 31 showed a net loss 
of $654,390 after a tax recovery of 


AMC Plans ’56 Bow 


Before End of Year 


KENOSHA, Wis.—Introduction 
of 56 Hudson and Nash models 
will take place before the end of 
the year, George Romney, presi- 
dent of American Motors, said 
last week. 

“We won't be selling ’55s in ’56 
as we sold ’54s in 55,” Romney 
said. 


He hinted that further identi- 
fication changes would be made 
in the two lines of cars. 


$934,000. Net loss for the preceding 
quarter—the first in AMC’s fiscal 
year—was $5,460,088 after a tax re- 
covery of $5,410,000. 

Sales for the March quarter were 
$133,744,922, he said, compared with 
$77,168,146 in the December quar- 
ter. 

Romney said he expected AMC 
to show a profit for the June quar- 
ter, although it was “too early to 
tell” whether profits in the third 
and fourth quarters would be great 


Veteran Dealer 
Views Reg. W as 
Only Answer 


(Continued from Page 1) 
to sell the idea of a group of deal- 
ers agreeing to some methods of 
doing business. 

“Tf,” he said, “we are unable to 
get the factories to put in some 
rigid rules and regulations for the 
franchise dealers, or if the fac- 
tories are in such a position that 
they cannot do it, then there is 
only one other way out, and that 
is Government control. 


“AS I SEE it, om on be assured 
of one thing — the dealers’ 
financial operations are going to 
be in much worse condition in 1955 
than they were in 1954.” 
Looking at the business with 
the thought that his son and 
son-in-law are in it, he said he 
saw little that is promising for 
them. The current auto business, 
he said, is “the most vicious 
thing I have ever known.” 
“There is no question,” he said, 
“about the buying public thinking 
that we're in a horse-trading busi- 
ness, but the oldtime horse trader 
used Sunday-School methods com- 
pared with the methods of doing 
business with the modern-day auto- 
mobile men.” | 





H= ADDED that his factory had 
not suggested packs, but in- 
stead had sought to promote good 
business practices. 
“So, in my opinion,” he said, “this 
whole mess is within the hands 
of the dealers themselves. That is 
why I say I cannot see any other 
way but Government contro] such 
as Regulation W. 
Discussing credit terms, the 
dealer said: 
“They are absolutely rotten and 
g in every respect. Deal- 

ers are advertising $25 down, 
nothing down, 10 percent down, 
and every kind of a gimmick 
deal that you could imagine. 

“And, of course, we all know that 
in the end it isn’t for the public’s 
interest.” 


enough to offset losses earlier in 
the year. 


a +. 
i: IS conceivable that part of the 
$60 million earmarked for prod- 
uct development could go to put 
more Ramblers on the road. 

“We are taking a look at expan- 
sion of Rambler capacity,” Rom- 
ney said. 

The Rambler, he _ explained, 
fits into the scheme of things” 
because it is growing in popular- 
ity among multiple-unit families 
as well as among one-car famili- 
lies. 

He described the Rambler as a 
“personalized type” of vehicle that 
more persons would purchase as 
multiple-car ownership grows. The 
Rambler, he said, also is growing 
in strength because of its proven 
used-car appeal. 

Romney spoke to a group of au- 
tomotive editors touring AMC’s 
Kenosha and Milwaukee plants to 
see first-hand what the firm had 
accomplished in its first year. 

* * * 


OMPANY officials showed how 

production of Nash, Hudson 
and Rambler lines had been inte- 
grated in what was described by 
Elmer Bernitt, auto manufacturing 
vice-president, as “the most impor- 
tant step taken to date to improve 
efficiency.” 

At the Milwaukee body plant, 
a basic body shell becomes either 
a Nash or a Hudson through the 
use of different body panels. But 
the bodies move on the same line. 

In the Kenosha assembly plant, 
Hudson Hornets, Wasps and Ram- 
blers and Nash Ambassadors, 
Statesmans and Ramblers move 
down a common assembly line. 

All feeder conveyors are per- 
fectly keyed to this apparent hap- 
hazard order to deliver the right 
V-8 or six engine, the right fend- 
ers and front assemblies and the 
other product-identity parts to the 
right body. 

* + 
ORE of the most interesting fea- 
tures of the integrated assem- 

bly line is the different technique 
used in installing engines. The 
sixes are boosted into place from 
below, while the wide-banked V-8s 
are, of necessity, dropped in from 
above. 

Frequently seen throughout the 


plants are signs such as this one: | ‘ 


Competition Is Keen. 
Only Close Cooperation 
Will Make Us 
COMPETITIVE. 


| 





Mother Nature Lowered the Boom— 


When F. A. Whitaker, of Billings, Mont., says that the roof fell in on his Buick 
declership, he is speaking the literal truth. On Apr. 2, following some rain, a heavy, 
wet snow began to fall. Within 48 hours a total of 42.5 inches of snow, accompanied 
by high winds, battered the city. On the evening of Apr. 4, one third of Whitaker's 


big service garage came crashing down 


under the weight of 70 pounds of snow 


per square foot. Whitaker had bought the dealership just three weeks earlier. No 


one was injured, but damage was estimated at $25,000. 


Hackensack Heated Up 


2 Supermarket Dealers Fought by Trade Groups 


With Pleas for ‘Strife’ Insurance 
(Continued from Page 1) 





car’—an allusion to the factory | ket, they can’t offer many induce- 


guarantee. 

Bergen County dealers have 
been pestered by sporadic boot- 
legging for some two years, but 
the situation didn’t erupt into 
open warfare until] about a month 
ago. 

At that time, according to one 
source, a franchised Little Three 
dealer, whose factory wasn’t deliv- 
ering any cars, decided that he 
wanted to get back into the new- 
car sales business. So he entered 
his bid for buyers by advertising 
that he would handle any and all 
makes obtainable. 

a sec- 


7 * cd 
A COUPLE of weeks ago, 
ond Little Three dealer launched 
a similar enterprise. This one is 
an immediate past president of the 
Hackensack dealer group. 


Most of the cars displayed by 
these two dealers, it is reported, 
are Chevrolets and Pontiacs, 
with an occasional Ford or 
Plymouth thrown in. 

Said one of the association mem- 

bers who are fighting this setup: 

“These birds drew quite a few 
walk-ins when they first started 

beating the drums, but their busi- 
ness seems to have fallen off since 
then. 

= = 7 

FTER all, with the compara- 
tively few cars they have 
around, they can’t hope to com- 
pete in the matter of color choices 
or other options. In today’s mar- 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Apr. 27 


(Sale very fast. Prices up $50. Sold 

117 cars out of 163 entered.) 

BUICK—'54 ai ess, 4- #; $1,935; Spe- 
cial 4-dr., . 53 Super 
4-dr., Special 4-dr., 
$1, 000. "52 Super "Riviera coupe, $825. 
q200 Super 4-dr., $410*; Special 2-dr., 

CADILLAC — ’53 (62) conv., $2,455* 
(ps). "51 (62) 4-dr., $1,625*. '49 (62) 
4-dr., $625*. 

CHEVROLET—’55 Bel Air (8) 2-dr., 
$1,800; One-fifty (8) 4-dr., $1,485. 
’53 Bel Air Sport coupe, $1,190*, $1,- 
075; station wagon, $1,075; 2-dr., 
$820, $780; %-ton pickup, $570. '52 
SL Deluxe 4-dr., Sm” $650*, $630*; 
2-dr., '85* 50. '51 SL Deluxe 
conv., $585*, $530°; 2-dr., $505*; 
club ‘coupe, $500*; SL Special 2-dr., 
$360. '49 SL Deluxe 4-dr., $250. 

CHRYSLER—’53 Windsor 4-dr., $990*. 
"52 Windsor 4-dr., $700*. '51 Wind- 
sor 4-dr., $525 

DeSOTO—'53 Fire Dome (8) 4-dr., $1,- 
040*. '52 Deluxe 4-dr., $545*. 

—- 53 Coronet (8) station wag- 

$975; club coupe, $970*, $680; 4- 


= $830*. °50 Coronet club coupe, 


$360. 
FORD—'55 Fairlane (8) Victoria, $2,- 


200*; Custom (6) 4-dr., $1,650; 2- 
dr., $1, 640. '54 Custom (8) 4-dr., $1, - 
305°, $1,300, $1,200; 2-dr., $1, 175; 
Main (6) 2-dr., . '53 Custom (8) 
2-dr., ; 4-dr., $935 

Main (8) 2-dr., . "52 Crest (8) 
Victoria, $765*; Main (6) 2-dr., $595. 
*51 Custom (8) Victoria, $585°; 2- 


dr., $560, $515, $450; Custom (6) 4- 
dr, $450, $285. °50 Custom (8) 2- 
dr., $400, $350, $320, _ $305; Deluxe 

(6) 2-dr., $260, $250; 4-dr., $175. 
"49 Custom (8) club coupe, $295. 

2-dr., 0. 

HUDSON—’ 52 Commodore (8) club 
coupe, $620; Pacemaker 2-dr., $375. 
‘51 Hornet 4-dr., $420; Pacemaker 
4-dr., $255. 

KAISER—’51 4-dr., $225. 

LINCOLN—’53 club coupe, 

MERCURY—’54 Monterey 2-dr., 
825*. '53 Monterey 4-dr., 
club coupe, $585*. 
$425; 4-dr., $410. 

NASH — ’52 Statesman 4-dr., $610, 
$600; conv., $590. '51 2-dr., $255. 

OLDSMOBILE — '55 (98) conv., 
900° (ps). ‘54 (98) 4-dr., $2, 300* 

"53 (88) 2-dr., $1,440*. ’51 (98) Hol- 
iday, $720*, $655°*. 

PACKARD—’52 (200) 4-dr., $605. ’51 
4-dr., $330. 

PLYMOUTH — '53 Cranbrook 4- -dr., 
at $720. '52 Cambridge 4-dr., sa7Be 
2-4ir., $380. '51 Cambridge a dr., 
$325; 4-dr., $280. ‘50 Special De- 
luxe 4-dr., $335. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
140*. ‘54 Chieftain (8) 4-dr., 

565*, $1,500*; Catalina, $1, 860°. 
Chieftain (8) Catalina. $1,240°*; 
dr., . '52 Chieftain (8) 4- dr., 

> "51 Silver Streak (8) conv., 
$765*; Catalina, $690*; 4-dr., $625*, 
$620°: 2-dr.. $560*, $515°*. 50 Silver 
Streak (6) 4-dr., $330, $255. 

STUDEBAKER—’55 Com uander 2-dr., 
$1,675. °52 Champion 2-dr., $495*. 


$1,550°*. 

$1,- 
$1,240, °51 
’50 club coupe, 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 38, 39, 42, 43 





ments pricewise, either. 

“I predict they won’t be bother- 
ing us for long.” 

Aside from immediate consid- 
erations, Bergen County dealers 
say the real significance in their 
antibootlegging fight lies in the 
fact that they constitute the na- 
tion’s only dealer organization 
which has made a concerted ef- 
fort to wipe out the industry 
evil. 

Confident that they can make 
headway on their own, they have 
not formally brought their fac- 
tories into the act. 

* 


7. dealers’ aoummuper ads are 
designed to put the public “on 
notice” that it may be cheating it- 
self by buying a car from a dealer 
not franchised to retail it. 

The Hackensack association pulls 
no punches, saying: 

“Don’t add insult to injury. 
Don’t ask us to solve the prob- 
lems you acquire when you buy 
your car from other than an au- 

thorized new-car dealer! 

“The Hackensack Authorized 
New Car Dealers pledge to you 
that we shall not extend the new- 
car guarantee to buyers of cars 
from sources other than a dealer 
authorized by his respective manu- 
facturer for the sale and service 
of the new car of your choice.” 

cd ok 


Tus ad is signed by the follow- 
ing 13 dealerships: 

Byrnes Motors, Inc. (Lincoln- 
Mercury); Jacod & Demarest, Inc. 
(Chrysler-Plymouth); Kalman Mo- 
tors (Willys); W. H. Peters (Cadil- 
lac-Pontiac); McCrane Auto Co., 
Inc. (DeSoto-Plymouth); Sproat & 
Dunn (Packard); Bergen Auto Co. 
(Buick). 

Ratner Oldsmobile Co.; Watson 
Motors, Inc. (Dodge-Plymouth) ; 
Suburban Auto Sales (Ford); 
Blue & White Service (Stude- 
baker); Shea Chevrolet Co., and 
Deluxe Sales & Service (Hud- 
son). 

The Bergen County association 
declares: 

“Authorized new-car dealers of 
Bergen County will render no new- 
car service or warranty work on 
any car unless such car is a bona- 
fide new car and has been pur- 
chased directly from a franchised 
new-car dealer for that make of 
car! 

“The franchised new-car dealer 
for each make of car is the only 
source of authorized new-car serv- 
ice or warranty work. They have 
been established by the manufac- 
turer for the good of the product 
and the protection of the public. 

“Persons buying current - model 
cars from sources other than au- 
thorized dealers for that particular 
make may find they have made an 
‘expensive bargain.’” 


| igs THE Senen ‘Muontes Record’s 
special “Spotlight on Automo- 
biles” section, dealers declared: 

“Strife insurance is that insur- 
ance which protects you against 
disappointment in and aggravation 
with that new car you expect to 
buy.” 












55 Sales Near 
24,000 a Day 


Observers Divided 
On Spring Boom 
(Continued from Page 3) 


ported last week that bidders were 
more cautious about which models 
they purchased. Small buyers were 
more numerous, they reported, with 
fewer of the big wholesale buyers 
in attendance. 

Sales activity was slowed some- 
what at representative auctions, as 
the percentage of sales to offerings 
fell to 69.6, compared with 74 in 
the previous week. 

+ * od 

a final overall average price 

for all used cars wholesaled at 
auction in April was established at 
$851, compared with $868 for the 
final March average and $855 for 
the partial April average estab- 
lished in the previous week. 

Only two individual models 
showed gains on the index: ’54s 
went up $2 to $1,526 and ’52s 
went up $5 to $716. 

All other makes declined, as fol- 
lows: ’55s, down $2 to $2,183; ’48s, 
down $6 to $174; ’49s, down $6 to 
$266; ’51s, down $7 to $514; ’50s, 
down $9, to $380, and ’53s, down 
$10 to $1,048. 

New lows were established for 
the price of ’51gs and ’49s. 


Discount Houses 


Assailed by AFL 


(Continued from Page 1) 


Alameda County Council, said the 

salesmen’s and teamsters unions 

have been most seriously affected. 
* * * 


povaves. Albert R. Silva, sec- 
retary of Local 1095 of the AFL 
Automobile Salesmens Union in 
Oakland, said it is the customer 
and not the auto salesman who 
suffers most. 

Persons pay a fee to join one 
of the discount houses. When 
they want to make a purchase 
they are given a card referring 
them to participating stores or 
agencies for discounts supposedly 
as high as 40 percent. 

Silva said both the auto sales- 
man to whom the purchaser is 
referred and the dealer are obliged 

to pay $25 each to the discount 
house. 

As a result, the customer pays 
$25 to $50 more for a car than he 
would if he didn’t belong to the 
discount house and had shopped 
on his own. 

= e 

ILVA said he believed the dealer 

or salesman would much rather 
give the purchaser a cash discount 
or allow more in trade for his old 
car instead of paying fees to the 
discount house. 

There are seven large discount 
houses operating in this area. 

Ash said the boycott was 
prompted by the “serious” effect 
the discount houses have had on 
the wages and incomes of sales 
persons. 








Dinah to Visit 500— 

Singer Dinah Shore will entertain before 
the start of the 500-mile race Memorial 
Day in Indianapolis, W. E. Fish, Chevrolet 
general sales manager, has announced. A 
Chevrolet V-8 convertible will pace the 
Speedway classic. Dinah will present the 
Borg-Warner trophy to the winning driver, 
who will also get the pace car. 
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One of a series of messages outlining 
6 roads to extra profits with 
the ‘Jeep’ family of 4-wheel drive vehicles 





great as that of any other make, was made without sacrifice to dealers’ profits. 


vn 
or 
Truck registrations for January, 1955, just released, show a gain for the 4-wheel drive 
S ‘Jeep’ Truck of 183.6% over the equivalent 1954 figure. This increase, nearly five times as 
And this whopping 183.6% increase took place in a month when total industry | 


NX truck registrations showed a gain of only 2.5%, and when registrations of the two leading | 
makes showed a decline. | 


he 
ns . ea | 
wa 4 Q Greatest increase in ‘54 ! | 
i . 
Cc These latest registration figures are an acceleration of a 1954 sales trend. In the full year 1954, | 
" ‘Jeep’ Truck registrations were up 17.2%, against a total industry decline of 10.9%. | 
er Ki Only two of the ten leading manufacturers showed an increase in °54, and the 


- Willys ‘Jeep’ Truck increase was more than 24 times as large as the other increase. 

: The ‘Jeep’ Truck is the sixth largest-selling truck in America on the basis of January ’55 | 

2 registrations, and is gaining rapidly on all other makes. | 

: | 

r . . | 

y Lowest-priced 4-wheel drive truck ! * | 

ae One of the major reasons for this important sales increase is the fact that the 

4 ‘Jeep’ Truck is America’s lowest-priced 4-wheel drive truck and thus has the inside track 

at in the growing trend to 4-wheel drive trucks in business, industry and agriculture. 

“ What this can mean to you! | 

4 More than 600 new dealers have signed up recently to sell ‘Jeep’ Trucks and other members 
of the ‘Jeep’ family of 4-wheel drive vehicles...after getting the facts. To see what these facts 

r can mean to you, contact Dealer Development Department, Willys Motors, Inc., Toledo 1, Ohio. ; 

rT 

it 

d 


2 These 6 roads to extra profits could be open to you... 
aS a franchised dealer for the ‘Jeep’ family 








\S 
ot . 
n sas ° : ‘ * ” 
Ss |. Freedom from competition. Only Willys dealers have the ‘Jeep’... no worries about “wheeling and dealing 
competition down the street. No loss of markets during winter months . . . no lost dollars. 
2. High resale value. The average 2-year-old Universal ‘Jeep’ commands up to 90.4% of factory list price... 
your assurance of customer satisfaction and profitable deals when you wash out ‘Jeeps’ taken in trade. 
: 3. High percentage of clean deals. Nearly half the sales are made without trade-ins . . . 
full profit is attainable on each sale. 
4. High service absorption. Even with its famed ruggedness, the ‘Jeep’ family requires frequent service because of 
its daily use in business ... and most service jobs come back to the dealer instead of the independent garage. 
*5, Lowest-priced 4-wheel drive trucks. As explained above. 
6. Plus profits from special equipment. You'd sell more than 50 kinds of additional special equipment, 
with profitable “extras” on many original sales. And every time the owner has a new job to do, he becomes a 
prospect for a new piece of equipment. 
_ a 
: Universal ‘Jeep’ ‘Jeep’ Truck ‘Jeep’ Station Wagon ‘Jeep’ Sedan Delivery 
A 


; The * ? 
yeep family of 4-wheel drive vehicles 
E ® 
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But Dollar Controls Curb Car Imports. . . 





Demand Unlimited in Philippines 


Eprror’s Nots: This is another 
in a series of reports on automo- 
tive mark2ts around the world by 
Mrs. George M. Slocum, chairman 
of the board of Automotive News, 
who is on a world tour. 

* * * 


By Mrs. George M. Slocum 
MANILA, P. I.—In the Philip- 
pines I have found again that old 
familiar story: Automobiles are 
wanted and they can be sold, but 
government currency restrictions 
7 


. * 


hold down the imports to a mere 
trickle. 

Here there are only 98,302 motor 
vehicles in the entire country (see 
table below) and almost half of 
those are trucks. 

Here I met F. R. Halling, of the 
Filipinas Auto Sales Corp., which 
distributes Dodge cars and trucks. 

“Sales potential of the Philip- 
pines,” he told me, “is practically 
unlimited from the point of view 
of the consumer. 

“However, | exchange and im- 
* 





Showroom in Manila— 


The picture above shows a night view of Filipinas Auto Sales Corp. (Dodge), in 
Monila, P.1. This modern, efficiently-operated dealership is under the supervision of 
F. R. Halling, who was interviewed by Mrs. George M. Slocum, chairman of the board 
of Automotive News, during her visit there on a world tour. 


New, Used-Car 


Retail Sales 


Set New GM Records 


DETROIT.—Auto manufacturers 
continued to report sales records as 
figures for the second 10 days of 
April were compiled. Among those 
reporting were: 

* * Ld 
General Motors 

Retail sales by GM dealers dur- 
ing the first 20 days of April were 
the highest for the first 20 days 
of any month in 
company history, 
said Harlow H. 
Curtice, president. 
He added this 
applied to. both 
new and used 
cars. 

Curtice said 
that domestic de- 
liveries of new 
and used cars 
during the second 
10 days of April 
also set an alltime record for that 
period of April and sales of both 
new and used cars for 1955 through 





H, H. Curtice 


Apr. 20 were at record highs for |: 


that portion of the year. 

Each of GM’s five car divi- 
sions set new sales records for 
both new and used cars in both 
the first 20 and second 10 days 
of April, Curtice said. He gave 
the following figures: 

New cars: First 20 days in-April 
sales, 227,377 or 137.6 percent over 
that period of 1954. Second 10-day 
sales, 117,541 or 141.5 percent over 


New-Car Exports 
Drop in March; 
Trucks Go Up 


DETROIT. — New-car exports 
dropped during March to 25,617 
from 29,089 in February despite the 
fact that a factory sales monthly 
record was set, according to the 
Automobile Manufacturers Assn. 

First-quarter 1955 exports rose, 
however, from 62,212 for the same 
period in 1954 to 79,179, or 3.76 per- 
cent of the total car factory sales 
in the quarter. 

Truck exports showed a gain in 
March while auto shipments were 
dropping. There were 16,922 trucks 
sent to foreign markets in March 
against 11,808 in February. 

There was a slight quarterly 
truck rise in 1955 over 1954, from 
43,300 to 44,457. Motor coach ex- 
ports showed a steady 1955 rise: 
Five in January; 28 in February, 
and 58 in March for a total of 91. 
First-quarter coach exports were 
64 in 1954. 


that period of 1954. Sales for 1955 
through Apr. 20 were 1,121,362 or 
144.8 percent over the 1954 period. 

Used cars: First 20 days of April 
sales, 273,682 or 128.4 percent over 
the 1954 period. Second 10-day 
sales, 145,049 or 137 percent over 
1954. Sales for 1955 through Apr. 
20 were 1,377,687 or 134.2 percent 
over the 1954 period. 

- x * 
Willys 

January and February retail 
registrations of Willys commercial 
vehicles were 79 percent over the 
same period last 
year, reported 
Hickman Price 
jr, sales vice- 
president. 

He added that 
production in- 
creased 31 per- 
cent over the 
first quarter of 
1954. 

p : “During 1954,” 
NX “ said Price, “Wil- 
Hickman Price jr. lys commercial 
vehicles represented 4.29 percent of 
all similar vehicles registered in 
the U.S. in their GVW category.” 

Willys’ share of registrations was 
6.02 percent in January and 6.80 
percent in February, said Price. 

* + a 





Oldsmobile 

Oldsmobile retail sales continue 
at a record rate with the delivery 
of 19,264 new cars 
to customers in 
the second 10 
days of April, the 
second highest 
10-day period in 
Oldsmobile his- 
tory, according to 
General Manager 
J. F. Wolfram. 

The highest pe- 
riod, said Wol- 
fram, was the : 
last 10 days of 3. F. Wolfram 
March, 1955, when 21,370 units were 
delivered. 





* * * 


Buick 
Buick dealers delivered 47,327 
cars the first 20 days of April, a 
new record for the first 20 days of 
any month, Ivan L. Wiles, Buick 
general manager said. 
Sales exceeded the first 20 days 
of last month when Buick set a 
new record of nearly 73,000 retail 
deliveries for the entire month, 
Wiles said. 
Deliveries for the second 10 days 


port controls enforced in the 
Philippines limit the importation 
of motor cars to a total of $5,000,- 
000 annually,” he said. 

He added that the total is di- 
vided among the various makes 
and importation must be in “knock- 
down” form, with assembly taking 
place in the Philippines. 

Halling estimated that the $5,- 
000,000 would represent roughly 
2,500 autos per year. Trucks also 
are under allocation, he told me, 
but the restrictions are looser than 
those applying to passenger cars. 
He said the demand is “fairly well 
satisfied by the import quotas.” 

He said it would be difficult to 
pin down the exact number of 
trucks imported each year, but felt 
that 2,500 would be a fair estimate. 

Halling said that the economy 
of the country is geared closely 
to automotive transportation. “Ap- 
proximately 60 to 70 percent of all 
transportation is by land,” he said. 

“The highway program, as im- 
plemented under the U.S. For- 
eign Operations Administration, 
envisages considerable expansion 
of the highways existing on the 
various islands,” he told me. 

Halling also believed that there 
will be a continual increase in the 
demand for transportation in the 
provincial areas. 

Part of that transportation is 
made up of “Jeepneys” which 
charge a dime (five cents U.S.) a 
trip. Halling said that since the 
liberation ten years ago, a great 
number of jeeps have been con- 
verted into “Jeepneys.” 

Halling said that these have a 
capacity of about 10, and are the 
only cheap conveyances available 
within large cities to supplement 
the regular bus lines. 

He said the regular freight and 
bus lines cover the islands. As an 
example, Halling described the 
Luzon bus and freight network. 
He said that it operates from the 
northern tip of the island to the 
southern end. This is a distance 
of about 400 miles and feeder 
services connect cities on the 
main roads to the inland areas. 

Halling gave a breakdown of the 
vehicle “population” of the Philip- 
pines as follows: 








Greater 

Vehicle Type Philippines Manila 
SS ed dockins Aneta 47,725 23,568 
NI nsscsssusceabaanss 47,582 15,579 
REIIOD vvcsecssecscsoees 1,384 588 
Motorcycles .......... 1,611 645 
PID -sanscsnctnmeosine . 98,302 40,380 


As you can see, very nearly half 


(Continued on Page 8, Col. 4) 


BBBs Probe Use 
Of Comparative 


Prices in Ads 


NEW YORK. — A committee to 
study the use of comparative prices 
in advertising has been appointed 
by the Assn. of Better Business 
Bureaus, which says it is acting as 
a result of increasing use of false 
and deceptive comparative price 
claims. 

The committee was directed to 
initiate a study of all aspects of 
the problem and to focus public 
attention on the abuses brought to 
light. It also will enlist all phases 
of advertising to voluntarily re- 
move such abuses. 

Victor H. Nyborg, president of 
ABBB, declared that “questionable 
comparative prices in advertising 


Fej|today is one of the most serious 


problems facing Better Business 
Bureaus in all parts of the country, 
and it is of real concern to legiti- 
mate advertisers, some of whom 
say they are reluctant users of ex- 
aggerated comparatives in their 
advertising because of competitive 
pressures.” 

Chairman of the new committee 
is George H. Dennison, general 
manager of the Pittsburgh Better 
Business Bureau, who enlisted the 
support of Duquesne University 


two years ago to make a coopera- | 


tive study of the subject, a report 
of which was published last May. 

Serving with him will be John L. 
O’Brien, president of the Akron 
| BEB, and Edward L. Gallagher, 
|assistant manager of the Boston 








— 


Travel of Tomorrow 





Sunday Drive at 100 MPH?— 


The world of tomorrow is pictured in artists’ drawings being shown today (May 2) 
to the U. S. Chamber of Commerce in Washington. ‘Products and Process of the 
Future,” as the exhibit is called, is designed to preview life in 1975. The heavy-duty 
superhighway of 1975 (shown above) was conceived by the Portland Cement Assn. 
Separated by multi-level structures, it would offer high speed travel with maximum 
safety. Among the speakers at today’s session will be President Eisenhower, L. L. 
Colbert, Chrysler Corp. president, and Chamber President Clem D. Johnston. 





Trucker's Dream of 1975— 


The truck industry predicts that 1975 will see vehicles such as the one above 
operating cross-country in special truck lanes. Some tractors will pull more than one 
trai‘er—and clear plastic tops will admit light for the benefit of the freight handlers, 
according to the exhibit of the Truck-Trailer Manufacturers Assn. and the American 


Trucking Assns. 


Atomic Auto Drives Itself— 





lf the driver of the atomic-powered highway cruiser shown above seems to be 
ignoring the road ahead, don't worry, he isn't. Chrysler designers, who dreamed up 
this “1957 model," say electronic guidance and obstacle warning devices will keep 
the car under control. They envision a car which will eliminate the need for a driver 
once it is on the highway and headed in the right direction. 


AMC Contract Extended 
Pending GM, Ford Outcome 


By Joseph M. Callahan 
Staff Writer 

N INDICATION that the UAW 
intends to let General Motors 
or Ford set the guaranteed annual 
wage pattern for the 
entire auto industry 
is contained in the 
FRONT agreement an- 
| nounced last week 
that American Mo- 
tors and the union will extend their 

present contract until Aug. 12. 
Normally, a portion of the AMC 
|contract would expire June 1 and 


LABOR 





of April amounted to 24,432, the|BBB, who is regarded as an au-| the remainder would expire July 1. 


second highest 10 days on record. 


| thority on ad prices. 


The extension was requested by 


é 


the UAW and jointly announced by 
Edward L. Cushman, AMC director 
of industrial relations, and Leon- 
ard Woodcock, UAW vice-president 
and director of the union’s AMC 
department. 

Under the agreed extension, an 
adjustment of wage rates may be 
made June 1 based on the Bureau 
of Labor Statistics price index of 
Apr. 15. Payment of the five-cent- 
an-hour improvement factor 
raise will not be made on June 1, 
however. 

While the AMC contract exten- 
sion apparently is a move to let 
(Continued on Page 45, Col. 1) 
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Put yourself in his shoes... 


How does a Plymouth dealer 


SELL MORE 
PLYMOUTH 
USED CARS .@ 
FASTER 
WITH LESS 
EXPENSE 
THAN ANY OTHER MAKE? 














First, he recognizes an important characteristic of | used Plymouth by pointing out that there are more — with confidence. His profit per car is greater because 

the used car business—he is selling unused mileage— = Plymouths used as taxicabs than all other makes com- _ its ability to “stand up” means less reconditioning. 

how far the car will go, not how far it’s been. bined—proof without question of ability of Plymouth ie te “chia” ts he ck ee 
Then he builds his selling story around these facts. Cars to deliver extra thousands of trouble-free miles. prove Plymouth’s superiority as a sound used car 
He establishes the “bonus” unused mileage in a Thus, the Plymouth dealer sells used Plymouths investment with this chart: 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 
Plymouth CarA Car B Plymouth CarA CarB 


RESISTOR-TYPE SPARK PLUGS 2-CYLINDER FRONT BRAKES YES NO NO 
EXHAUST VALVE SEAT INSERTS INDEPENDENT PARKING BRAKE YES NO | NO 
CHAIN-TYPE CAMSHAFT DRIVE ELECTRIC WINDSHIELD WIPERS YES NO NO 
OILITE FUEL FILTER ORIFLOW SHOCK ABSORBERS | YES NO NO 
FLOATING OIL INTAKE WIDEST, MOST RIGID FRAME YES NO NO 
ROTOR-TYPE OIL PUMP COWL VENTILATOR YES NO NO 
OIL BATH AIR CLEANER BAKED-ENAMEL FINISH YES YES NO 


SAFETY-RIM WHEELS *Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 
year. Most of these Plymouth engineering advantages apply in other model years as well. 








best buy new... best buy used ! PLYMOUTH 
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‘Guaranteed Annual Stagnation’ Hit... 


Ford Plans Added Expansion 


(Continued from Page 2) 


something of a surpriseeven to us 
...” he said. 

“We are building for the fu- 
ture, every day—because we want 
to have the products to sell when 
the people are ready to buy them. 
We don’t want to run scared— 
or scarce!” 

Referring indirectly to current 
contract negotiations between Ford 
and the UAW, and the union’s an- 
nouncement that it will strike if 
necessary over its guaranteed an- 
nual wage demand, Ford said: 

“Today both management and 
workers know that a major strike 
could dump the apple cart of our 
present and prospective high pros- 
perity — and nobody wants that. 
Ford Motor Co.’s management has 
every determination to arrive at a 
fair agreement in the best inter- 
ests of our employes, our company, 


24 Olds Dealers 
Hold Fifteenth 


Council Session 


LANSING. — Twenty-four Olds- 
mobile dealers from 21 states con- 
vened here last week for the 15th 
meeting of the Oldsmobile Dealer 
Council. Each of Oldsmobile’s 24 
sales zones was represented at the 
two-day meeting, at which G. R. 
Jones, general sales manager, pre- 
sided. 

Oldsmobile’s current high-volume 
production and sales were dis- 
cussed between the dealers and 
division officials. Used-car sales, 
body, color and upholstery prefer- 
ences, sale of optional equipment, 
customer relations and service vol- 
ume were other subjects. 

The visiting dealers toured Olds- 
mobile’s main and forge plants and 
were guests of factory executives 
at a dinner. 

Attending the meeting for the 
division were Jones, E. W. Schuon, 
comptroller; T. C. Downey, works 
manager; H. N. Metzel, chief engi- 
neer; L. F. Carlson, general mer- 
chandising manager; J. J. Dobbs 
and M. J. O’Conner jr., executive 
assistants to Jones. 

The following dealers were pres- 
ent: Louis E. Scarpetti, Providence, 
R. I.; Fred Kohlenberg, Bridgeport, 
Conn.; David A. Ertley, Kingston, 
Pa.; Joe L. Hill, Roanoke, Va.; 
William A. Dietrich, Williamsville, 
N. Y.; Scott Camp sr., Charleston, 
W. Va.; R. A. Van Devere, Akron; 
Stanley W. Long, Dearborn. 

A. W. Phillips, Sharon, Pa.; F. A. 
Rucker, Columbus, Ga.; Banks H. 
Good, Rock Hill, S. C.; G. G. Cock- 
mon, Benton, Ark.; Clarence Mar- 
quardt jr., Chicago; P. L. Birthisel, 
Marshfield, Wis.; Kenneth M. New- 
ton, Glasgow, Mont.; T. W. Rey- 
nolds, McCook, Neb. 

E. E. DeWitt, Jacksonville, IIl.; 
Gordon Rountree, Waco, Tex.; 
N. Waddell, Salina, Kans.; V. C. 
Davis, Walters, Okla.; George V. 
Tribe, Provo, Utah; C. D. Martin 
jr. Santa Monica, Calif.; A. S. 


Hooper, San Francisco, and Dar- 
rell M. Miller, Medford, Ore. 






the automobile industry and the 
public at large. 

“We believe our employes are 
realistic and sensible people, and 
just as eager as we for the contin- 
uation of what hag been a gener- 
ally happy and profitable period. 
We wish we could be sure that all 
union leaders feel the same way.” 

Ford said his company has a 

“tremendous stake in steady em- 
ployment at high levels,” and 
that “it’s just good normal busi- 
ness practice to do all we can to 
stabilize our operation.” 

But he added he believes the 
American economy has a “built-in 
strength and resiliency to put a 
solid foundation of security under 
every American home and family. 

“I believe we can do it without 
in any way undermining free enter- 
prise or resorting to so-called 
‘creeping Socialism,’” he said. “I 
believe we can do it without piece- 
meal experimenting with dangerous 
medicines on guinea-pig industries, 
or without creating a special caste 
of privileged working people whose 
short-term security is underwritten 
by the increased insecurity of 
others—and, in fact, by the long- 
term insecurity of everybody.” 

Concerning automation, Ford 
said: “Let’s not kid ourselves—or 
let anyone else kid us—that auto- 
mation is a genuine current issue. 

“It’s a grossly-inflated issue, as 
most labor economists well 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Automotive busi- 
ness here has fallen off consider- 
ably since the beginning of April, 
for which there appears to be little 
explanation, but a_ considerable 
amount of concern. 

Although there are some spotty 
reports of an improvement in order- 
taking in the third week of April, 
the increase in business does not 
appear to be general enough to 
term an actual upsurge. This period 
of falling sales, in the middle of 
what most people regard as the 
zenith of the spring selling season, 
has many sage auto salesmen puz- 
zled. 

This sudden slump has been re- 
sponsible for a sudden upsurge in 
the number of franchises which 
are available in the open market. 

While most experts had antici- 
pated this upsurge after the first 
six months, this sudden spurt has 
confirmed predictions of increased 
dealer mortality laid down by ob- 
servers earlier in the year. 


Although some dealers claim that 


G.| New York State’s double income 


tax date of Apr. 15, on which both 
state and Federal income taxes 
were due this year, is directlv re- 
svonsible for this present slack, 
other dealers deny this. 

As one dealer said: “People in 





Louisville Show— 


Louisville's first auto show in 15 years attracted large crowds. Held in conjunction 


with a home show, the “Autorama” displayed 16 makes. It was sponsored by the 


Lovisrille Automobile Dealers Assn. 


N.Y. Business Tapers Off 


April Downturn Laid to ‘Pre-Selling’ of Market, 


Income Taxes, March Sales Boom 


know,” he said. “What’s more, 
there’s virtually no logical rela- 
tionship between the question of 
@ guaranteed annual wage and 
the question of automation.” 
Ford conceded that technological 
improvements do sometimes create 
short-term or local problems, but 
said their overall effect has been 
to produce more, not fewer, jobs. 


“All signs point to a premium 
labor market generally in the fore- 
seeable future,” he said. 

“There’s absolutely no evidence 
now to justify predictions of large- 
scale unemployment — particularly 
so far as the effects of automation 
are concerned.” 

Ford said he was “highly im- 
patient with the reactionary 
thinking of some union leaders, 
who stand resolutely against 
progress, who resist the intro- 
duction of new machines and 
methods, who seek to preserve 
obsolete trades and skills, who 
generally are wedded to the 
mean and miserly concept of a 
mature economy that’s going no- 
where—in short, the advocates of 
guaranteed annual stagnation. 

“IT am just as impatient,” he 
added, “with the slavish and stereo- 
typed thinking which has led some 
businessmen to consider ‘security’ 
a bad word and to brand all con- 
cern for human and social progress 
as communism or ‘creeping social- 
ism.’” 





this industry have more darned ex- 
cuses for poor business than any 
industry I know. When the sun is 
shining, it’s too hot; when it’s rain- 
ing, it’s too wet; when it’s summer, 
it should be winter; when they’re 
making money, taxes are too high. 


“The plain facts in the matter 
are that we’ve presold our entire 
market in the first quarter of this 
year. And we’ve sold people new 
cars who can only afford used 
ones. It’s going to be a sad lesson 
for a lot of people, and we’re all 
going to suffer.” 


His sentiments are reiterated by 
many dealers. 


Another dealer takes a far more 
optimistic view of the present situ- 
ation. In his view, many dealers left 
their books open during the Apr. 1 
weekend in order to get as many 
orders into their March period as 
possible. In point of fact, he says, 
they started their April books on 
Apr. 4, so that they have a com- 
pletely distorted picture of the 
month. 


On top of this, he said, in his own 
case his men were so busy during 
the first week of April delivering 
automobiles to March customers. 
that it was impossible for them to 
get out and dig up April business. 


Now that they are back on the 
job again. he notices a great change 
in his April orders. He feels that 
many dealers have had an identical 
experience, but haven’t stopped to 
analvze it vet. 

Although there is no wholesale 
indication that repossessions have 
become a maior problem in this 
area, some few have shown up of 
late. One used-car dealer who en- 
tered 1955 with a comfortable fi- 
nance reserve of $80.000 finds 
himself today with no reserve at 
all, owing to the volume of re- 
possessions he has suffered within 
the past few weeks. 

This same dealer was able to 
write anvwhere in the neighbor- 
hond of 12 to 15 orders per dav 
using lone terms. Now he is onlv 
writing four and five a day. but 
thev are coming in with % down 
and 24 months to nay. 

Although dealers here are anx- 
fous to write as much business as 
vossible. there is a growing aware- 
ness of the danger inherent in 
terms over too long a neriod. 

This awareness is beine instilled 
bv a slow reining-in at the finance 
level. but much stems from an acute 
awarness on the part of the dealers 





Millionth "55 Ford Makes Bow— 


The millionth 1955 Ford rolled off the assembly line at St. Paul, Minn., to establish 
a new postwar record for the company. Inspecting the car are M. L. Hill (left), Twin 
Cities Ford district sales manager, and Robert Elliott, assembly plant manager. Since 
its founding in 1903, the company has made more than 32.5 million Ford cars and 


trucks. 





Philippines Demand High, 
But Curbs Curtail Supply 


(Continued from Page 6) 


of all the vehicles are trucks, with 
autos leading by less than 200 units. 

Also Manila represents about half 
of the entire total of autos, while 
Manila’s truck total is only about 
a third. The provincial truck totals 
reflect the many used by bus and 
freight lines, Halling said. 

He added that after the libera- 
tion in 1945, cars and trucks re- 
maining after Japanese confisca- 
tion and exportation to Japan 
were very few. Therefore, he 
said, the units indicated by the 
above registration totals are 
practically all of prewar manu- 
facture. And this in a nation of 
20 million persons. 

The truck market, Halling said, 
covers the bus lines; industries 
such as sugar, hemp, logging, min- 
ing, agricultural crops and manu- 
facturing. The car market, some- 
thing like Japan, is mainly cen- 
tered in taxicab companies with 
some government buying as well as 
a few private individuals. 

In the Philippines, due to the 
inability of the imports to fill de- 
mand, cars are used much longer 
than in the U.S., Halling said. He 
added that, for the same reason, 
used-cars do not play such a large 
part in new-car sales as in the U.S. 

“Tradeins must be considered, of 
course,” he said. “However, usually 
the car buyer will find his own 
buyer for the old car. New-car 
sales are on a cash basis or short 
term note, a minimum downpay- 
ment of 50 percent is normal, with 
notes bearing an interest rate of 
1 percent monthly.” 

Advertising employed follows 
American methods, except that 
radio and television are not used 
extensively. Halling listed adver- 
tising in newspapers, national 
magazines and such international 
periodicals as Time and News- 
week as being the mainstays. 
However, it all seems to go back 
to one problem here, as elsewhere 








Lembers Honored— 


Top Chrysler Corp. executives paid trib- 
ute last week to Fred J. Lamborn, vice- 
president and general manager of Dodge, 
on his retirement after 44 years of serv- 
ice. Left to right are W. C. Newberg, 


themselves of the falacy behind| president of Dodge; Lamborn, and K. T. 


overly extended terms. 


Keller, chairman of Chrysler Corp. 


in the places that I have visited. 
And that problem is of government 
currency controls. 


Halling said, in answer to a 
question, “The main ‘special 
problem’ we have in the Philip- 
pines is the matter of getting the 
dollar exchange from the central 
bank.” 


He smiled and added: “After im- 
portation of the ‘knockdown’ cars 
and trucks, the sales are not too 
difficult to conclude.” 


Lamborn Retires 
After 44 Years 
Of Dodge Service 


DETROIT.— More than 100 top 
executives of Chrysler Corp. and 
Dodge paid tribute Wednesday to 
Fred J. Lamborn, vice - president 
and general manager of Dodge up- 
on his retirement after 44 years of 
continuous service with the division. 

At a dinner party, TV star Bert 
Parks acted as master of ceremo- 
nies for a program patterned after 
the television show, “This Is Your 
Life.” Significant events in the life 
of Lamborn were recalled and pro- 
jected visually to associates and 
long-time friends. 

Born in Springfield, O., in 1888, 
Lamborn got a job at the age of 
23 with the new Dodge plant just 
being built by John and Horace 
Dodge. 

Three years after his arrival in 
Detroit, when the Dodge brothers 
began manufacture of their first 
car, it was Lamborn, then a tool- 
room foreman, who supplied most 
of the tools that were needed. 

In 1928, when Chrysler Corp. ac- 
quired the Dodge properties, Lam- 
born was made assistant produc- 
tion manager. He advanced in 1930 
to assistant factory manager and 
became production manager in 1933. 

In 1936, K. T. Keller, then presi- 
dent of Chrysler and now chairman 
of the board, announced appoint- 
ment of Lamborn to manufactur- 
ing vice-president. He was named 
vice-president and general manager 
of Dodge in 1943. 

Lamborn played an important 
part in Dodge production during 
both world wars. 





Tubeless Tires Adopted 


For Studebaker Trucks 


SOUTH BEND.—Tubeless tires 
and a heavy-duty brake booster 
have been introduced by Stude- 
baker on its half-ton and two-ton 
trucks, according to Loren F. 
Van Nortwick, truck general 
manager. 

The tubeless tires will be stand- 
ard on the half-ton models and 
the larger diameter brake boost- 
er will go on the two-ton truck. 
Studebaker factory truck sales 
are up 94 percent over last year, 
Van Nortwick said. 
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This is the day of the big numbers... 


Population, projects, markets and money are scaled 
in millions and billions that evade human perception, 
become meaningless and monotonous. 


complexity of some current advertising programs often 
obscure their effectiveness. 
Some advertising expenditures approach the exotic... 


- A New York theatre is rented full time to provide a 


st 
setting for one hour of advertising a week .. . A single 
C- 
i- 
C- 
30 
d 


effort to win public attention and good will, with no 
assurance of sales runs to a six-figure cost... Advertisers 


even advertise their advertising! 


38, Pg ea . , ‘ 
Advertising is in scale with the times. The size and 
a 


The current fashion favors big audiences, media 


: parcels of millions. Sometimes with too little recognition 
: of reality, or arithmetic! 

* The best prospects often comprise only a small 
portion of the big audience units. 


Smaller media may offer better markets. 
Size is no index of medium influence and impact. 


The best values usually come in small packages. 


A cccorpinc to the April 1954 Census Bureau estimate, 
the United States has 46,893,000 households...of which 
Life with 5,312,769 circulation reaches only 11.39%. 
Ladies’ Home Journal, with 4,511,970, only 9.6%... 
Saturday Evening Post, with 4,230,940, only 9.0%. 
(All circulations Publishers’ Statements 12/31/54.) 
(continued on second page following) 











by 


TURNINGS 


John T. Benedict 


Engineering Editor 


oo size, brute power and 
precision control always make 
an impressive combination of quali- 


ties in a metalworking machine. All | 


three were amply demonstrated in 
Michigan Tool Co.'s new gear 
shaper, which is over two stories 
tall, weighs 44 tons and yet cuts 
gear teeth to an accuracy of thou- 
sandts of an inch. 

With a capacity for handling 
20-inch gear diameters of six- 
inch face width, the machine can 
produce gears twice as large as 
the maximum size possible on the 
next smaller shaper in the Shear- 
Speed line. In cutting a 12%- 








inch-diameter cluster gear from a 


machine 
chips in 


188-pound blank, the 
removes 15 pounds of 
about six minutes. 

Cost of the machine, estimated 
by Marvin Anderson, executive 
vice-president, is $100,000—with an- 
other $25,000 tooling cost for the 
cluster gear setup ordered by a 
manufacturer of earth-moving 


equipment. Tool cost per gear is| 


said to be less than required by 
existing equipment. The justifica- 
tion for such a large capital invest- 


ment is apparent when you realize | 


that the one machine replaces 1% 


pieces of equipment now used to| 


produce the same gears. 





In addition to gears for earth-: 
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moving tractors, ordnance tanks, 
locomotives and marine equipment, 
the giant new machine is expected 
to have an influence in manufac- 
turing techniques for heavy truck 
gears. 

Another important automotive 
possibility now being considered 
is its use for cutting teeth on fly- 


|wheel starter ring gears. In this 
| application, a dozen ring gear 


blanks could be “stacked” and 
loaded into the machine for simul- 
taneous cutting of teeth. 

* * * 


Luxury-Car Trial Period 


Tests ‘Classless’ Theory 

D EADLINES and publishing- 
business practicalities being 

what they are, it is perhaps not 

surprising that I should have been 


|driving around in a big red-and- 


white Packard Four-Hundred sev- 
eral weeks ago—at the very time 
this column was carrying my 
tongue-in-cheek speculation about 
the possible outcome if significant 
differences between cars in various 
price classes are wiped away by 
progress in lower-priced makes. 


I took a certain amount of 
ribbing on this account from 
those who know I drive one of 
the “low-priced three”—and won- 


dered if I was testing myself for 
immunity to the ego-boosting 
lure of the expensive luxury car. 
No, I’m not immune—and I did 
find out some things about the 
| effect of the high-priced car on 
me, as well as its effect on 
others. 

With all the power accessories, 
|the car possessed in full measure 
|the ease of handling commonly 
|experienced with even our biggest 
|American cars. However, rough- 
|road trials, a few high-speed cor- 
|nering runs, and several hours of 
|highway driving indicate that the 
|Packard has uncommon stability 
and ride characteristics. 





Performance left nothing to be | 


| desired, and I had no trouble keep- 
|ing up with traffic flow, whether 
|in the city or on the open road. 
|On the negative side, I would say 
the load-levelizer motor is perhaps 
|a bit “too busy”—a minor annoy- 
|ance that I understand is marked 
|for eradication by Packard engi- 
eers. 

So much for my impressions. As 
|for the reactions of those with 
|whom I talked during the time I 
|had the car: I found that even 
|those who are vague about details 
| are aware that Packard has “some- 
| thing new” this year. 


' To sum up three principal im- 


For ’55 —For each and every new convertible top- 


FORD UsES Goloray 


COURTAULDS’ NEW RAYON FIBER 





For Highest Colorfastness 
Proved on the road 


Under all weather conditions 
Sunglare to hurricanes! 


“The whole Ford line is as colorful as a nestful of 
tropical birds!” says Life magazine. And the wonder- 


ful colors in Ford’s 
Coloray colors. 


new '55 convertible tops* are 


In ’54, Ford used Coloray in all black tops. 100% 
colorfast Coloray Black proved sosatisfactory that Ford 
now specifies Coloray for all the new convertible tops 
—all colors. Black, tan, even royal blue...a color usually 
susceptible to sun fading and weathering. But Coloray 
Blue, like all Coloray colors, is superfast...to sun, 


*Outside fabric. Ford and Thunderbird topping by Acme Backing Corp. 
eeeaceaonevneaeeeee2e2ee2e020020200808080808080 


Thunderbirds, too! 





For further information, write Fabric Development Dep't; 


COURTAULDS 


All fabric tops in Ford's 
luxury sports models are 
100% colorfast Coloray Black. 


storms, washing, cleaning, practically everything 


Coloray’s superfastness is the result of the orig- 
inal solution-dyeing method created by Courtaulds. 
Color is caged inside the fiber—can’t escape. And it 
is richer color, more economical color. Makes possi- 
ble better products—for more people for less money. 


There’s the secret of volume—in automobiles, 
men’s, women’s and children’s apparel, home fur- 
nishings, industrial goods. No wonder Ford goes all 
the way with Coloray! How about you? 







first name in man-made fibers, first name in solution-dyeing 


(Alabama) Inc., 600 FIFTH AVE., NEW YORK 20, N. Y. » GREENSBORO, N.C. + LE MOYNE, ALABAMA 


? 


pressions, I noted strong prestige 
value of the Packard name, respect 
for the tremendous power of the 
new engine, and a generally vazue 
(but definitely favorable) impres- 
sion that the car contains “the 


latest engineering ideas.” 
* * * 


‘Labor-Saver’ Slated 


For Tool Engineers 


Tooling setups will be expedited 
by a computer designed to handle 
14 variables in computing such 
data as tool life, speeds, feeds, 
etc. 

Slated for early announcement 
by a leading carbide tool manu- 
facturer, the “machinability com- 
puter” is said to provide in a 
few minutes information which 
presently takes the tool engineer 


hours to compute. 
* +. * 


Some Kudos and Brickbats 


On Doctor’s Safety Talk 
R. RALPH MOORE is to be 
complimented for the accuracy 
of remarks he made on seat belts 
while speaking at a convention of 
|the Iowa Assn. of Mutual Insur- 
ance Agents. 

Loose talk, unsubstantiated by 
valid test data, has caused many 
car owners to build up a false pic- 
ture of the protective value of seat 
belts. Dr. Moore evidently made 
an attempt to explain accurately 
what a belt will do and what it 
won’t do—and he offered the opin- 
ion that a seat belt will not do 
much good if the automobile is 
traveling more than 60 m.p.h. when 
it crashes. 
| The exact upper limit for speeds 
}and forces in which the seat belt 
| will alleviate injury is, of course, a 
| hotly debated issue in the automo- 
tive safety controversy. 

But at least Dr. Moore made 
an honest effort to present the 
whole story in a way that gave 
| his listeners some understanding 
of the problem—and (I hope) 
helped to offset the misapprehen- 
sions fostered by speeches and 
articles which would have you 
| believe that all you have to do to 
make yourself “crashproof” is 
to strap on a seat belt. 

In contrast to my favorable opin- 
ion of the job the doctor did in 
handling the seat belt discussion, I 
would seriously question the accur- 
acy of his remarks on the detri- 
mental effect of tinted glass on 
|driver vision. On Page 2 of last 
| week’s Automotive News, Dr. Moore 
is quoted as saying that tinted 
windshields cut down vision 20 
percent. If he has any data to back 
up this criticism, I’d like to see it. 

Numerous tests by car manufac- 
turers and glass companies have 
proved that in daytime there is no 
practical difference in visibility dis- 
tance for conventional safety glass 
and tinted windshields. Night vi- 
sion tests, such as those recently 
| described by Dr. George Watkins, 
research director of Libbey-Owens- 
Ford Glass Co., show only 3 per- 
cent less “seeing distance” for the 
tinted glass. 

This means that, when driving 
at night, with tinted glass, you 
would see an object 291 feet away 
that you otherwise might spot at 
a distance of 300 feet. Analysis of 
test data concluded that the differ- 
ences were negligible, since a speed 
reduction of only about 1% m.p.h. 
would compensate for the slight 
| difference in seeing distance be- 
tween tinted and standard wind- 
shields. 

Perhaps Dr. Moore misinter- 
preted the lower light transmit- 
tance of tinted glass directly in 
terms of “reduced vision” or “see- 
ing distance.” The visible or lumi- 
nous transmittance for daylight is 
88 to 90 percent for regular safety 
glass and about 75 percent for 
tinted glass. Thousands of experi- 
ments have shown that the reduc- 
|tion in seeing distance is not di- 
rectly proportional to relative light 
absorption qualities of the two 
types of glass. 








'Electric Storage Battery 


Picks Lighton in Research 
| PHILADELPHIA. — Creation of 
|@ new research division expansion 
|of research activities of Electric 
| Storage Battery Co. under direction 
|of Dr. L. E. Lighton, vice-president, 
|has been announced by C. F. Nor- 
berg, president. 

| Dr. Lighton’s division has beer 
|assigned to do basic research on 
|future requirements for storage 
‘battery power. 
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This 1s the day of the big UIMDETS . « « (contincos 


Even the newest giant, Readers’ Digest with more 

than 10 million domestic circulation, can go to less than 

22% of the whole national market. e 
Yet one magazine with 1,300,000 circulation affords 

the advertiser a larger share of a better market than any 


major national medium can offer. 





The magazine is SuccEssFUL FARMING... which reaches 
26% of the country’s commercial farms, and 42% of all 
farms earning $10,000 or more annually. 

SUCCESSFUL FARMING farmers raise more than half of 


the corn and soybeans, two-fifths of the wheat, nearly 
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two-thirds of the oats...and sell 57°% of the hogs, 38% of 


the cattle and calves, 37°, sheep and lambs... 33%, of the 
/0 P 0 


poultry, 44% of the eggs, 44% of the dairy products. 

SF farmers own more than a third of the farm tractors; 
half the grain combines, milking machines, hay balers; 

and two-thirds of the mechanical corn pickers. 

SUCCESSFUL FARMING farmers last year had an average 
income from farming alone of just under $10,000 — are 
a market worth $11 billion annually, the equivalent of 
another national suburbia. Their homes are 96% 
electrified. Their living standards have risen steadily. 
They spend more on their homes than urban families 
in the same income bracket. 

And because SuccEssFUL FARMING for fifty years has 
helped them produce more, earn more, save more, 
earned their respect and confidence...it has more 
influence with its market than any general medium. 

If you make a quality product, these SF farm families 
want it, and can buy it. SUCCESSFUL FARMING offers 
you a truly big medium and market—at a truly modest 
cost. Any office will give you more details. 


Merepirn Pusiisuinc Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 


' 
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a apsule Comment 


New-car registrations thus far in 1955 (four months) are 
estimated to have exceeded two million—which is more than 
were registered in the entire 12 months of six of the last 20 
years. 


Could be an all-time high sales record in 1955. 
* * * 


With separation of its Lincoln and Mercury divisions, 
Ford Motor is expected to speed introduction of its long- 
rumored fifth car line in the price field between Mercury 
and Lincoln. 


After the forthcoming Continental, Car X. 
* * * 
Following a $35 million loss in 1954, Kaiser-Willys reports 
a profit of $1,207,000 in the first quarter of 1955. 
Things appear to be looking up down Toledo way. 
* * a” 
Members of National Used Car Dealers Assn. have voted 
to change the group’s name to National Independent Auto- 


mobile Dealers Assn., marking the end of a long debate in 
used-car dealer circles. 


Will this accelerate the trend to the use of “franchised” 
or “authorized” in new-car dealer association titles? 
~ * * 


Dealer mortality in the Chicago area during the first three 
months of this year totaled 16, but 19 new dealerships were 
opened. — 

Doesn’t look like there’s any scarcity of capital for new- 
car dealerships. 
* * * 

Studebaker-Packard, only five months after the merger, 

reports the corporation earned a profit in March. 
Congratulations on a job well done. 
* * * 


Forty-six states have okayed the new sealed-beam head- 
light introduced last year by lamp and auto makers. 


Fine chance for dealers to sell changeovers during the 
May Safety Drive. 








Dealer Conventions 


May 5-7 — North Carolina Automobile 
wa Assn., Pinehurst Inn, Pinehurst, 


May 10-1!—Massachusetts State Automo- 
bile Dealers, Statler Hotel, Boston, 
Mass, 

May 21-23 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

May 23-24 — Idaho Automobile Dealers 
Assn., Boise Hotel, Boise, Ida. 

May 25—Utah Auto Dealers Mid-Year Con- 
vention, Newhouse Hotel, Salt Lake 
City, Utah. 

May 26-28—Washington State Automobile 
Dealers Assn., Benjamin Franklin Hotel, 
Seattle, Wash, 

June 19-2i—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan, 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky, 

Sept. 9-11 — Maine Automobile Dealers 
Association, Samoset Hotel, Rocklane, 
Maine. 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16-17 — New Mexico Automotive 
oo Assn., Nickson Hotel, Roswell, 


Sept. 18-19 — South Dakota Automobile 
Dealers Assn., Sioux Falls, S. D. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19 — Minnesota Automobile Dealers 
nen Radisson Hotel, Minneapo- 
is. 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

Sept. 25-27—Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
Texas. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J, 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn., Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10—Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a. 

Oct. 9-II—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

Oct. 23-25 — Florida Automobile Dealers 
Assn., Sans Souci Hotel, Miami Beach, 


Fla. 
Oct. 26-28—Arkansas Automobile Dealers 
Assn., Moror Hotel, Little Rock, Ark. 
. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov, 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 


came, Tutwiler Hotel, Birmingham, 
a. 
Nov, 13-15 — Ohio Automobile Dealers 


Assn., Netherland Plaza Hotel, Cincin- 


nati . 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah. 

Jan. 28-Feb. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

* * 


Dealer Auto Shows 
Jan. 7-15—Chicago Auto Show, Interna- 


tional Amphitheater, Chicago, 


Jan, 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis, 


(See CALENDAR, Page 16, Col. 5) 


20 Years Ago... 


The Big Stories 


Peace seemed imminent in the strikes which tied up Toledo Chev- 
rolet and Fisher Body plants supplying Chevrolet throughout the 
country. Federal representatives and leaders of the AFL left Detroit 
for Toledo to discuss proposals made by General Motors officials . . . 
Hudson for the first quarter of 1935 reported the largest profits for 
any quarterly period since 1931. The company’s statement for the 
quarter ending March 31, 1935, showed net profits of $235,610.48 ... 
The motor industry opposed the Wagner Labor Relations Act now 
pending in Congress because it would set up the AFL as a czar, 
declared Alfred Reeves, vice-president of the Automobile Manufac- 
turers Assn., before the labor section of the U.S. Chamber of Com- 
. . South Bend held a three-day civic celebration to salute 
Paul Hoffman and Harold Vance for restoring Studebaker to its old 
. The total of special taxes imposed 
on motor vehicle owners of the country reached another alltime high 
in 1934, according to the American Automobile Assn. 


merce . 


standing in the business world. . 
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Letterbox 


‘Keeping U ith AN...’ 
ceping Pp wit cs 
This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to 

letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 







associates and myself, I know is 
thoroughly enjoyed. The other 
dealers’ question to me is: “Dave, 
you get the Automotive News, are 
you through reading it?” 

Please extend to your entire staff 
my sincere thanks on the good job 
they are doing in reporting what 
is going on in our industry. It is 
fully covered as well as well writ- 
ten. 

My first piece of reading after 
reading family mail, of course, is 
your Automotive News, and believe 
me, I read it from cover to cover 
and enjoy reading each page. 

Thanks for your inquiry and 
many thanks for the extra effort I 
have put you to in having you mail 
Automotive News around the world. 
—Davw B. Spretman (Chevrolet), 
Brooklyn, N. Y. 

& 


Gears & Nuts 


I was amused and disgusted with 
Carl H. Guider, superintendent of 
Detroit’s division of Motor Trans- 
portation, and his one-legged cops. 
His explanations to the nation’s 
auto dealers of the merits of the 
automatic transmission vs. the reg- 
ular transmission is amusing when 
most of these dealers have been 
selling and servicing both types for 
a long time! 

Having been in the autoservice 
and sales business since the air- 
cooled motor and when all cars 
were licensed under Seldon’s patent 
for the privilege of using a clutch, 
previous to Ford’s Model T foot- 
operated automatic transmission, I 
too have an opinion! 

It is a well known undisputed 
fact among automobile men, engi- 
neers, and testers included, that 
an overdrive equipped car will out- 
perform and out-run an automatic 
equipped car. It is less expensive 

See LETTERBOX, Page 40, Col. 5) 





Globe-Trotting 


Epiror’s Note: Before leaving 
on his four-month cruise, Dealer 
Spielman arranged to have Av- 
Tomotive News follow him around 
the world (at an average of $4 
to $5 extra postage per issue.) 


It may please you to know that 
I have auto dealers waiting in line 
for me to turn over AUTOMOTIVE 
News. Yes, there are three other 
dealers aboard, and your paper 
keeps us all up to date on the auto 
industry. 

I read Mrs. Slocum’s articles re- 
garding the auto outlook in the 
various countries covered during 
the cruise. 

Yes, your paper arrived at each 
port as per schedule except for one 
copy mailed to Bali. However, they 
did forward it later. Better late 
than never. 

Reading your paper by my three 































—From the files of Automotive News. 
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A good reliable 


Source 


FOR AUTOMOTIVE EQUIPMENT 


= four wheel brakes to the latest development in 


power braking. Bendix Products Division has demon- 


strated its unique ability not only to keep pace but 


actually to anticipate the industry’s requirements for 


the latest and most efficient in automotive components. 


BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 
more economically with Bendix Linkage Type Power Steering. 





BENDIX LOW PEDAL POWER BRAKE —Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the car to a stop. 


Result—more driving comfort, less fatigue and greater safety. 
*REG. U. S. PAT. OFF. 


BRAKES « POWER STEERING » POWER BRAKING » CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


BENDIX oivrsion SOUTH BEND sxorana 


Export Seles: Bendix Internotione! Division, 205 East 42nd Street, New York 17, N. Y. 


AVIATION CORPORATION 
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Missouri Dealer Cites Ills of Wildcatting ... 





Protected Territory Called Vital 


By L. H. Houck 
Staff Correspondent 

ST. CHARLES, Mo.—A return to 
quality dealerships and protected 
territory is necessary if dealers are 
to make a normal profit on their in- 
vestments, according to J. E. Travis, 
president and general manager of 
the Travis Service Co. (Buick-Pon- 
tiac-GMC). 

Travis pointed out that he had 
added two new salesmen to his staff 
this year, increased his volume one- 
third and made less profit. 

Travis has been in the automo- 
bile business in the same place for 
35 years. 

“Consider what we have lost dur- 
ing the last few years in protective 
arrangements,” he said. 

First the protected territory was 
lost, he related, then exclusive 
brands of fast-moving parts, and 
then the exclusiveness of having 
factory trained mechanics. 

Today, he said, there was no rea- 
son why any other garage, inde- 
pendent or otherwise, would want 
to buy parts from an suthorized 


dealer, since he can buy them 
wholesale from supply organiza- 
tions. 

As to trained labor on special 
parts such as engines and auto- 
matic transmissions, Travis said 
that the bars have been let down 
so that any independent garage 
can have the same trained me- 
chanics, 

He cited an instance of a deater- 
ship which lost two of its best me- 
chanics who had taken factory 
training. They opened an independ- 
ent garage specializing in the serv- 
ice of a competitive transmission. 

Without judging such an instance, 


Gas Tax Diversion Bill 


Loses in Conn. House 


HARTFORD, Conn.—The house 
of representatives has defeated, 
by a wide margin, a strongly sup- 
ported proposal to divert Con- 
necticut’s motor fuel taxes from 
the state highway fund. 








| Travis said that formerly business 
| gravitated to authorized dealers be- 
| cause the public had been educated 
to know that the dealer had the 
quality parts and the skilled me- 
chanics. 


The authorized dealer can no 
longer carry large stocks of parts 
when there is little possibility of 
building a volume outside of his 
own service business, Travis said. 
| About all he has left is to sell in 
a wildcat territory. 

He cited an instance in which one 
of his customers bought a car from 
a St. Louis dealer. The car was sold 
for $3,800 and the dealer made a 
gross profit of $95 from which he 
paid his salesman and the overhead. 

Travis pointed out that if every 
dealer in St. Charles was to make 
only $100 gross on each sale there 
would be only $10,000 gross prof- 
it per month divided among the 
10 dealers, since the county sells 
only 1,000 to 1,200 cars a month. 

Is shopping profitable for the cus- 
tomer? Travis answered that ques- 








|New Power Brake— 


A new power brake for '-ton through 
one-ton trucks has been introduced by 
Bendix Products. Mounted under the hood, 
| the unit is designed for GMC, Chevrolet, 
Dodge, International and Ford trucks. In- 
stallation incorporates the use of pre- 
formed, pre-flared steel tubing. 


man who spent his vacation shop- 
ping for a new car and made more 
than $200. 

This customer came in and asked 
the price on a certain car. The price 
the customer said they would have 








Car dealer S< Here is the one accounting machine—the 


Burroughs Sensimatic—that will mechanize 





Sensimatic” are trade-marks. 


your accounting system without changing it! 


Following your present factory-recommended system, 
the Burroughs Sensimatic will handle all your 
accounting records in a fraction of the time it takes tc 
do them by hand. Distribution Journals, for example, 
can be done three times faster! What’s more, thanks to 
Sensimatic’s exclusive interchangeable sensing panels, 
growth of your dealership, or changes in your system, 
will not make your Sensimatic obsolete. When your 
system changes, simply change panels. For the complete 
story, and a demonstration of what the time- and 
cost-saving Sensimatic can do for you, see your phone 
book for the branch office nearest you, or write 
Burroughs Corporation, Detroit 32, Michigan. 


Burroughs” and ““ 





to make to get the deal was unac- 
ceptable to Travis, but he learnej 
that he was the 17th dealer the 
man had visited. When Travis saw 
the list of prices the customer hed 
received from the other 16, he rez!- 
ized that if the man went back io 
his lowest offer he would stand to 
make more than $200 on his week 
off. 

Travis said that the psychology 
of the dealer who sells the out-of- 
town shopper at greatly reduced 
prices is that if he only makes « 
dollar he is making a dollar he 
would not otherwise make. 

Since only the dealers are cui- 
ting prices, all the bad deals and 
no-profit deals, Travis pointed out, 
still add to the factory’s profitabie 
volume even though it may have 
the effect of eventually forcing 
some dealers out of business. 

“To increase profits a dealer has 
only to decrease his overhead.” 
Travis cites as a pat answer given 
by some experts in the business. 

Most efficiently operated busi- 
nesses, Travis said, are now oper- 
ating at a minimum overhead ex- 
pense. In addition, he pointed out, 
there are only a few items under 
the control of the dealer, one of 
which is local newspaper advertis- 
ing. He could cut that out but the 
advertising the company plans are 
seldom ones which the dealer can 
refuse. Labor and commissions must 
jibe with local rates. 

“Volume is not synonymous with 
profits,” Travis said, “and catering 
to the shopper is bad for your own 
business and all other dealers as 
well. 

“A return to the quality dealer 
and the protected territory would 
stop the shopper and the boot- 
legger in his tracks and would 
permit a dealer to build a service 
business and customer satisfac- 
tion procedures that would foster 
brand loyalty and dealer loyalty,” 
he added. 

“Circus operations with ethics out 
the window will end up with cus- 
tomer dissatisfaction,” Travis con- 

| tinued. “Even now there are hun- 
dreds of instances in this area 
where the dealer has made no at- 
tempt to properly service the car 
before or after delivery. 

“The customer in final despera- 
tion, takes it elsewhere for this 
service and pays for it, but he can’t 
learn to like it and he may start 
shopping again for a different make 
and a new dealer next time,” he 
said. 

“Out of these serious problems 
facing the existence of the dealer 
may come a solution,” Travis said, 
“but some form of dealer support 
must be there. We may be facing 
an upheavel such as faced the cor- 
ner grocery store 35 years ago when 
the supermarket came into exist- 
ence.” 


Plant Expansion 
Planned to Avert 
Rubber Shortage 


BATON ROUGE, La. — The rub- 
ber industry may spend $200 million 
to $300 million by 1960 to expand 
| existing facilities and for new plant 
construction to meet the threat of 
|a serious rubber shortage, accord- 
ing to A. L. Freedlander, president 
of Copolymer Corp. and of Dayton 
Rubber Co. 

Freedlander statement was made 
jas his firm took over a Govern- 
ment synthetic rubber plant here. 
A neighboring plant was turned 
'over to Esso Standard Oil Co. at 
the same time by the U. S. Rubber 
Facilities Disposal Commission. 

“If we tapped every rubber tree 
and produced every pound of syn- 
thetic rubber we could get from 
|existing plants, we still would not 
|be able to meet foreseeable de- 
| mands,” he said. 
| By 1960, he estimated this coun- 
| try will be using 1,500,000 to 1,800,- 
|000 long tons of rubber a year, 
| which could be as much as 40 per- 
|cent more than in 1950. This would 
| be almost half the rubber consumed 
in the world. In 1954, the U. S. 
used some 1,233,000 long tons of all 
kinds of rubber. 


Spitzer Adds Branch 


Spitzer Motors (Dodge - Plym- 
outh), Mansfield, O., has been 
granted a charter. Incorporators 
jare John A. and Adelbert Spitzer 
land L. R. Ashenbach. Harold Stan 
| will be in charge of the Mansfield 
| firm. The company has dealerships 
‘in Elyria, Lorain and Cleveland. 
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AUTOMOTIVE WASHINGTON 


Action Is Still Awaited 
On Big Auto Issues 
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By William Ullman 


Washington Correspondent 


WF AUTOMOTIVE reporters here in Washington who 


stand and wait, also serve, I hope, because we must 


be ever watchful since there are a lot of points at which 
news in our field may break unexpectedly. 


There is always automotive news in 
of it isn’t yet news and, so,?-— 


we stand by and wait. 

We have had these angles: 

The Senate roads subcommittee 
hearings on the President’s big 
highway program. 

The House roads subcommittee’s 
activities in the same field, now 
under way. 

The Presidential advisory com- 
mittee’s report on transportation 
law. 

The House Small Business sub- 
committee hearings on the charges 
of independent gasoline dealers 
against the major oil companies. 

The bill of Rep. Noah Mason, Illi- 
nois Republican, 
who proposes a 
uniform 5 percent 


ucts of manufac- 


place of all pres- 
ent excise taxes 
excepting those 
on liquor and to- 
bacco. 





ment of Com- 
merce, the Busi- 
ness and Defense Services Admin- 
istration has been holding frequent 


William Uliman 


conferences with automotive indus- | 


try task groups trying to set up 
standby materials and production 
controls for use in event of an 


emergency. 
+ om 


Emergency Controls Studied 


T THE Office of Defense Mobili- | 


zation a staff is still bringing 
up, and then discarding, ideas and 
plans for standby price and wage 
controls. 


The Justice Department’s anti- | 


trust law study is still just a report 


tax on end prod-| 


ture to take the| 


At the Depart- | 





with one still to come from the} 


Federal Trade Commission. 
Following the Mason tax bill in 
the House came one in the Sen- 
ate, introduced by Senator Rich- 
ard Neuberger, Oregon Democrat, 
who would increase the Federal 
gasoline tax to 3 cents a gallon. 


Neuberger is strong for more and | 


better roads, but wants their con- 


struction put on a pay-as-you-go | 
basis. Hence the gas tax hike | 


proposal. 


Then, sleeping peacefully in com- | 


mittee, are the Williams, Whitten 
and Hinshaw bills, all having to do 


directly with automotive merchan- | 


dising. 
Biggest news of recent days was 
the NADA questionnaire, re pro- 


duced in full in Automotive News. | 


and now awaiting replies at NADA 
headquarters. 

Meanwhile, the Monroney sub- 
committee study of all phases of 
automotive marketing is grinding 


away, with a definite announcement | 


of action still to come. 

The NADA questionnaire should 
have either a stimulating or a 
deadening effect on the course of 
the Monroney task, if and when 
the replies come in and the sub- 
committee staff is permitted to 
peek at them, which is unlikely. 

In addition to the matters enu- 
merated above, there are numerous 
minor items on tap having automo- 
tive interest. 

Most of them are ideas and hopes, 
with little chance of action. 

* - +. 


Committee Is Blasted 


As MIGHT have been expected, | 


both the nation’s trucking in- 
dustry and the truck drivers rose 
up in denunciation of the recom- 
mendations made by the President’s 
advisory committee on transporta- 
tion to give railroads a better break 
in competition with motor carriers. 
They declared it would be “the 
biggest step backward in American 
transportation history.” 
The committee report, which 








| 


would largely strip the Interstate | 


Commerce Commission of its rate- 


the making, but much 


making powers, was denounced 
first by President Neil Curry of 
the American Trucking Assns, 
and later by President Dave Beck 
of the AFL Teamsters Union. 

Commerce Secretary Sinclair 
Weeks, who headed the transporta- 
tion study and made the report to 
the President, drew the fire of both 
trucking groups, which charged 
that he is trying to restore the 
once monopolistic power of the rail- 
roads. 

“I can’t believe,” said Beck in a 
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statement, “that President Eisen- 
hower will give much weight to the 
Weeks recommendation. 

Basic to the Cabinet committee’s 
report to the President was the 


finding that competition in the| 
transportation field has now be-| 


come so pervasive that there is no 
longer need for Government re- 
straints aimed at monopolies which 


no longer exist. 
* - + 


Car Sales Leap 


ASHINGTON sales of both new 

and used cars during the first 
three months of 1955 rose sharply 
above a year earlier, according to 
official figures released last week 
by the District of Columbia motor 
vehicle department. 

March sales jumped 37 percent 
over the same 1954 month. Regis- 
trations totaled 4,069, compared with 
2,952 a year ago. 

* 


* * 


Customer Buying Up 


. Department of Labor re- 
ported last week that consumer 
buying power hit an alltime peak in 
March. It did so, said the report, 
as a result of twin developments— 
living costs of city dwellers re- 
mained unchanged for the fourth 
month in a row and take-home pay 








TOP SECRET... 







NOW... 





of factory workers rose to a new 
high. 

“Some firming of used-car prices 
has been reported,” said the Gov- 
ernment statement, “while on new 
cars there have been mark - offs 
from list prices.” 

+ +. * 


Weeks Leadoff Witness 


PPEARING as the first witness 

before the House Public Works 
roads subcommittee, Commerce Sec- 
retary Sinclair Weeks said that 
Congress should approve the Pres- 
ident’s multi-billion dollar highway 
program not only to meet defense 
needs but also to help halt the 
“horrible carnage” on the nation’s 
highways. 

Weeks told the committee he 
strongly supports the controversial 
proposal to finance the Federal 
share with a 30-year bond program. 
The alternative, he said, is an in- 
crease in taxes or continued deficit 
spending. 


* * 


Park and Shop, Inc. 


AST week invitations were 
mailed to 6,000 central Wash- 
ington businesses to become charter 
members of Downtown Park and 
Shop, Inc., an organization formed 


two weeks ago to try to solve the| 





downtown parking and shopping 
problem. 

The basic purpose of the non- 
profit association is to bring about 
the resurgence of downtown 
Washington. The organization will 
pay shoppers’ first-hour parking 
fee at all downtown lots or ga- 
rages. A purchase in any amount 
will entitle the customer to a 
validation stamp which will be 
honored by the parking operator 
for the first hour’s charge. 

There is a minimum fee of $5 a 
week for business concerns. The 
association supplies the validation 


stamps. 
. * 


Stiffer Driving Test Asked 


> area high school 
students have urged that writ- 
ten tests for District of Columbia 
car operators be tightened because 
they are now too easy. This was 
one of several recommendations 
adopted by more than 100 repre- 
sentatives of National Capital high 
schools at the District’s third an- 
nual teen-age traffic safety confer- 
ence. 

The conference also recommend- 
ed establishment by the District of 
a police-supervised “drag strip,” « 
where youngsters could race hot 
rods on week-ends. 








.. NEW TWIST: 


& 


iN THE BODY-MOUNT 
MIRROR WITH 
lel) 
MOUNTING SCREWS 


j 
LOOK HERE! / 


LOOK — IT’S SIMPLE! 


that’s alll! 


Now you see ‘em—now you don’t! 
It’s a lulu of an idea because now, 
for the first time anywhere, 

a body-mount mirror has been 
engineered with the mounting screws 
COMPLETELY HIDDENI 


THE SECRET IS IN THE BASE! 
Twist—it’s open and ready for mounting! 
Click—it’s locked! And the fixed tension 
axis screw is guaranteed never to loosen! 


ART CUSTOM STYLING SETS THE JF 
COMPLETELY APART FROM ANY 
UNT MIRROR ON THE MARKET 


One glance tells a lot about this new 
JF beauty. You see its sweeping wing design— 
its gracefully tapered tubular turret 

on which the mirror head is mounted. 
You see the “Lock-Tite” Phillips 

head screw which locks the mirror head 
to any fixed position—never droops 

or sags. You see a striking chrome finish 
that’s unmatched for sparkle. 

THE ONLY THINGS YOU DON’T SEE 
ARE THE MOUNTING SCREWS. 

May be mounted on either 

left or right side of the automobile. 
Ingenious—these Joma people! 


NO. JF96 (4%2" offset head) LIST—$5.30 


Position self-adhering pre- 
cut template—drill—attach 





ie 


JOMA MANUFACTURING CO., INC. 
NEW YORK 72, NEW YORK 
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*a° © ° the Bureau of Business Research | Cadillac, 14; Chevrolet, 144; Chrys~~ 
Sales Conditions in Various Areas... lof the University of Pittsburgh. |ler, 18;° DeSoto, 15; Dodge, Sam 
The bureau’s seasonally ad- | Diamond T, 1; Divco, 1; Ford, 117; © 
| justed index of general business | GMC, 3; Hudson, 15; International, — 


activity advanced to 193.2 per- | 7; Imperial, 2; Lincoln, 5; Mercury, 
cent of the 1935-39 average. It 27; MG, 1; Nash, 17; Oldsmobile, © 
| was 182.8 a month ago and 170.2 | 34, Packard, 8; Plymouth, 71; Pon- 











in the middle of February. tiac, 47; Studebaker, 11; Willys, 8. 
| Steel mills in the Pittsburgh dis-| For the first three months of © 
Cleveland Jaguar, 1; Lincoln, 1, and Willys, 1.; 41; Chevrolet, 29; International, 23; | trict boosted operations to 98 per-/| 1955, a total of 1,891 new units © 
a Truck registrations were: Chev-| White, 9; Mack, 8; Dodge, 7; GMC,/cent of practical capacity, highest | were sold.—(R. E. Sconce.) 
New-car registration in the] rolet, 21; Ford, 6; Dodge, 2; GMC,|2; Diamond T, 1; Divco, 1, and|since mid-1953.—(Leon M. Leffing- es ae 
Cleveland area in the week ended/1 and miscellaneous, 5. Willys, 1—(Bert Strang.) well.) Boise. Id 
Apr. 16 totaled 2,062 units, up about eta fo ae New-car sales throughout Idaho | 
a ooee tae Seeverns SOEs aan Columbus, O. St. Charles, Mo. Tacoma, Wash. | increased during March, 1955. More 


about 500 over the same week a 
year ago. 

Used-car sales also hit the come- 
back trail, with turnover reported 
at 2,066, compared with 1,776 in the 
previous week. 

New-truck sales amounted to 74; 


New-car registrations in the first} New-car sales are steady and de-| March new-vehicle sales through-| cars and trucks were sold during 
15 days of April in Franklin Coun-/ mand is firm, but dealer profits are |Out Pierce County, Wash., showed| March in and around Boise and — 
ty (Columbus), O., totaled 1,361,| gown in this Missouri River town|@ healthy surge over the previous| Ada county than during any March | 
compared with 1,347 in the same| neighboring St. Louis. month, with car dealers pointing|in the past three years, and were 
period of March. Used-car inventories, by reason |to the first auto show in 17 years| greater than February sales 

New-truck registrations were 122| of new-car sales, are mounting. | 4s stirring sales to a total of 689) throughout the state. j 
in the same period of April com-| Used-car sales are fair, but some- | units as against February’s 574| Sale of new cars during March | 





— Markey.) : ‘ : 
used, 85 (Sanford " - pared with 124 in the first half of | what lagging because of better | total. in Idaho was 2,114 units, while in 
Lake Ci the previous month. terms on new cars. The tug-of-war between Chevro-/| February it was 1,714 units. A total © 
Salt Lake uty Registrations of new cars broke Credit conditions are good, re-|let and Ford continues, with the|of 481 trucks were sold, as com- 


New-car registrations in Salt} down as follows: Chevrolet, 323; | possessions are below normal and |General Motors firm grabbing first| pared with 357 in February. — 
Lake City in the seven-day period| Ford, 274; Plymouth, 160; Buick, | employment seems at a solid level.| Place back from its competitor.| (Patricia Bertram.) 





ended Apr. 13 totaled 189, while the| 149; Pontiac, 104; Oldsmobile, 83; | —(L. H. Houck.) Total Chevrolet sales were 152 units woe 
new-truck count was 35. Mercury, 77; Dodge, 53; Chrysler, * * & as against Ford’s 117. Ford outsold C l d 

Car registrations by make were:| 39; Cadillac, 23; DeSoto, 15; Pack- Pittsh h Chevrolet, 21 trucks to 8, for March. arendar 
Chevrolet, 46; Ford, 41; Pontiac,| ard, 15; Studebaker, 15; Hudson, ittsourg. Third place went to Plymouth with (Continued from Page 12) 


26; Buick, 16; Plymouth, 15; Olds-| 10; Nash, 10; Lincoln, 4; Austin, New-car registrations in the|71 units, followed by Buick’s 66 General . 
mobile, 12; Cadillac, 9; Chrysler, 4;| 2; Volkswagen, 2; Willys, 2, and | Pittsburgh area for the week ended | units. 











Nash, 4; DeSoto, 3; Dodge, 3; Pack-| Imperial, 1. Apr. 16 were up sharply from the| Total breakdown of March sales| May 6-9—International Motor Exhibition, 
ard, 3; Mercury, 2; Studebaker, 2;| Truck registrations were: Ford,|previous seven days, according to| (truck units included): Buick, 66; i i — Roosevelt Hotel, 





a al ‘ —— | May 8-11—33rd Annual Convention, Auto- 
motive Engine Rebuilders Assn., Hotel 
Cleveland, Cleveland, O. 

May I1-13— Fourth Annual Convention, 
National Parking Assn.. Atlanta, Ga. 
May [14—Bristol Automobile Show, Mill 

St., Bristol, Pa. 


/ 


bal 


ae . 


tional Amphitheater, Chicago. 

May 25-27 — Tamaqua Automobile Show, 
Wenzel Auditorium, Tamaqua, Pa. 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 

May 31!-June 3—Design Engineering Show, 
Convention Hall, Philadelphia, 

June 7-10 — Spring Technical Meeting, 
American Welding Society, Kansas City, 


Mo. 
| June 8-10—Third Annual Welding Show, 
| American Welding Society, Municipal 
Auditorium, Kansas City, Mo. 

June 12-15—Directors and County Vice- 

Presidents Spring Meeting and Golf 
| Tournament, New York State Automo- 
bile Dealers, Inc.. Hotel Otesaga, 
| Cooperstown, New York, 

July 21-22 — Truck Trailers Manufacturers 
| Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17—Production Engineering Show, 

Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept, 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich, 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Nov. 6-7—Texas Independent Automobile 
Dealers Assn., Inc., Ith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Nov. 14— Automobile Old Timers, [6th 
Anniversary Dinner, Waldorf-Astoria Ho- 
tel, New York City. 

Dec. 7-8—A.S.!. Booth Conference. Navy 
Pier, Chicago—Sponsored by M.E.W.A., 
M.E.M.A. and N.S.P.A, 

Jan. 11-14—American Road Builders’ As- 
sociation's 54th Annual Convention, 
ee Auditorium, Miami Beach, 
la. 


4 May 16-20—Materials Handling Techniques 

: Conference, International Amphitheater, 

‘ 3 Chicago, 

a May 16-20—National Materials Handling 
:. Exposition, Exposition Hall, Interna- 
% 


a * * 
Regional Parts Shows 


May 19-22 — Tri-State Automotive Show, 
Kingsbridge Armory, Broadway and 63rd 
St., New York City, 

June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 


Big Trucking Year | 
Seen by N. J. Aide 


Paul MacPherson, age 10, watching Lewis Schnetzka “fill ’’er up”’ | NEWARK, N. J (UTPS) — 

on the Hugh MacPherson farm, York County, Pennsylvania—a 2,000- cite danieieoail id a 
acre enterprise requiring power and vehicles of all sorts. Truck freight Cente in 1964 wil 

prove to have been “at least as © 


good as the record levels estab- 
lished in 1953,” according to Daniel 


Every Day on the Farm eee it’s ccEall jer Up a? J. Crecea, executive director of the { 


New Jersey Motor Truck Assn. 
Crecca explained, “The condition 7 

of the industry was spotty during ~ 

the first three quarters of 1954, © 








Every day on the farm machines need refueling—tractors, gar- Send for Your Free Copies of the with activity off 5 to 10 percent of 7 
den tractors, trucks, family cars or other power units. * rm the levels of 1953. Recovery trends, 7 
On farms in Ohio, Michigan and Pennsylvania, it’s always FARM PETROLEUM MARKET however, became apparent as the 


” 
lubrication or servicing time for machines . . . there’s a constant year closed. 


need for new tires, batteries, ac ri ; Three new booklets on Ohio, Wh 
. fied oe ae er a and pees Michigan and Pennsylvania contain Billings Dealers Reelect 
Diversified operations keep cash coming in steadily month after important farm facts—on automo- Mulvaney as President 
month (all three states are among the top third in farm income). biles, trucks, tractors, garden trac- ahaa Mont (UTPS) 
lways means bi . tors, petroleum products, tires and » Mont. — mt 
That always means big buying power all year long. accessories (plus heating and cook- Robert E. Mulvaney (Dodge-Plym- 
The fastest, lowest cost and most effective way to sell this big, ing equipment). |outh) has been re-elected presi- 
steady market is through THE OHIO FARMER, MICHIGAN FARMER, The booklet for either state—or dent of the Billings Automobile 
PENNSYLVANIA FARMER. These home-edited magazines are top all en - ee en — ye ptm nr t sae 
: ° request. Write to Capper-Harman- ‘oO ed to another term was 
favorites in as many as 4 out of 5 farm homes. All are Roto Slocum, Inc., T1010 Rockwell Archie M. Cochrane (Ford), vice- 
magazines. You save plate costs. Avenue, Cleveland 14, Ohio. | president. Harold Ruth, insurance 





man, was re-elected secretary- 
treasurer. Ruth has served in the 
same capacity since the associa- 


THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER for three years during World War 
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Fits places and bud 


that no other 
Clark’s new 


This little end-loader will do many of the things 
that bigger, more expensive machines can do—plus 
a lot of things they can’t do! The Clark BULK 
LOADER has the shortest turning radius of any 
machine on the market—5’11”. Within its capacity 
(11 cu. ft., 1200 lbs.), it’s unbeatable for handling 
loosely packed material in cramped quarters—box- 
cars, narrow aisles, close approaches to hoppers. 


ASK 

YOUR CLARK 
DEALER 

FORA 
DEMONSTRATION 


CLARK 


Ss 


There’s plenty of power, plenty of traction for light 
shoveling, with speeds up to 8% mph in both direc- 
tions. Fully loaded, the BULK LOADER will climb 
a 14% grade. 

Bucket action is also outstanding. Low-level inde- 
pendent tilt-back guarantees full bucket loads every 
time, permits carrying in lowered position without 
spillage. The 50 degree dumping action has a full 86 
in. clearance under the hinge, 60 in. under the lip. 

Compare the performance of this new BULK 
LOADER against competitive machines. And re- 
member that you’ll have no service problems with 
this new Clark machine—parts and components are 
mainly interchangeable with the standard Yardlift- 
20. Service is immediately available from your local 
Clark dealer, listed in the Yellow Pages under 
**Trucks, Industrial.’’ 





Industrial Truck Division 
CLARK EQUIPMENT COMPANY 
Battle Creek, Michigan 
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News to Note... 
Steet eentieentins 


SPRINGFIELD, Ill.—Fred Mari- 
nelli purchased a new 1955 Lincoln 
with a unique color :combination. 
It’s painted in red, white and blue 
stripes and proudly carries 50 stars. 


Marinelli, a retired coal miner 
who left Italy for America in 1903, 

plans to return to his homeland and 
Pill take the car with him. He said 
he wants to show the people “how 
America treats Italians as well as 
other immigrants.” It will stress, 
he said, that an average workman 
can own a fine auto in this country. 

+ + * 


Power-Saving Car Radio 


Announced by Scientists 

ST. PETERSBURG, Fla. — An 
experimental car radio that oper- 
ates directly from a six-volt auto 
battery and requires only about 
one-tenth of the power used by a 
conventional set has been an- 
nounced by Radio Corp. of America 
scientists. 

The new radio employs nine 
transitors instead of electronic 
tubes, the scientists told a meet- 
ing of the American Institute of 
Electrical Engineers here. They 
added that more than half the 
power used goes to light two small 
pilot lights that illuminate the 
dial. 


x * * 


Houdaille-Hershey Wins 
Gilfillan Pump Rights 
BUFFALO. — Contracts have 
been signed here giving Houdaille- 
Hershey Corp. exclusive manufac- 
turing and sales rights to the Gil- 
fillan high-pressure pump for air- 
craft hydraulic equipment, accord- 
ing to a joint announcement by 


IH Introduces 
All-New Line of 


Farm Machinery 


CHICAGO. — International Har- 
vester Co. has presented its largest 
display of new farm power equip- 
ment and machinery at the Farm 
Equipment Progress and Develop- 
ment Review here. 

The machinery ranges from a 
1,200 - pound Farmall Cub tractor 
through its complete line of farm 
and industrial tractors, culminating 
in its giant 23-ton International 
TD-24 torque converter diesel 
crawler tractor equipped with a hy- 
draulic bulldozer. 

Also on display were products 
from IH’s motor truck, refrigera- 
‘ion, industrial power and fiber and 
wine divisions. 

Highlight of the display was a 
new low-profile, all-duty Interna- 
tional 300 Utility Tractor. 

Discussing IH’s competition, John 
L. McCaffrey, president, said, “It 


is frequently the Johnny - come - 
latelies who make the most noise. 
Within my own time in the busi- 
ness, the two largest auto compa- 
nies have had a crack at it—and 
backed away. One of them is cur- 
rently trying again.” 
* 


* * 


Auto World in Brief 





Houdaille and Gilfillan Bros., 
Los Angeles. 

The pump, compact and relatively 
light, is said to deliver pressures 
up to 3,000 pounds. A dual pressure 
control is available. Development 


work was begun over 10 years ago. 
* * + 


Inc., 


Fluid Power Association 


Elects Erskine President 


COLORADO SPRINGS, Colo. 
The National Fluid Power Assn. 
held its 1955 spring meeting here 
Apr. 4-6. Newly elected officers are: 

John E. Erskine, Racine Hy- 
draulics & Machinery, Inc., presi- 
dent; O. Wendell Macy, Hydraulic 
Press Mfg. Co., first vice-president, 
and J. J. Pippenger, Double A 
Products Co., second vice-president. 

Directors are: L. L. Charlson, 
Char-Lynn Co.; Frank Flick, Miller 
Fluid Power Co., and E. M. Greer, 
Greer Hydraulics, Inc. 

cd * 


Allum Motors Presents 


Watches to 6 Employes 


SHARON, Pa. — Allum Motors, 
Inc. (Dodge-Plymouth), has pre- 
sented watches to six employes 
during a 25th anniversary celebra- 
tion. All have been with the firm 
since it started. 

Those honored include: Oliver W. 
Beach, office manager; Earl Currie, 
service manager; John Seger, stock 
room manager; Howard Redmond, 
Alfred Stambaugh and Fred 
Sweitzer, all mechanics. 

a * * 


GM Gets $10 Million Credit 


To Aid Overseas Sales 


WASHINGTON.—The Export- 
Import Bank has established a $10 
million line of credit to help finance 
General Motors Overseas Opera- 
tions, New York. 

GM may use the credit to pro- 
mote sales of diesel-electric ioco- 
motives, diesel engines, earth mov- 
ing equipment, buses and trucks to 
foreign buyers. _ 

ok * 


Inland Steel Production 


Tops 90 Million Tons 


CHICAGO.—Inland Steel Co. has 
passed the 90-million-ton production 
mark, with the firm’s mills now 
producing at an annual rate of five 
million tons. 

Capacity at the Indiana Harbor 
(Ind.) plant, fifth largest steel works 
in the world, has risen more than 
40 percent since the end of World 
War II and $40 million is being 
spent this year for further expan- 
sion, according to the company. 

= ” ” 


Packaging Exhibit Shows 


Trends, New Techniques 

NEW YORK.—The 24th National 
Packaging Exposition will include 
some 3% acres of exhibits and the 
annual packaging conference will 
be held in conjunction with the 
event, according to the American 
Management Assn. 

Emphasis will be placed on pack- 
aging of food, drugs, hardware and 
other specific product packaging. 





IH's New Utility Tractor— 





| 





The new International 300 Utility Tractor plowing three furrows. Maximum traction | 
is assured by a balanced power-weight ratio and a low center of gravity. 


1955 


= 





Over 1,500 specialists will see and 
discuss new trends and modern 
techniques developed in this field, 
AMA said. 

+ * * 


Firestone Redesigns Tires 
For Indianapolis 500 


AKRON.—Two new series of | 


Firestone tires, designed to provide 
longer wear and better balance, will 


be used in this year’s 500-mile In- | 


dianapolis Memcrial Day race. 


Both front and rear tires have | 
been redesigned with a slightly nar- | 


rower, but thicker, tread. A new 
tread compound has been engi- 
neered, and a six-ply nylon cord 
body will be used. 

* * * 


72 Seniors Are Awarded 


Ford Fund Scholarships 


DEARBORN. — Henry Ford II, 
president of Ford Motor Co., has 
named 72 high school seniors from 
13 states as winners of four-year 
college scholarships from the Ford 
Fund. This includes living costs, 
tuition and fees at any approved | 
American college or university. 

* 
Device to Measure Ozone 


Seen as Anti-Smog Weapon 

LOS ANGELES.—A photoelec- 
tric instrument, capable of 
around-the-clock measurement of 
ozone—the gas suspected of being 
@ major cause of smog—has been 
developed by the Air Pollution 
Foundation. 

Dr. Lauren B. Hitchcock, foun- 
dation president, called the new 
ozone yardstick “an historic 
chapter in the battle against 
smog.” 

With the measuring device, he 
said, scientists could tackle the 
problems of what causes ozone 
and how to get rid of it. 

* * * 


Canadian Tax Take Down 


OTTAWA.—The estimated 1954- 
55 revenue from the excise tax on 
automobiles, tires and tubes will be 
down to $84 million as against $106 
million in 1953-54, the Canadian 
Government has announced. The 
tax was recently cut to 10 percent 
from 15 percent. 

* 


* * 


Ford Displays Fashions 


In Garden Setting 

DEARBORN.—A terraced gar- 
den, with thousands of flowers 
plus the latest in fashions and 
new spring auto colors is on 
display at the Ford Rotunda, Ford 
Motor Co. has announced. 

The show, sponsored by Ford, 
J. L. Hudson Co. and the Detroit 
Garden Center, will continue 
through May 1. It is open from 
8:30 a.m. to 9 p.m, Mondays 
through Fridays and from 1 to 
9 p.m., Saturdays and Sundays. 


* * * 


Cartwright in 20th Year 
LOS ANGELES.—Art Cartwright, 


|general manager of Kaiser Bros. 


Oldsmobile, has celebrated his 20th 

anniversary with the firm. He be- 

gan in 1935 as office manager, be- 

came new-car sales manager in 

1939 and general manager in 1945. 
+ + * 


77 Million View Films 


Produced by GM in °54 


DETROIT.—Nearly 77,000,000 per- 
sons in 1954 viewed the 60 docu- 
mentary films made available free 
by General Motors to civic groups, 
schools and churches, GM has re- 
ported. 

The movies, which range from 
“Fishin’ for Fun” to “ABC of Jet 
Propulsion,” were requested by 96,- 
211 organizations. GM said this was 
a 22 percent increase over 1953. GM 
has been producing such films since 
1939. 


* * x 


Fire Hits Fredericks 


McMINNVILLE, Ore. Fred- 
ericks Motor Car Co. (Chevrolet) 
here was destroyed by fire last 
week with an estimated $100,000 
loss. Seven cars belonging to cus- 
tomers and three owned by the 
firm were burned. H. A. Fredericks 
is owner of the company. 

*~ * ” 


Dealers in Georgia City 
Expanding Parking Lots 
BRUNSWICK, Ga.—Three auto- 
mobile dealers here are increasing 
parking space and one is building 
a new addition. 
Gould Motor Co. (Ford), 
(Continued on Page 48, Col. 3) 
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NOW. ..WHICH ¢/ZE FITS 
YOUR DELIVERY NEEDS? 





NEW ANTHONY “LIFT GATE” 


For %-Ton and Larger Trucks 





Model No. 146 handles up to 
4000 Ibs. on heavy trucks and 
semi-trailers. 





Model No. 145 handles up to 
2000 Ibs. on 1'/2-Ton and larger 
trucks and semi-trailers. 





Model No. 130 for Pick-up ame 
with steel express bodies. 


This new lower priced Anthony Model 
No. 144 “LIFT GATE” handles loads 
up to 1000 lb. (other sizes from 800 to 
4000 Ibs. are available). Lift Gates in 
all sizes let one man do the work of 
three or more when loading or unload- 
ing a truck with heavy bulky freight — 
and in one-third the time. Loading and 
unloading is done with ease by moving 
one conveniently located. lever to con- 
trol the powerful hydraulic action of 
the “LIFT GATE”. With the time 
saved in loading and unloading you can 
double your deliveries. Damage to mer- 
chandise and personnel accidents are 
greatly reduced. One “extra” delivery 
each day will pay for your Anthony 
“LIFT GATE”. Write today for com- 
pleté information. 


ANTHONY 





ANTHONY COMPANY 


Streator, Illinois 5503 





THESE SIX 





W. K. BRAASCH 


Se ee ae ee 
Testing Your Sales Talk. 


MANUALS 

AUTOMOTIVE SALES TRAINERS, SHOW HOW TO MEET 

COMPETITION WITH A PROFIT. BUY ALL SIX TODAY! 
WE GUARANTEE YOUR SATISFACTION. 


No. 1—The Eight Automotive Success Fundamentals. 


SALESMANSHIP 
HOLDS THE KEY IN 1955 


EQUIP YOUR SALESMEN WITH NEW SALES 
AMMUNITION—NOT DISCOUNTS AND 


OVER-ALLOWANCES 
BY W. K. BRAASCH, DEAN OF 


EACH 


$2 .00 POSTPAID 


SAVE $2.00! 
Order All Six for $10.00 


No. 6—Developing and 
NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, illinois 











STATION WAGON PARTS 





JERSEY CITY, N. J. 


woop PARTS 


REFINISHING CAL WORK 
Send for Price Lists and Literature 
* DElaware 3-6898 


DOUBLE YOUR CAR PROFITS 


with Air Conditioning Sales 
FOR ALL MAKES OF CARS AND TRUCKS 


Cowl Unit - $305 


With 90-Day, 4,000 
mile Warranty 


Write 
for 
dealer 
and 
fleet 
prices. ~ 





Trunk Unit - $345 
viene d Delivery 
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You find a wide and growing agreement among truck users these days. And 
they’re putting it into the strongest words possible ... Mack’s Got It! 





It takes a lot of doing to deserve such all-out praise. How it all happened is 






quite a story. But you can get the gist in one simple statement of fact: 






Meck is the only manufacturer to provide a completely new line of heavy- 
duty trucks since World War II... trued to the special requirements of 







modern business and industry. 






Completely new means just what it says. New concepts. New designs. New 






engineering. New processes and metallurgy. Everything that contributes to 






greater operating economy, better performance, more profitable payloads, and 






assured safety. No effort or expense has been spared to realize these benefits 






. . . all with traditional Mack strength and dependability. 






Look over these major achievements: 







The most economical truck engine Trucks that won’t bog down under 
on the road today, the Mack-built the most adverse conditions of mud, 
Thermodyne® Diesel delivers more gravel or sand . . . because of traction 






miles per gallon than any other engine 
handling like loads. It’s a big reason 
why more Mack diesel trucks are 


supplied by famous Mack-built four- 






wheel-drive rear axle assembly com- 







bined with exclusive Mack Power 
Divider. 






bought each year than any other make. 






Maximum payload capacity for 
trucks and tractors through chassis 
design which combines greatest com- 
pactness with maximum accessibility new raise-type Verti-Lift Cab, the ul- 
of components and light weight. timate in basic “‘cab-over”’ design. 






Newest Cab-Over-Engine design, 






either tilt-type or the revolutionary 









When you get all the facts, we think you'll see that you can’t afford not to 


own a Mack... and you'll agree “Mack’s Got It!”’ 














- an iil emem emem an am am Tir . Mack Buses and Fire Apparatus have 
ie me 35 


vn Gh dew a le also been advance-engineered to best 






ae serve their important fields. All along 
the line, Mack is really going places! 
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Highways & Safety... 





Another S-D Day 
Advocated for ’55 


oe deaths in the U. S. were 
reduced in 11 of the last 14 
months, but most of the nation’s 
communities still face the necessity 
of establishing effective safety pro- 
grams, the President’s Action Com- 
mittee for Traffic Safety has re- 
ported. 

This appraisal was in the com- 
mittee’s first annual report, made 
public by its chairman, Harlow H. 
Curtice, GM president. 

Curtice stated that the com- 
mittee would give its support to 
a 1955 “S-D Day”—“Safe Driving 
Day”—such as was held on Dec. 

15, 1954. 

“There are 1,399 cities of more 
than 10,000 population in the United 
States, and 811 of them reported to 
the National Safety Council. Of this 
number, 250 were found to have 
shown improvement over the previ- 
ous year, but only 114 were ad- 


judged to have effective traffic safe- 
ty organizations, getting substantial 
results,” he said. 


Noting that the nation’s traffic 
deaths were reduced from 38,300 in 
1953 to 36,300 in 1954—a 5 percent 
improvement—Curtice commented: 
“This is the first reduction since 
1949, and the first month - after- 
month downward trend since World 
War II. . 

* * + 
~ improvement was achieved 
by the day-after-day efforts of 
public officials, and professional 
and volunteer safety organizations, 
encouraged in large measure by 
President Eisenhower's personal in- 
terest and his sponsorship of a na- 

tional safety program. 

“If 2,000 lives can be saved with 
only a fraction of the communi- 
ties effectively organized, it seems 
reasonable to assume that several 











Tell us what loads your prospects want to havl— 
give us the truck model and details—and we will 
engineer a saving in weight and the best load dis- 
tribution of body and truck, giving you up to 25% 


THE PERFECTION STEEL BODY CO. 


»gineered, Manufactured 





times that number could be saved 
if we achieve the goal set by the 
President: ‘an effective traffic 
safety organization in every com- 
munity’.” 

“The specific undertaking which 
created greatest public interest,” he 
stated, “was the promotional cam- 
paign leading up to S-D Day last 
Dec. 15. Some 50 national organiza- 
tions joined the President’s Com- 
mittee in sponsoring this undertak- 
ing. 

“S-D Day will be repeated this 
year, with perhaps a week or 10 
days of preliminary safety activities 
in all communities,” he said. 


* * * 

Death Traps? 
Roads Blamed for 40% 
Of Fatalities 
“Roads, not drivers, cause 4 of 

10 deaths.” 

That is the conclusion and the 
title of an article in the April issue 
of Bluebook Magazine by Lester 
David. 

In line with President Eisenhow- 
er’s message to Congress advocat- 
ing a 10-year national highway 
program, David makes the follow- 
ing points: 

1. Two out of every three of the 


PERFECTION CAN GIVE YOU LIGHTER 
Cee aa ay 





Perfection’s Free Engineering Service 
on Load Saving and Proper Load Dis- 
tribution Offers Your Buyers Increased 
Legal Payload—Lower Ton Mile Costs 
—Increased Trucking Profits! 





Cleveland AA Honors 


Dealers for Safety Role 


Twenty-two Greater Cleveland 
dealers were cited at the annual 
recognition dinner given by the 
Cleveland Automobile Club for 
their roles in aiding the high 
school driver education program. 

Honored were Bass Chevrolet, 
Bedford Ford, Bergholz Motors, 
Don Bourne Pontiac, Central 
Chevrolet, Chagrin Valley Sales, 
Leo Grabski, Guthrey-Schreiber, 
Heights Motor Sales, Independ- 
ence Garage, Marc Lance, Robert 
Lee, Markad Motor, Marshall- 
Field Motor, Ridge Chevrolet, Lou 
Meliska, Merrick Chevrolet, San- 
ford Motors, Southwest Ford, W. 
L. Thoms, Whyte Chevrolet and 
Williams Motors. 





nation’s 3.3 million miles of streets 
and highways are inadequate, and 
at least 1.7 million are unsafe for 
drivers. 


2. Only 919,000 miles—or one- 
fourth—of these miles of roads are 
paved. Half of the paved roads are 
poorly surfaced with low-type tar 
or asphalt. 


3. In New York alone, nine-tenths 





Over-the-Engine Cab and Perfection’s engineer- 
ing Service upped the legal payload of this 
truck 2% Tons! In hard use for over a year, this 
Perfection 200 Series 22 cu. yd. Body and Twin 
Telescopic Hoist have given uninterrupted service! 


more legal payload, lower ton-mile costs, and in- 
creased trucking profits! And this service costs you 
nothing. It's a sure-fire sales getter. Write direct to 
Perfection or its nearest distributor. 


GALION, OHIO 





of the state roads still have onl: 
two lanes and fewer than hal‘ 
measure even 20 feet in width. A 
study showed that 6,224 miles 

the state’s 15,462 miles of roads ar: 
“deficient on the basis of safety.” 


4. On interstate rural roadways 
throughout the U. S., 15,115 curves 
are sharper than standard, 560 
grades exceed the absolute maxi- 
mum and 916 other grades are too 
steep for prevailing traffic condi- 
tions. 

David lists the following as some 
of the nation’s notorious death 
traps: Route 17, New York and 
New Jersey; Hutchinson River 
Parkway, New York; Guilford , 
curve on the Baltimore-Washing-~@ 





ton Blvd., Maryland; U. S. Route @ 


31W between Louisville and Eliza- 
bethtown, Ky., and Route C-1, Mas- 
sachusetts. 3 


S.C. to Use Points 
For Violations 


Gov. George Bell Timmerman jr., 
has signed into law a 1955 legisla- 
tive act establishing a point sys- 
tem whereby South Carolina traffic 
violators can lose their operator's 
license. 

The new law sets up point values 
for traffic violations with accumu- 
lation of 12 points causing license 
revocation for as much as six 
months. 

According to Claude R. McMillan, 
chief highway commissioner, points 
can be erased by drivers with safe- 
driving records for 24 months. 
Twelve months of safe driving will 
cut a driver’s points in half. 

= + + 
Teens Told to Assume 
Safety Responsibility 

The San Diego County Teen-Age 
Traffic Safety Conference was told 
that youths must mold their own 
“pattern for survival in the ‘auto- 
mic’ age.” 

Joseph E. Havenner, Southern 
California Automobile Club public 
safety manager, told 500 teen-agers 
that, at the present rate, in the 
next 20 years at least 600,000 per- 
sons will be killed and more than 
30,000,000 injured. 

“The pattern of survival,” Haven- 
ner said, “depends upon each in- 
dividual assuming his full respon- 
sibility as an owner and operator 
of a motor vehicle and as a pedes- 


trian.” 
* * * 


Ky. Driving Contest 

Some 4,300 Kentucky boys and 
girls, from 200 high schools, have 
enrolled in “Tomorrow’s Travelers,” 
a safe driving contest. They will 
compete in local and county con- 
tests under the direction of the | 
state police. County winners will © 
compete at the Kentucky State Fair 
in September for the state title and 
a new car. 

x * * 


Bessie Ballentine Appointed 


To Governor’s Safety Group 
Bessie Ballentine, executive vice- | 


president of the North Carolina Au- © 


tomobile Dealers Assn., has been 
named a member and finance 
chairman of the executive commit- 
tee of the governor’s Traffic Safety 
Council. 


Officials said she would be in 
charge of raising $15,000 to $25,000 
for initial expenses of the council’s 

safety program. 
= * * 


Bond Issue Aids Roads 


| The Washington State Legisla-~% 
ture has authorized a bond issue * 
to be used for highway and bridge 
projects. Included is the $227,000,- 
| 000 Tacoma - Seattle - Everett toll- 
| way; Puget Sound bridges; a sec- 
ond Lake Washington bridge, and 
| a second Columbia River bridge at 
| Vancouver, Wash. 
* * * 


‘Roughometer’ Detects 
Bumps on Highways 

The State Highway Department, 
Oklahoma, has unveiled a “detective 
roughometer,” a device that will 
| record the roughness of a highway 


by tenths of miles on a profile 
| chart. 


C. A. Stoldt, highway director, 
said he believes the instrument will 
help in determining the type of 
road that will cost the least, last 
| longer and carry the heaviest traf- 
| fic load. 
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Commercial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Truckin’ 


Buses, Commercial Vehicles and Equipment 


--- by Jack Weed 





M‘** is not only an important | 
month in transportation his- | 
tory, but in the history of this| 
country. For it was during the 
month of May, just 100 years ago, 
that the first boat went through 
“the most important mile in Amer- 
ica,” the Soo canal. 

It is doubtful that our auto- 
mobile industry would be the 
largest in the world nor could 
we be the first-rate power we 
are today without the Saulte Ste. 
Marie canal, through which flow 
more tonnage and more ships 
than go through the Panama and 
Suez canals combined. 

The Soo unlocked the great iron 
and copper resources of Northern 
Michigan and later the greatest 
pure-iron deposit in the world, the 
great Mesabi range. It also un- 
locked the Great Plains wheat 
lands of the northwest and western 
Canada. 

Some historians give the date of 
the completion of the first locks as 
June 18, 1855. Others credit May 19 
with the passage of the first boat 
through the canal from Lake Huron 
to the unreachable Lake Superior. 
Prior to the opening of the “im- 
portant mile,” all freight going 
both north and south had to be 
transported overland around the 
Soo Rapids, which, incidently, for 
the information of my fishermen 
friends, still yield some mighty 
fine rainbow trout catches. 

* - a 
Exhibits Expanded 
vos Truck Body & Equipment 
Assn. recently announced that 
truck bodies and special truck 
equipment are to be added to the 
exhibits for the first time at the 
TB&EA annual convention and ex- 
hibit to be held in Chicago Oct. 
10-12 this year. 

Jack Hanlon, Morrison Steel 
Products, Inc., Buffalo, chairman 
of the 1955 convention and ex- 
hibit committee, says that the 
entire first floor of the Morrison 
Hotel has been set aside for the 
exhibits. The space will be “con- 
tinuous, interconnecting and ad- 
jacent”—to use his words. 

The program of the convention | 
this year is to be widened in scope 
to include discussions on utility, 
stake, school, dump, farm and spe- 
cialized usage truck bodies and 
special truck equipment. Insulation, 


as distribution and merchandising 


will be on the program. 
* x * 


Livestock on Wheels 


VER 18,770,000 head of cattle 

and 25,219,000 hogs went to 
market on rubber last year, ac- 
cording to figures just released by 
the Corn Belt Farm Dailies. Dur- 
ing the year 56,982,904 live meat 
animals were trucked from the 
farms to market destinations. 
Nearly $5 billion were received by 
livestock farmers for the animals 
trucked in. 


Also included in the farm-to- 
market animals were 8,204,683 
sheep and 4,788,132 calves. The 
trucked-to-market total was nearly 
a million animals more than were 
trucked the year before—944,268 to 
be exact. 

The number of animals trucked 
to market accounted for a rec- 
ord 77.4 percent of all those re- 
ceived. In 1953 some 82.5 percent 
of the total tons of meat animals 
received at the markets were 
trucked in, while in 1954 the fig- 
ure dropped slightly to 81 percent 
of tonnage. 

Eight out of every ten hogs and 
Cattle arriving at the termina] mar- 
kets came by truck with the aver- 
aged estimated distance hauled 100 
miles. Some trips upward of 1,000 

(Continued on Page 24, Col. 1) 





Total Trucks, U. S. .... 263,685 





plastics and refrigeration, as well 


Truck Output Shares Juggled 


By Martin L. Whitmyer 
Staff Writer 

Lost production through new- 

model changeovers at Chevro- 
let, GMC and Dodge cut sharply 
into commercial-car output during 
the first quarter and put truck 
makers more than 20,000 units be- 
hind the same three-month period 
of a year ago. 

Truck output for the first three 
months of this year totaled 263,685 
units, or about 7.73 percent below 
the 284,232 units assembled during 
the same period of ’54. 

It also was about 55.02 percent 
off the record 408,789 trucks built 

in the second quarter of 1951, and 
43.73 percent below the 379,001 
trucks produced during the first 
three months of ’51, the best first 
quarter on record. 

Despite the production dropoff 
during the first quarter of this year, 


Drive, Sterling, Federal, etc. 
* 


upsurges in schedules during April 
dictate that the second quarter 
should see approximately 316,000 
trucks roll off the assembly lines. 

That would give commercial-car 
makers a total of 579,616 comple- 
tions for the first six months, or 
about 3.7 percent better than the 
558,940 trucks assembled during the 
first six months of 1954. 

x * * 

ORD led all other makers with 

99,915 truck assemblies during 
the first quarter. This gave the di- 
vision 37.89 percent of total truck 
output, or an 8.03 percentage-point 
increase over its 1954 share of 29.86 
percent on 84,875 trucks. 

In contrast, Chevrolet, which nor- 
mally leads all other makers in 
truck output, took the biggest dip 
in the first quarter. 

This GM division produced only 
64,001 trucks, or 24.27 percent of 


Each Truck Maker’s Share .. . 
First Quarter Output—'55 vs. '54 


(U. S. PRODUCTION) 


Total Pct. of Total Pet. of Gain 

Output, Ist Quarter Output, Ist Quarter or 

1955 Total 1954 Total Loss 
I ais ccsscccsscsissacsneee 64,001 24.27 92,573 32.57 — 8.30 
Diamond T ........................ 1,147 45 825 -29 + -16 
a coe an ns 833 35 1,008 |” eae 
ES Eee ae 19,766 7.50 24,058 8.46 — 6 
RT akes cablate saccsccccaleuds cine . 99,915 37.89 84,875 29.86 + 8.03 
RE eee eee : 12,826 4.69 24,891 8.75 — 4.06 
International .................. 30,735 11.69 27,144 9.55 + 2.14 
Bo cakrre cia nacsnas de Dernseagiailn 2,786 1.08 1,682 59 + .49 
CO aha Saar oe Ee oe 1,136 45 2,889 1.03 — 58 
Studebaker ....................... 5,742 2.19 3,014 1.06 + 1.13 
EE cS is cose iec neta 3,072 1.19 3,008 1.06 + «13 
BI ngsicicnds Sx cnunsecesasens . 20,426 7.76 15,572 5.48 + 2.28 
Miscellaneous* ............ 1,300 49 2,703 95 — 46 


100.00 


* Miscellaneous includes Autocar, Corbitt, Marmon-Herrington, Brockway, Four-Wheel 


* * 


Plus Dollars on Truck Income... 











Factories Help Dealers 
To Gain Body Profits 


_ practically all truck ex- 
perts agree that the four basic 
points of good truck merchandis- 
ing must be followed closely before 
dealers can make their truck re- 
tailing operation profitable, these 
fundamentals alone will not be 
wholly effective until dealers have 
become tired of looking at loss fig- 
ures and make up their minds that 


trucks of another make are not 
usually bothered too much about 
this phase of the business as they 
either had an inherent liking for 
the truck business or saw an op- 
portunity to take advantage of 
their location or contacts by tak- 
ing on the truck line. 

Factory men, this spring in par- 


they are going to do something|ticular, are beginning to realize 


about it. 


| 
| 
| 


that many combination dealers who 


This is especially true with the are sincere in their desire to turn 
dealer whose franchise covers the “profitless prosperity” of their 


trucks as well as passenger cars. 


present truck retailing into a prof- 


Passenger-car dealers who sell | itable part of their business, do not 





Taxes Cut Truck Sales 


Dealers Urged to Continue Ton-Mile Tax Fight 
Despite Progress Reported 


By Joseph M. Callahan 
Staff Writer 

7 progress has been made 
in repealing and stopping the 
passage of special ton-mile taxes 
on trucks, dealers are reminded 
that their profits will be seriously 
reduced unless the fight is con- 
tinued, particularly in Connecticut, 
Delaware, Iowa, Nebraska, Okla- 

homa, Texas and Wisconsin. 
Every piece of legislation which 































100.00 






284,232 


total industry output, during the 

first three months of this year, an 

8.30 percentage-point drop from 

its share of total output in ’54. 

Last year, Chevrolet produced 92,- 
573 trucks for 32.57 percent of 

total truck output. 

The next largest loss was regis- 
tered by GMC, which like Chevro- 
let was forced to give ground due 
to changeovers during the first 
quarter. GMC’s output during the 
first three months of this year was 
12,826 units, or 4.69 percent of total 
industry production, as compared 
with 24,891 units, or 8.75 percent of 
total production during the same 





period of ’54. Its loss from last year 
was 4.06 percentage points. 
” * * 


THE positive side of the 

ledger, Willys showed the sec- 

ond largest gain. Willys’ produc- 
(Continued on Page 25, Col. 3) 





raises taxes for truckers and re- 
stricts them as to truck capacity 
and other operating efficiencies, 
reduces the attractiveness of 
trucking as a mode of transpor- 


tation and therefore reduces the 


sales of trucks. 

Encouraged by the progress made 
thus far, dealers should alertly watch 
this adverse legislation in their 
states and do what they can to 
ward off the advances of these laws. 


This is particularly true of the 
ton-mile tax which is producing a 
breakdown in reciprocity agree- 
ments between the states and ad- 
ding an extremely burdensome cost 
penalty to truck users in the states 
affected. a: - « 


— most recent example of the 
ill effects of a ton-mile tax oc- 
curred in Missouri which has an- 
nounced an “indefinite suspension” 
of its truck registration reciprocity 
agreement with New York. 

Since New York passed its ton- 
mile measure in 1951, three other 
states, Arkansas, New Mexico and 
Wisconsin, have cancelled their 
reciprocity agreements with New 
York. 

This means that New York 
State-registered trucks and trac- 
tor-trailers having gross weights 
of more than 18,000 pounds will 
not be able to operate legally in 
these four states unless they 
obtain registration plates in those 
states. 

Then, at the last minute Missouri 
reversed the decision and notified 

New York that the ruling would 
not be enforced and that truck 
license reciprocity would be con- 
tinued. 


Upon being notified of this deci- 
sion, New York Motor Vehicle 
Commissioner Joseph P. Kelly an- 
nounced that his state will extend 
registration reciprocity to Missouri 
trucks. * * 

ILE some of these third- 

structure taxes have been sold 
to state legislatures by anti-truck 
lobbyists, many of the taxes are the 
natural result of the scramble in 
the states for new revenues. 

Although truckers are faced with 
“load limits” every time they make 
a “U” turn, there is no “load limit” 

(Continued on Page 26, Col. 1) 


NEW PRODUCTS 
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completely understand the four 
cardinal fundamentals. 
* * * 
PRaCA TIONS that many factory 
men are awakening to this situa- 
tion are seen in several moves that 
|have been made recently toward 
| helping their retail truck outlets to 
take advantage of the “plus” profit 
angles that are followed consist- 
ent by dealers who show a good 
and satisfactory gross - per -new- 
truck sold. 

One such indication came to light 
on the West Coast recently where 
John F. Collins, regional truck 
manager for Chevrolet, sent out a 


“flasher” reminding his dealers 
that, while Chevrolet furnished 
|quite a comprehensive line of 


equipment, there was a wealth of 
bodies and other items available 
from truck equipment distributors 
that would add many plus dollars 
to the dealers’ truck retail income. 


He advised these dealers to 
contact the distributors in their 
areas and to give these distribu- 
tors and their highly trained 
technical salesmen an opportu- 
nity to help the dealer sell more 
trucks at a higher gross. 

The great majority of the truck 
body and equipment distributors 

are most willing and able to give 
the truck dealers the technical aid 
that most need in many installa- 
tions. They also are desirous of 
working with the truck dealer and 
his salesmen on a mutually coop- 
erative basis. 

More than any other type of sup- 
plier they fully realize that it is 
to their advantage to work in close 
harmony with the truck dealers in 
their area if the dealer and his 
salesmen show any indication of 
wishing to work with them on an 
equitable basis. 

” * x 
Taz, however, find it very dif- 
ficult to work with a dealer 
who wishes to sell the equipment 
at no profit and in many cases asks 
them to give them an extra dis- 
count over and above the dealer 

(Continued on Page 22, Col. 1) 
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SPECIAL EQUIPMENT * ' 
Chevrolet trucks are loaded 
with 


# SPECIAL EQUIPMENT _ 
BUC with all that we have 
oo here 1s MORE — 

MUCH MORE 


4 SPECIAL EQUIPMENT __ 
that will help our TRUCKS 
do an even better Job 

# SPECIAL EQUIPMENT. 

DISTRIBUTORS, 
DEALERS ano 
SALESMEN 


iN YOUR AREAS 
AND ASK THEM TO 


HELP YOU SELL 


moRE CHEVROLETS = 


with ae 


# SPECIAL EQUIPMENT 


i 
/ 
; 
4 
4 
; 








Flashing’ Truck Dealers— 


The “flasher” shown above was sent 
out to west coast Chevrolet dealers by 
John Collins, Chevrolet regional truck 
manager. Collins is stressing to dealers 
the “plus profit’ of selling trucks fully 
equipped for the job they have to do. 
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Plus Dollars on Truck Income... 





Factories Aid Dealers | 


Gain Body Profits 


(Continued from Page 21) 


percentage that is figured into the 
body or product price. 

They also find it very difficult to 
work with a dealer whose truck 
salesmen or sales manager is on 
the “take” and demands an extra 
emolument for himself before he 
will work with the distributor or 
his salesman. 

Several body manufacturers 
have found it necessary this year 
to increase the number of direct 
factory salesmen in the field to 
work with dealers and dealers’ 
salesmen due to the tremendous 
apathy that has been demon- 
strated by the majority of truck 
dealers toward trying to sell spe- 
cial-use bodies and trucks. 

The truck division of Dodge, 
however, is reversing this proce- 
dure in its current truck merchan- 
dising program. Dodge has put 


four men in the field to work ex- 





--.the only school coach with | 
revolutionary super-kote steel | 


Not since Superior first introduced the all-steel bus body in 1931, has 
such a major and revolutionary innovation been introduced to the school 


coach industry. 


ALL-NEW super-kote steel is a cold rolled body steel with a PRO- 
TECTIVE ZINC COATING TO RESIST RUST. The ZINC COATED steel is bond- 


| clusively with truck equipment dis- 
tributors and their dealers in an 
endeavor to bring these two great 
|/merchandising bodies together to 
| work in greater harmony. 
| These men are now in the field 
and will go from district to dis- 
trict, calling upon all body and 
equipment distributors. After each 
| has made the rounds of all distrib- 
utors he will get the distributors 
|and the dealers together for a little 
|meeting in which he will outline 
to the dealers the services and 
products each distributor has to 
offer and make them acquainted 
with the Dodge dealers in the area. 
m * * 


HESE men will determine where 
and when demonstrations should 
be arranged for and they have the 
power from the factory to equip 
demonstrators for the use of the 





erized so that paint will firmly grip the surface. 


Superior super-kote steel preserves the finish of your school bus as 
never before and the PROTECTIVE COATING of ZINC gives super-kote 
steel that vital quality necessary to resist rust. It’s what’s beneath the 


paint that counts. 


super-kote steel. . . another in a long list of Superior firsts and 
another powerful reason why Superior gives you more for your children 


... more for your money than any other school bus. 


SUPERIOR COACH CORPORATION ¢«¢ LIMA, OHIO 


dealers and distributors. They will| necessary and essential for the un- 


§| possible relationships betwee» 
; Ge. Z the local body and equipme:: 
people and the dealers in th: 
area. 

Dodge is currently using a “gi:..- 
mick” to drive home the buying 
habits of people today to their de 
‘|ers. It points to the current adver- 
tising program of one of the large 
flour companies that is currentiy 
on the air with an “answer cake 
mix.” 

Up to the advent of this new 
package several flour companies 
had been putting out cake mixes 
to sell the housewife on making 
,| her own cakes and pastries so that 
they would get a greater volume oi 
flour sales through the retail 
grocers. 

Then this company came out 
with the “answer cake” package 
that not only contained the cake 
mix and a frosting mix but an 
aluminum foil pan in which to 
bake the cake. Thus the housewife 
only had to add water or milk to 
the ingredients in the package, stir 
and put in the oven and she comes 
up with a cake ready to eat. 

Dodge points to the parallel of 
the dealer who sells a cab and 
chassis and the dealer who sells a 
truck completely equipped ready 
for work. Experience over the 
years has proven that the dealer 
who sells trucks properly equipped 
and ready for the work they are 
purchased to do not only shows the 
best profits but also builds a repu- 
tation for being a good sound truck 
dealer. Such sales build a customer 
following that greatly minimizes 
the tendency on the part of the 
buyer to shop for price. 

s 





English-Built Ford Pickup Truck— 


The quarter-ton Thames Van, the newest line of English-built Ford products, is soon 
to be introduced in the U. S. The truck is powered by a 36-horsepower four-cylinder 
engine. Its wheelbase is 87 inches, and the all-steel body has a capacity of 661 
cubic feet. The van delivers in New York for about $1,300. 


also make recommendations for|obstructed flow of units to the 
the establishment of pools at body | field. 

plants where such pools are deemed But in the main these men are 
charged with promoting the best 


|b eeteoe not only expects that its 
dealers will profit from the con- 
tacts and work of these men in the 
field but it also expects to learn a 
lot from the contacts made by 
these men that it can put into ef- 
fect at the factory level to make 
the merchandising of Dodgs trucks 
more profitable for the dealer with 
a will to make a profit in his own 
business. 

But they also realize that the 
dealer must make up his own mind 
to do the things necessary to turn 
his truck sales into a profitable 
operation. 

Then and then only can they 
aid the dealer in demonstrating 
to him the necessity of paying 
his salesmen so that they will 
not only have an interest in sell- 
ing the “plus profit” items with 
every cab and chassis but to 
make a profit on every deal. 

Then and only then will the 
dealer step up to the other very 
important “plus profit” operation 
of retailing a large percentage of 
his trades, making demonstrations 
to prospects, following through on 
his salesmen to make certain that 
they keep their prospects alive and 
informed and do the other funda- 
mental things that make the dif- 
ference between a profitable and 
| profitless operation. 


Truck Council 
Backs Railroad 
‘Trailer Policy 


WASHINGTON. — The Private 
|Truck Council of America has 
|backed the right of any rail car- 
rier to open trailer-on-flatcar serv- 
ice to truck operators for move- 
ment of loaded or empty trailers. 

The council filed a statement with 
the Interstate Commerce Commis- 
sion supporting the Chicago & 
Eastern Illinois Railroad rate tar- 
iff—which the ICC has suspended— 
to the extent that it provides an 
allowance for shippers for use of 
highway trailers in place of rail- 
road equipment. 

The council claimed that provi- 
sions of Part I of the Interstate 
Commerce Act clearly authorize a 
railroad to make a reasonable al- 
| lowance for equipment provided by 
shippers. 


Northcutt Leases Home 


The recently organized R. E. 
| Northcutt, Inc. (DeSoto-Plymouth), 
| Kansas City, has signed a five-year 
|lease on a building at 2555 Grand 
Ave., plus an additional two-story 
and one-story building nearby, pro- 
viding a total of 35,000 square feet. 
Robert Northcutt is president. The 
new location was the home for sev- 
eral years of Walsh Motor Co. (De- 
Soto-Plymouth), which was dis- 
banded early this year after the 
owner died. 
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“For more than 40 years 
... Dealers have depended 
on this Good Neighbor!” 


Over the years Authorized Auto-Lite Service Stations have 
served dealers everywhere! Their factory-trained personnel 
assist on “tough jobs”... they handle warranty service... 
they sponsor organized training programs for your 


service personnel. 


And they are always a reliable source for Auto-Lite Original 
Service Parts when you need them! Let your nearest Auto-Lite 
Service Station put this “Good Neighbor” policy to work 


for you today ... he is there to help you. 


THE ELECTRIC AUTO-LITE COMPANY 


Parts and Service Division 
Toledo 1, Ohio Sarnia, Ontario 
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Thruway Authority asserts. The 








are provided for a four-man cre 








| 
@ . racket involves exchanging tickets “* | it takes but one man to drive and | 
rue In by Jack Weed so that truckers pay less tolls. nee | Steer the giant unit. The cars a , 
oe Le Trucks entering the Thruway |insulated against the Arctic col‘. 
at Harriman, on the eastern end |The decks are 8% feet off the 
and Buffalo on the western end, ground and all cars are water- 
(Continued from Page 21) would meet about midway. The |proofed six feet up for protection 
f 4 drivers then would swap the tick- | of cargo and engines while fording 
miles are made with stock. Thus, | field crew whose duties will be to} ets they picked up on entering. streams or traveling through bus 
the meat industry, like hundreds keep an eye on Fruehauf equipped The westbound truck would then country. 
of other important industries in|or mixed fleets in definite areas, leave the Thruway just before the ) Se 
this country, could not possibly |for the purpose of educating oper- yd . ° ° 
; Buffalo interchange used by the| Air Service 
operate at its present capacity | ators to the advantages of preven- east bound truck, thus paying for : 
without the motor truck. tive maintenance as a means Of | relatively few miles of travel. The TRUCK - AIR - TRUCK service 
B56: 4S reducing operating expense. enst Some éruck would leave it be- ~ has been announced by Slick 
Clothes on the Go ona — eee new in | fore it reached the Harriman inter- | a io aoe . aa 4 
—. it comes to carrying suits ee will be rah oS ta nan change. . 2°08 % coast-to-coast run. Agreements with 
and dresses on clothes hangers) go o¢ Fruehauf’s mere than 90 z big trucking companies on both 
there is nothing unusual until you| factory branches across the na- Big Job for Arctic New Delivery Truck— coasts will enable California pro- 
cart them coast to coast 8,000 at a tion. (He world’s largest vehicle on Low driver step and cab floor and short duce picked in the evening to be 
time. Members of the crews will be rubber tires, a truck so big that | bumper-to-back-of-cab dimensions are fea- | °™ the market in New York the 
The Gilbert Carrier Corp., New| largely Fruehauf veterans who it will carry ten freight vans piggy- | tures of the new International multistop | 2&Xt morning at approximately 
York City, uses 100 large trailers| have been close to all types of back, will soon be operating across | delivery trucks with “walkin” Metro cab, Railway Express rates it is | 
and 65 power units to serve such |tryck trailer operations and have|the frozen snow trails of inland| shown above. Factory-equipped chassis claimed. 
merchants as the “big five” mail the experience necessary to intel- Alaska. The Le Tourneau Sno-/and complete cab are available for the} My good friend Kelley of Row- 
order houses, leading men’s retail | ligently analyze the maintenance Freighter is so long it had to be| first time in International RM-160 series | land Truck Equipment, Inc., Miami, 
chains such as Bond and Robert | procedures and expense of fleets in |C°UPled together in six sections in | units, rated at 16,000 pounds g.v.w. Chas- | Opened the newest and most com- 
Hall, manufacturers such as Hickey | gj) varieties of service. order to be able to turn a corner.|sis and cab are offered in four wheel-| Plete truck equipment display in 
Freeman, department stores such * * © The giant cargo carrier will | bases, ranging from 137% to 179%, |southern Florida Apr. 16, and in 
as Macy’s, Lord & Taylor and Mar- | Ticket Switch cross Arctic snows on 24 extra | inches. vited me down to judge prizes and 
shall Field and volume stores such | 4 *€#el Switchers wide base tires for highest flota- incidentally do a little fishing. I 
as S. Klein’s. oo police and Thruway toll| tion. The driving power is | sel-electric generating sets on the | was all tied up with a sore back 
Gilbert trucks leave New York collectors are on the alert for| through electric wheels which | power-control car supplies the | and too darn much work. He ought @ 
daily for Cleveland, Detroit, Chi- | # budding “ticket switching” racket | provide each section or car with | electric power. to know better than irritate a guy 
independent driving power. Die- Although sleeping accommodations | thataway. 


cago, Los Angeles (fourth morn- 
ing delivery in L. A.); twice 
weekly for Kansas City and 
Rochester, N. Y. In addition to | 
these regularly scheduled runs, 
the company dispatches numer- 
ous trucks to other points in 40 
states. 

The garments stay on the hang- 
ers from the time they are put on 
them by the makers, pushed along | 
the streets on wheeled racks to a} 
main terminal at 645 W. 40th St. 
by delivery boys, transfer hangers 
and all to specially rigged trailers 
and unloaded at the destination 
store. While the average load is| 
about 8,000 garments, the rolling | 
boxes can take as much as 15,000 | 
light weight dresses or drop to| 


6,000 or more bulky men’s suits. | 


jected to the equivalent of a “chuck- 
During 1954 the ss gross hole” shock every 4 seconds, 24 hours 
es a =e anger | a day, for months on end. Another test 
g a a ; simulates an uphill pull 3,000 miles 
long. Only tests as rugged could pro- 


duce axles so tough. 








coe truckers, the New York 


| 
Matched to your toughest conditions. 


Steep grades! Heavy loads! Muddy go- 
ing! Every adverse condition is dupli- 
cated in our “Torture Chamber” to 
produce axles that can “take it”. Stock 
axles are picked at random and sub- 


Keeping Eye on Trailers 
RUEHAUF TRAILER CO. is 
adding a preventive maintenace 


Truck Body Firms 
To Exhibit at 
TBEA Convention 


WASHINGTON. — Manufactur- | 
ers of truck bodies and equipment, 
and distributors, are invited for the 
first time to participate in the| 
Truck Body and Equipment Assn.’s | 
eighth annual convention and ex- | 
hibit, according to Jack Hanlon, | 
Morrison Steel Products, Inc., Buf- | 
falo, 








chairman of the convention | 
committee. 

Exhibits had previously been lim- | 
ited to suppliers of truck body and 
accessory materials and products. | 

The convention has been extended | 
to three full days, Oct. 10-12, at the 
Morrison Hotel in Chicago. A series 
of industry sessions will be held 
throughout the three-day period. 

Assisting Hanlon on the conven- 
tion committee are: 

Frank A. Bornmann, Binkley 
Mfg. Co., Warrenton, Mo.; Charles 
S. Foutche, Baker Equipment En- 
gineering Co., Inc., Charleston, W. 
Va.; Paul Freedman, Hyman Freed- 
man Co., Chicago; Charles M. Hirst 
jr., Orscheln Brake Lever Mfg. Co., € 
Moberly, Mo.; Owen S. Lindsay, 
Lindsay Structure, Inc., Skokie, 
Iil.; E. E. Miller, DeKalb Commer- 
cial Body Corp., DeKalb, Ill; F. B. 
Platt, Chicago; and Dudley V. 
Walker, Eberhard Mfg. Co., Cleve- 
land. 








GREATEST ADVANGE SINGE 






exclusive double-reduction design 


2-speed gear ratio spread! 


all the advantages of a stronger, sturdier, 


Tailor-made power exactly to your trucking needs | 
smoother operating design. Since helical 


with Timken-Detroit ! 


Unequalled flexibility! TDA 2-Speed 
Axles, give an almost unlimited choice of 
gear ratios. The Timken-Detroit design 
is so simple and basic, that an ordinary 
mechanical change lets you tailor power 
exactly to your trucking needs. Where 
other 2-speed axles limit you to only a 
single gear spread of 37%, TDA offers 
a range all the way from 28% to 49%. 


Truck Suppliers to Meet 


ATA’s Committee of 100 

WASHINGTON.—Top executives 
of trucking industry suppliers will 
meet with members of the Ameri- 
can Trucking Assn.’s Committee of 
100 on May 26-27 at the Ambassa- 
dor East Hotel in Chicago, it has 
been announced by Carroll Roush, 
Akron, committee chairman. 

The joint meeting is the fifth 
such gathering of trucking oper- 
ators and the heads of industries 
supplying equipment, fuel and 
parts. 





“Bull” gear sets operate independent of 
one another, there is no overheating even 
after indefinite running in low speed. Big- 
ger huskier TDA parts last longer, stand 
up better under tough usage. 

Less down-time, longer axle life, fewer 
repairs, higher fuel economy, lower oper- 
ating costs and higher profits. These are 
some of the important reasons why s0 V 
many leading manufacturers and oper- 
ators everywhere specify Timken- Detroit 
2-Speed Axles. 


hauling conditions that today’s trucks 
must meet call for maximum speed and 
power flexibility. Other 2-speed axles are 
just too limited to meet this need. On the 
other hand, TDA’s simple double reduc- 
tion design gives complete flexibility. 
Gear ratio can be easily changed without 
weakening the axle unit in any way. 





How you benefit! TDA not only gives 
you a much wider power range, but also, 


TDA meets varied needs! The variety of 
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IH Pickup Features Right-Hand Drive— 
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This new half-ton pickup, an International Model R-100 with right-hand drive, has 
lightened the rural mail delivery chores of a Lisbon (la.) carrier. The vehicle is avail- 
able for domestic users in the light, medium and heavy-duty fields. 


Penn State Institute 
Plans 2-Day Conference 


UNIVERSITY PARK, Pa. — A|study and discussion will be engi- | 
conference which Penn State’s In- | neering aspects such as route sur- | 


stitute of Safety said is designed to 
keep motor fleet supervisors in- 


formed of new developments will 





Hypoid pinion 
and ring gear 


be held on the campus, May 5-6. 


| Amos E. Neyhart, administrative 
|head, said among the topics of 


| Veys, speed studies, noise control, 
| Parking regulations and loading 
|and unloading practices. 









Fast speed helical 
“BULL gear” 





Changeovers Cut First-Quarter Volume .. . 


Truck Output Shares Juggled 


(Continued from Page 21) 


tion of commercial vehicles during 
the first three months of this year 
totaled 20,426, as compared with 
15,572 for the same period of 1954. 

Its share of total industry output 
for ’55 was 7.76 percent, as com- 
pared with 5.48 percent for the first 
quarter of 1954, and its overall gain 
over the first three months of last 
year was 2.28 percentage points. 

Next best improvement was 
made by International, which 

produced 30,735 trucks during the 

first quarter of this year for 11.69 
percent of the market. This was 

a 2.14 percentage-point increase 
over the 27,144 units it produced 
during the same period of 54. Its 

share of total industry output last 
year was 9.55 percent. 

Studebaker’s 5,742 completions 
during the first three months of 
this year gave it 2.19 percent of 
total industry output. This was a/| 
1.13 point increase over 1954, when | 
it produced 3,014 units for 1.06 per- | 





Slow speed helical 
“BULL gear” 


How the exclusive double-reduction design of 


TDA 2-SPEED AXLES 


cent of total industry production. 
* * * 

eo by other makes were 

negligible. Diamond T produced 
1,147 trucks this year for .45 per- 
cent of total industry output, or .16 
points better than ’54, when it made 
825 units for .29 percent of total 
industry production. 

Mack copped 1.08 percent of total 
output with the completion of 2,786 
trucks during the first quarter of 
this year, as compared with 1,682 
assemblies during the same period 
of ’54. Its increase in total industry 
output was .49 percentage points. 

White copped a .13 percentage- 
point greater share of total indus- 
try output this year. Its produc- 
tion of 3,072 trucks for 1.19 per- 
cent of industry output, during 
the first quarter of this year, 
compared with the assembly of 

3,008 units or 1.06 percent of total 

industry production during the 
first quarter of °54. 

Of the large volume makers, 
Dodge showed the third largest 
loss. Due to new model changeovers 






gives you greater speed, endurance, and economy! 





This is HOW TDA’‘s 2-Speed principle works! 
A husky hypoid ring gear and a bigger, stronger 
pinion set (No. 1 in illustration above) provide 
the first step of the total gear reduction for both 
fast and slow ratios. Two large, heavy-duty heli- 
cal gear sets provide the second step. Both sets 
are of balanced size and capacity. One set (No. 
2 in illustration) is for fast speed; the other 
(No. 3) is for slow speed. The clutch collar (No. 
4) moves to right or left to engage one helical 
pinion or the other. 


WHY this principle offers far wider spread! 
Because the TDA design is so simple, the ratio 
may be changed merely by changing the low 


THE FIRST 2-SPEED AXLE 


gives TDA world’s widest 


GENUINE TDA EQUIPMENT PARTS 5; 





speed helical gear pinion. Unlike ordinary de- 
signs which are limited to 37%, TDA offers 
spreads of 28%, 37%, and 49%. In effect, this 
flexibility gives you your choice of power ratios 
to exactly match your needs. 


Greater endurance, longer truck life with 
TDA. TDA’s simple design eliminates small 
complicated parts and midget size gears. Large 
hypoid helical design gives more teeth in con- 
tact—quieter operation and far less strain. 
Bearings are larger, too. Helical “Bull Gears” 
not in use idle, further reducing wear. All this 
adds up to longer engine life. ..and more efficient 
and profitable operation under all conditions. 
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the division made only 19,766 trucks 
for 7.50 percent of total industry 
output during the first quarter of 
this year, as compared with 24,058 
trucks, or an 8.46 percent share in 
54. Its loss over '54 was .96 per- 
centage points. 
* + * 
_ production of only 1,136 
trucks during the first quarter 
gave it .45 percent of the total in- 
dustry output. This was .58 points 
off its 1.03 percent share of the ’54 
market when it produced 2,889 
trucks. 

The miscellaneous group, com- 
posed of Autocar, Corbitt, Marmon- 
Herrington, Brockway, Four-Wheel 
Drive, Sterling, Federal and other 
independents, copped .49 percent of 
the total industry output on 1,300 
units during the first quarter. This 
was a .46 point drop from the .95 
percent share it registered on 2,703 
completions in the first three 
months of 1954. 

Despite the fact that it produced 
only 833 trucks during the first 
quarter of this year, Divco’s share 
of total output remained at .35 per- 
cent, the same share it registered 
on 1,008 completions during the 
first three months of last year. 


Truck Drivers 
No Longer Ogres, 
Belson Says 


CAMBRIDGE, Mass. — The pub- 
| lic attitude toward the truck driver 
|have been reversed in the past 15 
| years, according to Walter W. Bel- 
| son, director of public relations for 
| the American Trucking Assns. 

Belson was guest lecturer last 
| week at a seminar on “Public Re- 
lations Problems of Dynamic Capi- 
talism” at Harvard Business School. 

The change in public attitude was 
not brought about by propaganda, 
Belson said, but by a combination 
of intensive effort by industry op- 


‘‘erators in selection, training and 


supervision of drivers, followed by 
consistent efforts to obtain public 
recognition of the changed status 
of the driver. 

The trucking official explained 
the origin of the National Truck 
Roadeo, the driver of the year pro- 
gram, the sights-on-safety program 
and the overall work of the Council 
of Safety Supervisors. 

The public concept of the truck 
driver, formerly an acute problem, 
is presently satisfactory, with the 
majority of people recognizing the 
truck driver as the safest and most 
courteous driver on the roads and 
by all odds the most helpful in time 
of trouble, Belson stated. 

Another achievement, he said, is 
the general agreement today in all 
quarters as to the essentiality of 
trucks in peace and war. 

A third objective, still short of 
achievement, is widespread recog- 
nition that the trucking industry 
stands on its own feet and pays its 
way. This latter objective, he said, 
is well on its way to public ac- 
ceptance and can be arrived at by 
continued intensive research and 
public relations effort. 


| No Hot Seats 


FABRIcushon Tests 


Called Success 


AKRON. — Hot, sticky drivers’ 
seats are said to have been elimi- 
nated by use of a new upholstery 
material, FABRIcushon. 





> 4 Mae | Produced by the Akron firm of 

. x ¥ . Vp | Andrews-Alderfer Co., the new ma- 

Increase \ amp CO amor OOO O>- | terial was tested on buses of Akron 
Se € "aie = | Transportation Co. Drivers, re- 


sponding to a questionnaire, said 
|that perspiration was eliminated 
and fatigue reduced, the firm states. 
FABRIcushon is a process which 
|permanently fuses any fabric to a 
jlayer of foam rubber without the 
luse of an adhesive into a com- 
| pletely integrated material. 

| The material has already been 
ladopted by the auto industry for 





World's Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 


_ Plants at: Detroit, Michigan + Oshkosh, 
Wisconsin * Utica, New York * Ashtabula, Kenton 
and Newark, Ohio + New Castle, Pennsylvania 






for every size of brake and axle. Order 
by number from your dealer. Cut labor 
and adjustment costs. Get trucks back 
on the road quicker, 


floor covering. 


| Truck Line Builds in N. M. 
ok ALBUQUERQUE, N. M.—Navajo 
Truck Lines has broken ground for 
a $350,000 truck freight terminal 
and shop at 1800 Mountain Rd. 





| 
| 
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Taxes Cut Truck Sales 


Dealers Urged to Continue Ton-Mile Tax Fight 
Despite Progress Reported 


(Continued from Page 21) 


when it comes to levying taxes on; would yield more than $400 million 


them. 

This is borne out by a bill 
dropped into the hopper of the 
U.S. Senate recently by Senator 
Francis Case, South Dakota Re- 
publican, who offered the bill as 
a substitute for President Eisen- 
hower’s road-building program. 


This bill would bar from inter- 
state highways any vehicle having 
a gross weight of 20,000 pounds or 
more unless it had received a per- 
mit from the National Interstate 
Highway Right - of - Way Corp., 
based on the following schedule: 

From 20,000 to 30,000 pounds, $300 
for the license; from 30,000 to 40,- 
000 pounds, $400; from 40,000 to 50,- 
000 pounds, $500; from 50,000 to 60,- 
000 pounds, $700; from 60,000 to 
70,000, $900, and 70,000 or more, 
$1,200. 

> + ” 
_— fees, added to the pres- 
ent state license state fees, 
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a year, Case estimates. 

Failure of a truck or bus com- 
ing within these limits to have a 
permit would te a misdemeanor, 
with a penalty up to $500. Each 
day of violation would constitute 
a@ separate offense. 

In addition, trucks and other ve- 
hicles would be required to pay 
tolls for 50 years to cover the cost 
of constructing .new bridges and 
tunnels along the interstate high- 
ways. 

In the past few months, meas- 
ures seeking to impose third-struc- 
ture taxes were defeated or died 
on adjournment of the legislatures 
in six states. They are Arkansas, 
Indiana, Montana, North Dakota, 
Tennessee and West Virginia. 

* * * 


HHREE states — New Mexico, 
Kansas, and Tennessee -— have 
repealed or partly repealed their 
ton-mile taxes. 
Recent laws passed or proposed 


wig aa 


e More trucks use Signal-Stat Class A—Type 1 directional 
signals than all other makes combined! 

e Legal and approved in all 48 states and the District of 
Columbia and in Canada wherever approval is required. 


Signal-Stat Corporation, 523-539 Kent Avenue, Brooklyn 11, N. Y. 


affecting truckers in various states 
are as follows: 

Arkansas—A law was passed 
replacing a 1953 act ruled uncon- 
stitutional because it contained 
class exemptions. The law limits 
gross loads to 56,000 pounds, ex- 
cluding the front axle, except by 
@ special permit. Gross weight 
for a single axle is limited to 
18,000 pounds and 32,000 for a 
tandem axle. 

CautirorNia-Nevapa — The Califor- 
nia-Nevada Interstate Cooperation 
Commission hag decided to intro- 
duce legislation in both states next 
year which would extend truck 
reciprocity, thus ending a _ break- 
down in reciprocity which was 
threatened following a decision by 
the California attorney general that 
fee charges against Nevada trucks 
must be exacted in California. 

Co.torapo — A bill has been pro- 
posed subjecting trucks to a tax 
raise from 1% mills per gross ton- 
mile to 2 mills per ton-mile of car- 
go, plus 8 mills per ton-mile of 
vehicle weight. 

* + 

ONNECTICUT — A bill is pend- 

ing that would increase weight 
limits for vehicles and trailers en- 
gaged in construction work. Advo- 
cates of the measure said that mod- 
ern dump trucks are built to carry 
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three to five tons more than al- 
lowed by the present law. 

Detaware—The Senate has passed 
bills increasing the weight limit on 
three-axle trucks and semi-trailers. 

Idaho — A bill has been en- 
acted boosting maximum truck 

load limits from 172,000 to 76,300 
pounds. 

INDIANA — Bills have been passed 
providing for restoration of the 
1,000-pound tolerance on_ truck 
weight limits before overweight 
penalties apply and increased 
maximum permissible height from 
12% to 13% feet for all units. 

Kansas — A law which estab- 
lished the ton-mile tax in 1931 has 
been repealed recently. The new 
law ups license fees to make up 
for the $3 million lost by repeal of 
the ton-mile levy. 

* ca * 

ee — Proposed 

legislation would increase the 
gross truck weight limit from 
50,000 to 60,000 pounds. Similar bills 
have been rejected in other years, 
although this bill has the support 
of Rudolph F. King, state motor 
vehicle registrar. 

Minnesota — The Senate has de- 
feated a bill to increase the length 
of trucks from 45 to 50 feet. De- 
feated earlier was a measure to 


Bas! 
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increase the tandem axle load frorn 
28,000 to 32,000 pounds. 

Missouri — A bill has been in- 
troduced that would increase the 
permissible overall length o! 
trucks and trailers from 45 to 56 
feet, and the weight limit from 
60,010 to 64,650 pounds. 

New Mexico—Gov. John F. Simms 
has signed a law increasing truck 
weight limits by 20 percent. All 
trucks are permitted the 20-per- 
cent tolerance previously granted 
only to haulers of unprocessed New 
Mexico natural products. 

New York—The legislature, over 
strong opposition from truckers, 
has declined to repeal its ton-mile 
tax of six to 24 mills per mile on 
vehicles with maximum load weight 
of 18,000 pounds or more. 

The legislature did increase the 
gasoline tax from four to six cents 
a gallon and the diesel fuel tax 
from six to nine cents, to become 
effective Jan. 1 if the voters ap- 
prove a $750,000,000 bond issue next 
fall. 

* * * 
Op mean the act, the single-axle 
limit is raised from 18,000 to 
21,600 pounds and the tandem-axie 
limit is boosted from 32,000 to 
34,320. 

NortH Dakota — The legislature 
| has enacted a law lifting the maxi- 
|mum length of trucks from 45 to 
50 feet, providing that they meet 
| equipment standards prescribed by 
| the state highway commissioner to 
| assure even distribution of weight 
on tandem axles. 

Ohio — Bills have been intro- 
| duced to increase the permissible 
length of tractor-trailer trucks 
from 45 to 50 feet, to establish a 
| 5 percent tolerance on truck 
weights and to permit the con- 
necting link between a four-wheel 
truck and a four-wheel trailer to 
be reduced from eight to five feet. 


A bill to substitute a truck gaso- 
| line tax increase for the axle-mile 
| tax was defeated recently, but ob- 
| servers felt that prospects were 
| good that the axle-mile tax would 
|be repealed at the next session. 
| Hearings are continuing on an ad- 
| ministration bill to strengthen the 
| axle-mile tax. 
| Pennsytvani—A bill that would 
| increase the limit of tandem axle 
| semi-trailers from 45,000 to 60,000 
| pounds is slated for introduction 
|in the legislature soon. Supporters 
of the measure say prospects for 
| passage are much better than in 
| other years. 
| TENNESSEE — A mileage tax ap- 
plicable to out-of-state buses, which 
| had not been collected for some 
|time, has been repealed. 
Wisconsin — An “equalization 
bill,” which amounts to a weight- 
distance bill, has been introduced 
in the assembly and the senate. 
A hearing has been held, at which 
truckers appeared to vigorously 
oppose the measure. The bill also 
| provides that reciprocity will not 
| be granted with other states on 
| this weight-distance tax. 
| Wyominc — A bill to increase the 
| mileage tax rate was passed by the 
legislature but was vetoed by Gov. 
Milward L. Simpson. 


IH Introduces 
6 Trucks with 


New Engines 


CHICAGO. — Six additional 
trucks, powered by a new, high- 
torque, valve-in-head 140 - horse- 
power gasoline engine have been 
| introduced by the motor truck divi- 
sion of International Harvester Co. 

The new models, with gross vehi- 
cle weight ratings from 16,000 to 
20,000 pounds are the R-1700, R-1701 
| and R-1702 standard models, R-1703 
| Schoolmaster. R-1704 Loadstar and 
| R-1705 Roadliner. 


R. M. Buzard, truck sales man- 
ager, said, “These new models, built 
| with extra power, supplement Har- 
vester’s line of light-heavy-duty 
| trucks. With these additions to the 
| International truck line we expect 

to increase our sales leadership in 
the 16,000 - pounds - and - over gross 
vehicle weight classification.” 

TH has also introduced a new, 
| lightweight Metro-Lite body of in- 
|creased capacity, developed for 
multistop retail delivery operations. 
It will be offered on all nine mod- 
els of International’s RM-120, RM- 
150 and RM-160 series delivery 
trucks. 


| 
| 
| 
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Truck News in Brief 





WASHINGTON. — The deadline 
for “fast tax writeoff” on expansion 
of truck terminals and repair shops 
has been extended by the Office of 
Defense Mobilization to construc- 
tion starting on or before Dec. 31, 
1955, 

The ODM approved the exten- 
sion on recommendation of Owen 
Clarke, interstate commerce com- 
missioner and administrator of the 
Defense Transport Administration. 

Clarke reported the decision to 
George H. Minnick, comptroller, 
American Truck Assn. 

o . o 


Colo. Truck Tax Expected 


To Hike State’s Revenue 

DENVER. — State officials ex- 
pect to collect additional revenue 
of $7,500,000 to $9,500,000 from 
truck measures which have been 
passed. 

They include a so-called split- 
levy truck tax law and an act to 
expand and crack down on truck 
ports of entry. 

The tax law is termed a compro- 
mise by all factions. Licensing fees 
are $17.50 and the law lowers the 
weight exemption from 6,000 to 
4,500 pounds GVW. However, farm 


trucks and intra-city carriers work- | 


ing within a 10-mile radius of the 
city are exempt. 

The act also calls for a levy of 
two mills per ton-mile on truck 
cargo weight and a levy of 0.8 mills 
per ton-mile on the truck itself. 

> * * 


New International Branch 


ALBUQUERQUE, N. M.—Inter- 
national Harvester has opened an 
Albuquerque branch for truck sales 
and service at 405 N. W. Fourth St., 
M. W. Jones, truck district man- 
ager, announced. The firm also 
plans to build a new motor truck 
branch building this year. H. A. 


Jensen is branch manager. 
* * * 


IH Jacksonville Office Set Up 


With Perkins in Charge 

CHICAGO. — Establishment of a 
district sales office in Jacksonville, 
Fla., has been announced by Inter- 
national Harvest- 
er Co. 

Manager of all 
operations will be 
W. K. Perkins, 
formerly assistant 
to the president. 
R. G. Walls, for- 
merly assistant 
manager of the 
Jacksonville com- 
bination district 
office, was ap- 
pointed assistant 
district manager. J. P. O’Donnell 
was named sales manager. 

” 


Minn.-Chicago Service 


MINNEAPOLIS.—Raymond Mo- 
tor Transportation, Inc. has inaug- 
urated direct-line freight service to 
Chicago for 130 central Minnesota 
communities. The service will elim- 
inate interchanging equipment or 
reloading freight in Minneapolis. 

= + * 





W. K. Perkins 


Freightliner Issues 


Booklet on ‘Doubles’ 


PORTLAND, Ore. — A Booklet, 
“Why Doubles?,” discusses the 
operating characteristics of the 
highway tractor and two semi- 
trailer combination, commonly 
called “doubles.” 

Free copies may be obtained by 
writing Freightliner Corp., Port- 
land 9, Ore. | 


+ od * 
New Board to Administer 


Ontario Highway Transport 


OTTAWA. — Previously adminis- | 
tered by the Ontario Municipal 
Board, the Public Commercial Ve- 
hicles Act and the Public Vehicles | 
Act authority will henceforth be} 
administered by a new Ontario} 
Highway Transport Board consist- | 
ing of three members. 

Under the new Ontario Highway | 
Transport Board Act, the new board | 
will control commercial operations | 
on highways, including licensing | 
transports and all other commer- 
cial operators, fixing of fees for | 
licenses and collecting same, ap- | 
Proving routes, etc. Provision is | 











also made to appeal rulings on 
questions of law or jurisdiction. 
= * > 


Industry’s Defense Role 


To Be Drawn Up by ACT 


WASHINGTON. Designation 
of the Independent Advisory Com- 
mittee to the Trucking Industry 
(ACT) as an advisory committee 
on highway transportation for the 
Federal Civil] Defense Administra- 
tion has been announced by Val 
Peterson, administrator. 

The agreement, by which ACT 
will be responsible for developing 
civil defense planning for the 
trucking industry, was signed last 
July 12, but was kept secret. 

* * * 


European Firm Signs Pact 


To Build Mack Trucks 


NEW YORK.—Mack Trucks, Inc., 
and Electro Rail, S.A., Brussels 
Belgium, have signed an agreement 


licensing the European firm to} 
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build Mack trucks with major 
Mack components. 

The pact was signed last week 
after long negotiation and is retro- 
active to Jan. 20, 1955. It gives the 
Belgian firm selling rights in Great 
Britain, Europe, Asia and Africa. 

During the parley, the two com- 
panies exchanged engineer teams 
to study each other’s production 
methods. The move, according to 
Elliott G. Ewell, Mack sales vice- 
president, “is part of a plan by Mack 
to obtain a larger share of both 
domestic and overseas markets for 


our transit buses.” 
* + * 


Truck Makers Support 


Road Improvement Plan 


OKLAHOMA CITY.—The Truck- 
Trailer Manufacturers Assn. has 
supported the Eisenhower admin- 
istration’s highway improvement 
plan in a unanimous resolution 
passed by the board of directors. 
| This was revealed by R. R. King, 
| president of the group, who resides 
here. He said E. J. Lucas, chairman 
of the organization’s legislative 


| adoption. 
The resolution said in part: “It 





& HOISTS 


HYDRAULIC 
TAIL GATES 











| committee, would appear before the | 
| Senate roads subcommittee to urge | 


‘commission has announced that it 
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“The Car of the Future,’ was 
the description of this cigar- 
shaped auto in 1918. 





is our belief that necessary borrow- 
ing for investment in earning assets, 
whether by private business or gov- 
ernment, is sound procedure when 
... (it) is of direct benefit to stock- 
holders or to citizens of our nation.” 
+ * * 
Winnipeg Buying Buses 
WINNIPEG, Man. — The transit | 





LIGHTWEIGHT HERCULES 
“SINGLE FRONT-MOUNT” TELESCOPICS 
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-| will spend about $3,000,000 in an ex- 


pansion program, including pur- 
chase of 100 diesel buses. Seventy- 
five will be 52-passenger; 25, 44- 
passenger. 

+ + + 


Heil Names Johnson 


MILWAUKEE. — Heil body and 
hoist division of Heil Co. has named 
Johnson Trailer & Equipment Co., 
Macon, Ga., distributor of Heil hy- 
draulic hoists, dump bodies and 
elevating truck tailgates. 

* * * 


Harvester Wins Bid 
OTTAWA.—The Defense Produc- 


*| tion Department has awarded In- 


ternational Harvester Co. of Can- 
ada, Ltd., a $158,828 truck chassis 
contract. 


Arc Motor Sales Corp., headed by 
Benedict Kraus as president, has 
purchased the Studebaker dealer- 
ship at 5066 Broadway, New York 
City, formerly operated by Godoff 
Motor Sales Corp. Mark E. Roseu- 
stock jr., is vice-president, and 
Marcia Fraus is secretary - treas- 
urer. 





GIVE MORE PAYLOAD PER TRIP! 


Three new models (11, 16 and 20 tons, capacity) 


legally permit an extra 1000- 


1500 pounds addi- 


tional payload per trip, with bodies from 10 to 15 
feet long! Hercules TELESCopPics weigh less—put 
. permit additional 
st per ton... result 


more load on the front axle. . 
payload ... reduce hauling co 
in more profit for you! 


HERCULES SINGLE FRONT- 
MOUNT TELESCOPICS ARE THE 
STANDARD OF THE INDUSTRY! 
Better Weight Distribution 
Increased Capacity 

Improved Dumping Stability 
Safer Operation 

Less Maintenance 

More Payload 





=4 ¢, 
Buy from the line of strongest design * HERCULES STEEL PRODUCTS CORPORATION, GALION, OHIO 








Is your deal) 


Does it protectiy 
Does it offer! 
Do you participate inf 


ym 2 
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The brand-new Hudson deal is, in every sense of the word, 
a factory-dealer partnership arrangement. It goes far beyond 
a “live and let live” approach. It is a full partnership in a 
great, new opportunity! 


Consider these profit-making features 


Under the Hudson deal, cars are shipped to you only on your 
order—you're not overloaded; there are no tie-in purchases. 
What’s more, the cars you do order carry the most liberal 
discounts and area bonus provisions in the business. 


But that’s not all. The Hudson franchise carries with it 
your participation in a sensational new dealer fund that is 
paid to all Hudson dealers in cash, beginning with the first 
1955 cars purchased, and which increases the payments per 
car as the year progresses! (See note in box to upper right.) 


The over-all effect of these provisions is that Hudson 
dealers have the highest gross-profit margin anywhere in 
the industry! And they share in the cash benefits that come 
with the increasing consumer demand for these years-ahead 
new Hudson cars. 


The Hudson franchise also provides for new-car price pro- 
tection, rebates on previous models at new-model time, 
special allowances against obsolete parts, weekly prepaid 
shipments of parts, 100 per cent recovery on tourist war- 
ranty labor, and more — all perfectly tailored to make the 
Hudson deal the best there is, anywhere! 


Completely New Hudson Line Covers 95% of Market 


Hudson for 55 is all new — the most beautiful performers 
of them all. Prices are lower for 55, and the Hornet, Wasp, 
Rambler, Metropolitan line-up puts Hudson dealers in a 
position to do business with 95% of the new-car purchasers 
in their area. The Rambler—model for model—is America’s 
lowest priced car —a great selling potential! 


There are still some Hudson areas open in city and 
rural communities. If this new franchise sounds like what 
you’ve been looking for, get in touch with your nearest 
Hudson Zone Office, or with N. K. VanDerzee, Vice Presi- 
dent in Charge of Sales; HUDSON MOTORS Division, 
Detroit 32, Michigan, for prompt and complete information. 


“DISNEYLAND,” § smash-hit TV show with television's fastest growing 
audience, supports Hudson dealers on 161 ABC-TV network stations. 


HUDSON MOTORS DIVISION 


AMERICAN MOTORS CORPORATION—-DETROIT 32 


a 





as good as this one? 


iyou from overloading? 






{you a real gross profit? 


281 NEW DEALERS 
SIGN UP WITH 
HUDSON 
SINCE INTRODUCTION OF 
NEW 1955 MODELS! 













|factory-volume profits ? 


Alert new-car and used-car dealers are quickly 
learning about the completely new line of high- 
styled 1955 Hudson cars — about the fact that 
Hudson offers the highest gross-profit margin 
in the industry, and many other money-making 
franchise features. And they're signing up to 
get in on the ground floor of this great, new 
opportunity, backed by American Motors. 
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Hudson Sales Up 136% With This Brand-New Line of Cars! 


HUDSON HORNET RAMBLER HUDSON WASP METROPOLITAN 
\ all-new V-8 or Championship Six — in sedans, hardtops, station wagons — smartest new car in the lower- (not shown in picture) unique sports 
brilliant new value in upper-medium- — gets up to 30 miles per gallon — medium-price field — beautiful per- car or family car—up to 40 miles 


price field. A beautiful performer. America’s lowest priced car! former; economical to own. per gallon of gas. 
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Interstate Highway Network in 19657— 


This map represents the 10-year highway development plan included in President 
Eisenhower's program. The report of the advisory committee, headed by Lucius D. 
Clay, included the map and the recommendation that the Federal Government should 
assume responsibility for modernizing the interstate highway system. 


Reo to Build Plants 


In Canada, Mexico 


LANSING.—Reo Motors soon will | 
begin construction of a new factory 
branch in Toronto and an assembly 
plant in Mexico. 

This announcement followed a/| 
recent statement by John C. Took- 
er, president, that Reo is engaged 
in an intensive drive to rebuild and 
broaden its distributor - dealer or- 
ganization. 

Said Tooker, “The new branch in 
Canada will replace the present 
structure in Toronto which we have 
completely outgrown. We propose 
to hold firmly to the business we 
have in Mexico and to develop it | 
as broadly as possible.” 





LACO 
cofit Makers) 


PRESTO SPRAY ENAMEL 
11 Popular Colors poss 


and 
ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 


» Available in 12 Oz. cans. 








AUTO 
TURNTABLES 
e 


Manufactured by 


e 
Macton Machinery Co. 
DYKE LANE 
Stamford 2. 
Cona. 





MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, lilinois 





NATIONAL SYSTEM OF INTERSTATE HIGHWAYS ~ RURAL 
STATUS OF IMPROVEMENT, 1965 


Cites Competition... 
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Rails Seeking ‘Chaos’, 


CLEVELAND. — Railroad-advo- 
cated changes in the U. S. time- 
tested transportation policy would 
result in “chaos” which would be 
far greater than that which was 
seen in the early days of trans- 
portation, James F.. Pinkney, Amer- 
ican Trucking Assns. general 
counsel, charged before the 52nd 
semiannual meeting of the National 
Petroleum Assn. here. 


He said the reason for the pas- 
sage of the Interstate Commerce 





Act in 1887 was “not monopoly as is | 
constantly asserted by our railroad | 


friends, but was unrestricted and 
bloody competition.” 

He added that rate stability to 
prevent discrimination was the goal 


‘of regulation and declared that the 


* | Truck Aide Charges 


railroads want to “return to the 
situation that existed in 1887 in the 
railroad industry and prior to 1935 


Car Entered in ‘500’ 


Has No Pistons 


INDIANAPOLIS. — A race car 
powered by an engine that has 
neither pistons nor cylinders has 
been entered in the 500-mile race, 
May 30. 

It is claimed the engine can 
develop 800 horsepower. The car 
has been entered by Walter F. 
Strader, Los Angeles, who said 
fuel is compressed in a combus- 
tion chamber by a series of ro- 
tors. 

















(Motor Carrier Act) in the trucking 
industry.” 

He denied railroad charges that 
the trucking industry is subsidized 
or under-regulated. 

“Speaking for the trucking in- 
dustry,” he said, “let me flatly as- 
sert at this time that we do pay 
our own way.” 

Association members also heard 
N. R. Danielian, Great Lakes-St. 
Lawrence Assn., president, predict 
that there will be no immediate 
impact of the seaway on petroleum 
transportation. 

He said the trend was to pipelines 
in the Great Lakes area. He added 
that he doubted if tanker transport 
would be economically feasible due 
to the “seasonality of the Seaway 
and limitations of capacity and 
size.” 

Charles E. Spear, Standard Oil 
Co. (Ohio) executive vice-president, 
Cleveland, urged members of the 
association to unite on common 
problems and find and clarify the 
questions on which views are not 
in common and try to thrash out 
| those differences within the associ- 





pi ecieias. 





left to right: Robert M. Gray—Advertising and Sales Promotion Manager, Esso Standard Oil Co. Robert T. Howard—Radio Salesman, NBC Spot Sales. 
Robert H. Jones—V. Pres., Account Executive, Marschalk & Pratt. Vernon G. Carrier—Assistant Advertising and Sales Promotion Manager, 
Esso Standard Oil Co. George E. Pamental—T7V Salesman, NBC Spot Sales. Wallace L. Rusher—Section Head, Radio and Television, Esso 


Standard Oil Co. Curt A. Peterson—V. Pres., Radio-TV Director, Marschalk & Pratt. 
Candid Photo by Robert Frank 
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By Leo T. Parker 
Attorney at Law 

eS to the opinion of 

some automobile dealers, the 
purchaser of a car would be en- 
titled to recover full sustained 
damages though the seller was only 
partially fraudulent or deceitful. 
Such a situation may arise, for 
example, where a seller’s statement 
as to the quality of an automobile 
is partially correct and partial 
fraudulent. So held a higher court 
a few weeks ago. 

For instance, in Hess v. Kos- 
kovitch, 62 N. W. (2d) 806, the 
various facts were proven, as fol- 
lows: A seller sold to Koskovitch 
some motor equipment which he 
stated was made from stainless 
steel. Later the purchaser dis- 





Lawsuits Affecting Dealers ... 
Court Decisions 


covered that it was plated with 
stainless steel. 

After expending $175 in sales 
expense, Koskovitch finally sold 
the motor equipment and his total 
“out-of-pocket” loss by reason of 
the transaction was $1,475. Kosko- 
vitch sued the seller for $1,475 
damages, and based his suit on 
fraudulent statements of the seller 
that the equipment was made from 
stainless steel when, in fact, it was 
only clad or plated with stainless 
steel. 

* * * 


Seller’s Argument 


. seller argued that he could 
not be liable because actually 
the appliance was made from 
stainless steel, although not solid 
stainless steel. The seller con- 


SPOT SALES 


Chicago Detroit Cleveland Washington San Francisco Los Angeles 


Charlotte* 


30 Rockefeller Plaza, New York 20, N. Y. 


Atlanta® Dallas* 






*Bomar Lowrance Associates 


tended that his statement was not 
fraudulent as he had not stated 
or otherwise led Koskovitch to 
believe that the equipment was 
made from solid stainless steel. 


Nevertheless, the higher court 
held the seller liable in full dam- 
ages to Koskovitch. 

Modern higher courts consist- 
ently hold that a foreclosure of 
a chattel mortgage on an auto- 
mobile is invalid if the holder 
of the mortgage fails to comply 
with all clauses in the mortgage. 

For illustration, in Moszkowicz v. 
A. B. Lewis Co., 268 S. W. (2d) 





Correction 
A story in the Apr. 18 issue of 
Automotive News reported that 
AP Parts Corp. was suing G.L.O., 
Inc., for $500,000 in connection 


| with a secret lube-oil formula. 


However, the story incorrectly 
located the firms, raising the pos- 
sibility of misinterpretation. AP 
Parts is situated in Toledo and 
G.L.O. is established in Trenton, 
Mich. 
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is “The Esso Reporter 


messages to changing local 


overs the day the first robin 


products. 


Esso Service Stations. 


These Spot advantages can 


More and more advertisers 


Spot . 


WRGB Schenectady-Albany-Troy 


KSD-TV Sz. Louis 


WAVE Louisville 


WMAQ Chicago “NBC San Francisco 


547, these facts were disclosed: An 
automobile owner entered into 
an agreement with a repair dealer 
to change the motor and replace 
certain parts in his 1948 Kaiser. 

In pursuance of such agreement 
the automobile owner executed and 
delivered to the dealer his promis- 
sory note in the sum of $537 and 
a chattel mortgage covering his 
Kaiser automobile as security for 
the payment of such note. 

* * * 


Owner Defaults 


Ta note provided for acceler- 
ated maturity at the option of 
its holder in the event of failure 
of the automobile owner to pay 
any installment when due. The 
owner defaulted in making the 
agreed payments and the holder 
of the mortgage foreclosed. 
During the trial the testimony 
showed that the chattel mortgage 
provided for 10 days’ notice of 
sale to be posted at three public 
places in event of foreclosure, 


| but no such notice of the sale 


of mortgaged automobile was 


Esso and the Marschalk 
& Pratt Division of 
McCann-Erickson are 
Sold On Spot as a basic 


advertising medium! 


Esso—first in sales iri the area where its products 
are sold—was a pioneer in Spot broadcasting. This 
20th year on the air—a 
testimonial to the value of Spot advertising. Spot 
Radio and TV’s total flexibility allows Esso to: 


Change Copy To Fit Weather! Esso gears sales 


driving conditions. 


They’re on the air with a pitch for Spring change- 


hits town, and they 


sell anti-freeze hours before a cold snap comes. 


Pre-select Audience! Esso’s heavy schedule of 
news programs reaches predominantly male audi- 
ences—the people who buy most of the automotive 


Sell To Drivers! Spot Radio does the extra job 
of reaching drivers while they are approaching 


help you sell your 


product, too. Ask your advertising agency or an 
NBC Spot Sales Representative. 


are Sold on Spot, 


because more of their customers are Sold on 
. and some Spots are better than others. 


representing TELEVISION STATIONS: 
WNBK Cleveland PTV Portland, Ore. 


WAVE-TV Louisville 


MONA-TY Honolulu, Hawaii 
WRCA-TV New York WNBQ Chicago 


MRCA Los Angeles 


WRC-TV Washington, D.C. 
representing RADIO STATIONS: 
KSD St.Louis WRC Washington, D.C. 

KOU Honolulu, Hawaii 


WTAM Cleveland 
WRCA New York 


and the NBC Western Radice Netwerk 
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given by the holder of the mort- 
gage. Therefore, the higher court 
held the sale invalid. The court 
said: 

“The chattel mortgage provides 
for 10 days’ notice of sale to be 
posted at three public places in 
the event of non-judicial fore- 
closure, and we find no evidence 
that any such notice was given by 
the company of the sale it made 
of the automobile.” 


Car Transporters 
Set Safety Mark; 
Drive More Miles 


DETROIT. — Keeping pace with 
booming auto production, the auto 
transport industry traveled 17 mil- 
lion more miles last February than 
it did in February, 1954, according 
to the National Automobile Trans- 
porters Assn. 

Richard E. Beiser, general man- 
ager of the association, said that 
while hauling the hundreds of thou- 
sands more cars, the transporters 
set a safe driving record by oper- 
ating for the past two years with 
less than one accident every 100,000 
miles. 

Reporting that the truckers carry 
70 percent of all new cars and 
trucks, Beiser credited the safety 
record on the accident prevention 
program begun by NATA five years 
ago. 

“Although the sharp upturn in 
automobile and truck production 
since last fall meant the employ- 
ment of many new drivers, we have 
constantly maintained a close check 
on driver qualifications, behaviour 
on the highways, courtesy and ‘de- 
fensive’ driving in all member ac- 
cident prevention programs,” he 
said. 


Montreal, Boston 
Buy Mack Buses 


NEW YORK. — Orders for 35 
transit buses for delivery in Mon- 
treal and Boston are announced by 
Mack Trucks, Inc. 

Elliott G. Ewell, sales vice-presi- 
dent, said 25 special C47 transit 
units were sold to the Montreal 
transit commission and 10 C49 
buses to Boston’s metropolitan 
transit authority. 


Douglas Pontiac Opens 
Douglas Pontiac, Inc., has just 
opened in West Roxbury, Mass. 
Douglas Peters heads the new ¢on- 
cern. 


“4 





AUTOMOBILES 
i 
WHOLESALE ONLY 


All makes, models, & 


SETH-BOYDEN INC. 


‘ore 


TOMO BL haan 
TRL i 


poone ESsex 4-7700 


REVERSE CHARGES 
Tar VCR CR CA 6 emcls 





1 BUILD SERVICE PROFITS 
~ with personalized 
name plates 
DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 








100 Feet of 48-12” x 18” Pennants 

All-Weather Only $4.50 

refunded if not satisfied. 
MYRLO COMPANY 

2168 W. 25th, Cleveland 13, Ohio, dept. N 





Curate ecole , 
LEFT FOOT PEDAL 
Step on the gas with either foot 

with equol ease. Drive relaxed 

Guaranteed for the life of the car — 

which originally installed on. FITS ALL CARS. 
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“rings on’ her fingers ... bells on 
her toes... 

elephants to ride upon... 
tle Irish rose... 

come to your Nabob... 
Patrick’s Day... 

be Mistress Mumbo, Jumbo. OH 
SHEA.” 


wu some one of our gentle 
readers please tell me where I 
picked up that innocent Hibernian 
jingle, which now bids fair to com- 
plicate all my “pseudo-scientific 
hogwash” and leave me a column- 
ist with nothin’ to say . . . Imagine 

. Speechless. 

If you’ve been around for more 
than 50 years... as I have. 


my lit- 
on St. 


maybe you can remember the comic | 


opera in which I heard it... (NAH 
. it wasn’t Milton Berle... I 
even hope he wasn’t born yet). 
Maybe Blanch Ring ... Ray- 
mond Hitchcock .. . Jefferson 
De Angelis ... or even later... 
anyway it chimes in with every 
stroke of the safety razor... 
sounds rhythmical when I sing 
in the bathtub... gives me a 
lift when the bellhop appears dis- 
satisfied with his tip. 
Yuh can see and hear a lot if 
you've been around 50 years. 
* * * 


Ford Burns Up Sand 


sand beach in that “champion 
six-cylinder” . Barney Oldfield, 
heading out of Los Angeles for 





Phoenix ... the lads in that Thomas 
Flyer when the came down Michi- 
gan Ave. (Chicago) on their first 
long lap of the first automobile 
“jaunt around the world” .. . Roy 
Chapin when he arrived on Broad- 
way in that first cross country trip 
from Detroit to New York. 

Harry Ford (who built the Sax- 
on) and Hugh Chalmers . . 
when Billy Knipper won that 
race at Crown Point (Ind.) .. . 


Col. Clifton, of the Pierce Arrow | 
and Alfred Reeves when they | 
started to organize the National | 


HENRY FORD burning up the| 





U. S. Rubber Fieldmen Meet— 


Ninety field engineers and servicemen, representing 38 branches of U.S. Rubber 
Co.'s tire division, gathered for a four-day meeting in Detroit to study new tire 
developments and manufacturing processes. 


| Automobile Chamber of Com- = he had bought the Jeffery com- 
| merce (and Henry Ford and | pany outright). 

Thomas B. Jeffery weren’t in- | Then came Jordon (but that’s 
vited because they didn’t sub- | personal history ... which can be 
scribe to the Selden Patent) ... | told only with subdued music). The 
The First World War ... (Jef- | boys in the company made small 
fery built the Quad and Nash fortunes because it was the First 
sold them by the thousands after | recognition of four Dominant 
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1 Office 


Wagner Electric Corporation 
6400 Plymouth Avenue 

Saint Louis 14, Missouri 
Gentlemen 


"Faster by Foster" is 
Handling Freight Service” we 


delivery of cargo because of 


trailer units 











We definitely plan to 
as original equipment 


K 


K55-10 


FOSTER FREIGHT tings - Inc. 





* 1240 South 


Missouri and Illinois. Our customers can be assured ‘on schedule’ 
service ey carries Carough our whole set-up-—-from an 


wallsble. economical air brakes for our 


Approximately 80% of our present power units are 
equipped with Wagner Air Brakes. In the years we've been 

using the Wagner Rotary Air Compressor. many of them have 
operated efficiently for unusually long periods of time without 
failure or need for repair. Wagner Air Brakes are quiet in 
operation. have fast air pressure recovery and keep brake 
maintenance costs low because they are so dependable 
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lgner Hr Brakes 


~eekeep brake maintenance costs low because 
they are so dependable.” 


says: R. J. CUMMINS, Maintenance Control Supervisor, Foster Freight Lines, Inc., Indianapolis, Ind. 


aoesee 












Holt Rood + Indianapolis, indvana 
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the motto that keynotes the “One 
provide in Indiana, Ohio, Kentucky. 
our modern operation. This 


to the specifying of 
tractor and multiple 


continue to order Wagner Air Brakes 









Very truly yours, 











, 


R. J. Cummins 
Maintenance Control Supervisor 


BRAKES... 


Wagner Electric @rporation 


6393 PLYMOUTH AVENUE « ST. 
(Branches in Principal Cities in U. S. and in Canada) 


; 7 


ce: st: st 


Meeting ‘on-the-road’ schedules, assuring maximum cargo 
and equipment safety and keeping maintenance costs at a 
minimum are major responsibilities for all fleet operators. 
You can see from Mr. Cummins’ letter how his company’s 
operation benefits from the dependability of WAGNER 
AIR BRAKES. 


Actual checks with fleet operators have clearly shown that 
many units equipped with WAGNER AIR BRAKE SYS- 
TEMS never have compressor failure or require compressor 
exchange-—even after years of service. This high perfor- 
mance record is largely due to the superiority of the 
WAGNER ROTARY AIR COMPRESSOR. It is the only 
compressor utilizing rotary motion to keep friction loss low 
and operating efficiency high. Because of its fast air recovery, 
users are assured an adequate supply of air pressure at all 
times. This feature alone guarantees safe, sure stopping 
power to meet any road emergency. 


WAGNER ROTARY AIR COMPRESSORS eliminate car- 
bon formation in air lines and reduce fire hazard. Uniform 
torque load provides smooth, quiet operation with moderate 
stresses. Parts are interchangeable and only a minimum of 
preventive maintenance is required. 


Decide now that it will be good business on your part to 
learn the full story of dependable WAGNER AIR BRAKE 
SYSTEMS. They may be ordered as original equipment 
from leading truck and bus manufacturers and WAGNER 
AIR BRAKE KITS are readily available for easy field in- 
stallations. Send for your free copy of Wagner Bulletin 
KU-201—it gives full information. 





WAGNER AIR BRAKE USERS 
ARE OUR BIGGEST BOOSTERS 





LOUIS 14, MO., U.S. A. 





LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...NoRol...CoMaX BRAKE LINING... 
TACHOGRAPHS ... ELECTRIC MOTORS .. . TRANSFORMERS ... 


INDUSTRIAL BRAKES 





Facts . women’s influence in 
buying a car ... Romance took 
precedence over crankshafts . 

Color and Comfort were more im- 
portant than the price... the de:!- 
ers were never forced to take more 


cars than they could sell at a proiit. 
* * x 


BY | Now It’s Ancient History 


|: el ... that’s all ancient history 
now ... the boys and girls of 
today are looking ahead with their 
parents, trying to see what’s around 
the next corner ... Man has long 
dreamed of leaving the earth to 
travel in space ... Last week saw 
a development which brings it 
nearer. The Space Flight Commit- 
tee of the American Rocket Society, 
which is composed of realistic engi- 
neers and scientists, asked the Na- 
tional Science Foundation to under- 
|take the study of the utility of an 
unmanned earth-satellite. 

They say that the feasibility of 
such a vehicle has been established. 
The idea would be to place it about 
600 miles above the surface of the 
earth . . . looking forward to the 
time when it can be replaced by a 
manned vehicle. 

Milton W. Rosen is chairman 
of the Space Flight Committee, 
head of the rocket development 
for the Naval Research Labora- 
tory, Washington, and since 1947, 
has directed the Navy’s Viking 
upper-atmosphere research rocket 
project. 
| The components of the proposed 
|/unmanned aircraft ... the power 
‘plant ... airframes and stabiliza- 
| tion systems are ready now, or un- 
der development, in the nation’s 
guided-missile projects. We have 
had nine years’ experience with 
high-altitude sounding rockets and 
|the men of science anticipate the 
| cost to be far less than once was 
| envisioned. 

So, they have asked Dr. Alan 
T. Waterman, director of the Na- 
| tional Science Foundation, to 
| support the study ... and to sup- 
port their confidence in the proj- 
| ect, they have cited the opinions 
| of scientists in six different fields 
| as to the possible usefulness of 
| such a vehicle. 
| In its simplest form, a small un- 
|/manned satellite would be a hollow 
|sphere a few feet in diameter, 
weighing as little as 100 pounds. 

It might have a life expectancy 
of only a few weeks. But even such 
|@ momentary freedom from the 
earth would mark the beginning 
of freedom for man... freedom 
from gravity ... the first step to- 
ward the stars. 


Scott, Hammond 
Picked to Head 
'B-O-P Plants 


DETROIT. — The appointment 
of Kenneth W. Scott as manager of 
the Southern California plant and 
|Robert J. Hammond as manager 
| of the Arlington (Tex.) plant has 
| been announced by J. L. Conlon, 
|general manager of the Buick- 
Oldsmobile-Pontiac assembly divi- 
sion of General Motors. 

Also appointed were Joseph C. 
Christy as production manager of 
|the Southern California plant, H. 
|F. Settle as production manager of 
|the Arlington plant and Richard J. 
| Howlett as production manager of 
the Atlanta plant. 

Scotts’ GM career began in 1935 
|as a clerk in the Fisher Body divi- 
be at Lansing. He later served as 
administrator of manufacturing 
| studies in the B-O-P’s Detroit of- 
fice and as manager of the Arling- 
| ton plant. 
| Hammond joined GM in 1931 and 
| graduated from the GM Institute 
| in Flint. He later was named plant 
| engineer of the Atlanta B-O-P 
|plant and as production manager 
lat Atlanta. 


Ashtabula Elects 


Jones President 


ASHTABULA, O. — The Ashta- 
bula County Automobile Dealers 
Assn. has named the following new 
| officers: 
| President, Maurice E. Jones, Con- 
neaut; vice-president, Ted Blair, 
Geneva; secretary-treasurer, D. L. 
Haskell, Ashtabula, and trustees, 
Bill Pearson and Dick Goldsmith, 
Ashtabula; Bob Johnson, Geneva; 
Carlton Emhoff, Conneaut; Thur- 
man Marr, Andover, and Stan Ni- 
zen, Jefferson. 
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| Now... out of Chrysler Corporation... comes 
the greatest truck sales opportunity of all! 


Announcing new 


Dodgeiwtrucks! 


Brand-new Dodge trucks . . . with unequalled V-8 power and world- 
famous 6’s, with ‘‘Full-Circle”’ visibility and over 100 new features 
. .. mean greater profit potential for Dodge Truck dealers. 


And this fast-moving new line of trucks is only part of the Dodge 
Truck story! There’s the big service and replacement market from 
the millions of Dodge trucks now on the road. Moreover, Dodge 
trucks are famous for dependability, are priced with the lowest; 
and their 14- through 4-ton range covers 98% of the market. 


Whatever products you now handle, whatever truck lines are repre- 
sented in your community, we are confident you can boost your 
profits with Dodge trucks. Write today to Dodge Truck, 21500 Mound 
Rd., Detroit 31, Michigan or phone JEfferson 6-6200, Detroit. 














~- 





DODGE TRUCKS... 
THE POWER LINE WITH 
FULL-VIEW DESIGN 
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Sheffield Corp., Dayton, O., has 
announced formation of five pro- 
duction divisions and has appointed 
general managers for each. 

Appointments are: Victor Boll, 
contract services; Jack Welch, ma- 
chine tool; William I. Wilt, stand- 
ard production instruments; W. 
Fay Aller, research and Benton D. 
Witemeyer, fixed gages and inspec- 
tion room instruments. 

. oJ * 


Riley Retires from Sales 


With Thompson Products 


Russ G. Riley has retired as spe- 
cial assistant to the manager of 
service sales for Thompson Prod- 
ucts, Inc., Cleveland. Riley was with 
the firm for the past 20 years and 
has spent 47 years in the automo- 
tive parts industry. The firm said 
Riley will continue as a part time 
sales consultant. 

* * * 


AC Spark Plug Promotes 


Barton, Weckler in Sales 


David I. Barton and Ralph H. 
Weckler have been promoted in the 
sales section of AC Spark Plug, it| 





D. I. Barton 


R. H. Weckler 


was announced by E. H. Francois, 
replacement products sales man- 
ager. 
Barton was appointed to the 
newly created post of sales coordi- 
nator. Weckler succeeds Barton as 
distribution manager. Barton has 
been with AC since 1932. Weckler 
Joined AC in 1941. 
* ¢ *# 


Canadian Ford Picks 


King for Parts Job 

John D. King, formerly of 
Owosso, Mich., has been appointed 
assistant general manager of the 
parts and accessories division of 











re 


AUTO TURNTABLES 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 





| Also 
avail- 
able 
POSTS 
and | 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 








Use and Sell "Glass-Clear" 
CAR SEAT COVERALLS 






Protect your cars without concealing your uphol- 
stery. Here is the only car seat cover on the 
market 1 Dupont glass-clear, | 
durable Polyethylene. No nails—no sewing—no fit- 
ting required. Fits all cars—keeps off dirt, grease 

grime. Use it yourself and offer it to your trade. 
Send $2.98—or $5.50 for 2, ppd. Specify: ‘‘Solid’’ 
or “Split-Seat."’ Money-back jantity 
prices on request. 

STA-DRI PROD. Co. 


147-47N 6th Ave., Whitestone, L. 1., N. Y. 
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Ford of Canada, according to Paul 
Gillis, general manager. 

King began his career with Gen- 
eral Motors in Detroit in 1931. Be- 
fore joining Ford of Canada in 
May, 1954, he was assistant man- 
aging director of a Ford dealership 
in Johannesburg, South Africa. 

* * + 


Henry Heads Pa. Police 


Maj. Earl J. Henry, 58, who has 
served 31 years with the Pennsyl- 
vania State Police, has been ap- 
pointed to the $15,000-a-year post of 
commissioner by Gov. George Lead- 
er. He will automatically assume 
the rank of colonel and succeeds 
Col. C. M. Wilhelm, 73, who retired 
in his 50th year of service. 

ad * * 


Oakes to Head 3M’s 


Chemical Division 

Dr. B. J. Oakes has been named 
by Minnesota Mining & Mfg. Co. as 
general manager of its chemical 
products group. 

Herbert P. Buetow, president, said 


the group will coordinate research, 

product and sales efforts of 3M’s 

chemical line. J. W. Selden was 

named assistant general manager. 
7 e * 


Purolator Elects Abeles 


As New President 


Election of James D. Abeles as 
president and chief executive officer 
of Purolator Products, Inc., Rah- 

ai ee way, N. J., and H. 
Joseph Markert 
as executive vice- 
president has 
been announced. 

Abeles, as new 
president will suc- 
ceed Ralph R. 
Layte who be- 
comes vice-chair- 
man of the board. 
Layte, in retiring 

? as president, has 
J. D. Abetes completed 30 
years of service with the company. 
Abeles has been assistant to the 
president. 





* * * 


DuPont Promotes Three 


Promotion of three executives has 
been announced by E. I. duPont de 
Nemours & Co., Inc. Dr. Kenneth 
C. Johnson has been appointed tech- 





nical manager of the dyes sales di- 
vision, organic chemicals depart- 
ment. He succeeds Charles F. 
Schaumann, who has retired. 

Harry F. Clapham has been ap- 
pointed assistant technical man- 
ager, sales division, succeeding Dr. 
Johnson. Harold L. Sager succeeds 
Clapham. 

o * * 


International Moves Greene 
To Chicago Sales Post 


Wayne G. Greene, formerly Inter- 
national motor truck district sales 
manager at New Orleans, has been 


transferred to Chicago in the same : 


capacity according to R. M. Buzard, 
truck sales manager of Interna- 
tional. 

He replaces M. F. McCarty who 
has been Chicago truck district 
manager for the past 23 years. 
Greene has been with International 
for 21 years. : 
* * * 


Dunlop Appoints Two 


R. C. V. Mackenzie, sales vice- 
president of Dunlop Tire & Rubber 
Corp., has announced appointment 
of Ewald R. Olson and Joseph A. 
Farnell as truck and bus represen- 
tatives. Olson formerly was with 





White Motor Co. Farnell was with 
Rubber & Tire Materials Co., Dallas, 


* * * 


Eskridge to Head Field Office 
Of Clark Equipment Division 
Wade A. Eskridge has been ap- 
pointed manager of the new field 
office of Clark Equipment Co.’s <u- 
tomotive division at 403 Peoria St., 
ne Tulsa, Okla. C, 
H. King, vice- 
president, has an- 
nounced. 
Eskridge’s ter- 
ritory includes 
Oklahoma, Texas, 
Kansas, Colorado, 
Missouri, Arkan- 
sas, Louisiana, 
Lea County, N. 
M., and Shelby 
County, Tenn. 
He joined Clark 
this year after eight years with 
various manufacturers of automo- 
tive parts. 





W. A. Eskridge 


* * 


Roberts Gets New Post 
Dr. Frederick H. Roberts has been 
appointed director of research for 
Bakelite Co., George C. Miller, pres- 
ident, announced. Roberts joined 
(Continued on Page 35, Col. 3) 


When you buy a new Car... remember 











LOOK FOR THIS SIGN 
when you need Safety 
Glass replaced in your 
car. It’s a sign of ex- 
pert workmanship. 


— what happens 


shield and what happens inside . . . where 


you are! 


All windshields protect you from wind and 
cold, rain and snow. Ordinary windshields 


quit right there. 





But a windshield of E-Z-Eyve Safety Plate 
Glass also shields you from heat and glare. That 


outside your wind- 


distinctive blue tint in E-Z-Eye reduces in- 
coming solar radiation. And the deeper, 


neutral blue at the top of the windshield 


greatly cuts down sky glare. 
So you drive relaxed and stop refreshed, 


not wilted and weary. That’s why you’ll see 


finest cars. 


E-Z-Eye Safety Glass in most of America’s 


Have E-Z-Eye in yours. Chevrolet, Buick, 
Cadillac, Oldsmobile, Pontiac, Packard, Stu- 
debaker and Willys all offer the added comfort 


of E-Z-Eye Safety Glass at low extra cost. 


with the shaded windshield 


‘Reduces Glare, Eyestrain, Sun Heats 


LIBBEY*OWENS:*FORD GLASS CO., TOLEDO 3, OHIO 
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Australian Dealers See Motorama— 


Five Australian dealers, representing General Motors-Holden's Ltd., attended the 
opening day of the GM Motorama of 1955 held recently in San Francisco. They met 
with GM officials and dealers from the western states and Alaska. From left are 
Harry A. Cavanaugh, vehicle sales manager, GM-Holden's; G. E. Green, E. G. Eager 

i & Son Pty., Ltd.; Ron Gibson, Sydney Atkinson Motors, Ltd.; J. A. Gilbert, John A. 
Gilbert Pty., Ltd.; G. M. Hosking, State Motors Ltd.; Harlow H. Curtice, GM president, 
and R. M. Jacka, Preston Motors Pty., Ltd. 
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(Continued from Page 34) 


Union Carbide & Carbon Corp., pa- 
rent company of Bakelite, in 1934. 
Since 1946 he has been director of 
plant laboratories at Carbide & Car- 
bon Chemicals Co., South Charles- 
ton, W. Va., another division of 
Union Carbide. 
* * * 


Canadian GMAC Shifts 
Four Office Managers 


General Motors Acceptance Corp. 
of Canada, Ltd., has announced four 
personnel shifts. 

Earle C. Sexton has replaced R. 
A. Walters as manager of the Mont- 
real branch. Walters will go to Buf- 
falo. Edward A. Thompson succeeds | 
Sexton in Ottawa and James W. 
Dean will take over North Bay, 
Ont., the branch formerly headed by 


Thompson. 
+ +. 


SKF Elects Broden 


Edwin R. Broden has been elected | 
executive vice-president of SKF In- 
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dustries, Inc. He formerly was ex- 
ecutive vice-president of Carborun- 
dum Co., Niagara Falls, N. Y. 


* * * 
Mack Appoints May 


As Chief Engineer 

W. M. May has been appointed 
chief engineer of Mack Trucks, 
Inc., Theodore J. Zeller, opera- 
tions vice-president has an- 
nounced. 

May will headquarter at the 
main plant in Allentown, Pa., 
where he began with Mack in 1939 
as a student engineer. 

+ * ca 


Triska Manages McCormick 


James F. Triska has been named 
manager of International Harvest- 
er Co.’s McCormick works in Chi- 
cago, C. N. McIntire, manufactur- 
ing manager of the farm implement 
division, announced. 

He replaces Clarence J. Groth, 
who was appointed staff assistant 
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to the manager of manufacturing 
at the firm’s general office. Triska 
started with Harvester more than 
25 years ago and formerly was 
manager of its Rock Falls (Iil.) 


works. 
a + * 


Alemite Names Seanor 


To Detroit Sales Post 


John M. Seanor has been ap- 
pointed sales manager of all Ale- 
mite products sold to original equip- 
tinent customers 
served by the De- 
troit sales office 
of division I of 
Stewart - Warner 








TRY THIS TEST. The part of your arm 
shielded by E-Z-Eye feels cooler because 
E-Z-Eye blocks so much solar heat. 


Corp. 

Seanor has been 
with Stewart- 
Warner since 1937 
except for one 
year during which 
he attendeda 

: dealer manage- 
J. M. Seanor ment course at 
the General Motors Institute and 
served as sales manager of a Mil- 
waukee dealership. 

* 7 * 


Nelson Heads Promotion 


For Pontiac Midwest Region 


Appointment of Roy C. Nelson 
as sales promotion manager for 
Pontiac’s midwest sales region is 
announced by H. E. Crawford, 
general sales manager. Nelson 
succeeds J. A. Gundry, promoted 
to assistant zone manager in the 
Milwaukee zone. 

Nelson was a district manager 
for Pontiac in the Kansas City 
zone before moving to the mid- 
west region. He joined Pontiac in 
1950 and has held positions in the 
service department, car distribu- 
tion and in sales. 

* * > 


Johnson Elected Director 

Willis E. Johnson, Noel’s Auto 
Electric Service, Inc, Jackson, 
Miss., has been elected a director 
of the Automotive Electric Assn. 
Johnson will represent Alabama, 
Florida, Georgia, Kentucky, Missis- 
sippi, North Carolina, South Caro- 
lina, Tennessee and Virginia. 

* * 


+” 
Syriac at Kindt-Collins 
Vincent A. Syriac, former sales 
manager of Springfield Cast Prod- 
ucts, Inc., has joined the sales force 
of Kindt-Collins Co., Cleveland. He 
replaces Herbert E. Wright in the 
east. Wright has been transferred 
to Milwaukee as branch manager. 


SO EASY! 


NO RUBBING — 
NO SCRUBBING! 









Just spray it on 
— wipe it off! 
This new chemical compound 
takes all the hard work out of 
cleaning white tires. It penetrates 
all dirt, grease and grime, in- 
stantly makes white surfaces look 
like new, yet it absolutely won't 
harm chrome or rubber. 

Sprayer furnished free with 
each bottle. 


WHITE TIRE 
CLEANER 


Made by LAS-STIK MFG. CO., HAMILTON, OHIO. 
If your jobber can't supply 
you, order direct from factory. 








BUS SEAT—The Commuter Model 5405 
is said to obtain as much net revenue 
space as possible from buses without any 
sacrifice of passenger comfort. The seat 


___ AUTOMOTIVE NEWS, MAY 2, 1955 


NEW PROD 


multiple perforation pattern in the | 


muffler tubes. Donaldson Co., Inc., 
666 Pelham Blvd., St. Paul 14, Minn. 
« * * 












| 


REFUSE LOADER—The Ram-Pak is said 
to crush and pre-pack and load garbage 
as well as metal cans, wooden crates and 
other assorted metal and wood refuse 
items. Herman Body Co., 4400 Clayton 
Ave., St. Louis, Mo. 







features a foam rubber back and spring 
cushion (foam rubber saddle-shaped cush- 
ion available) and a set-forward footrest. 


American Seating Co., Grand Rapids, 
Mich. 





TRUCK HINGE—The Warren SSS Hinge 
is said to eliminate sagging and screech- 
ing of access doors on petroleum tank 
trucks and other vehicles used for deliver- 
ies in residential areas at night. The unit 
is bolted to door and frame. Betts Ma- 


chine Co., W. 1800 Pennsylvania Ave., 


Warren, Pa. 


* * Bd 

Truck Muffler Line Said 
To Give Silent Operation 

A new line of mufflers for gaso- 
line and diesel trucks is said to 
provide greater engine economy. 

It is stated that low back pres- 
sure and superior silencing result 
from a construction utilizing a 
* + * 











MODIFIED PARCEL CHASSIS—The modified P-350 Ford parcel chassis features a 






SLIDING DOORS — Double-action twin 
sliding bulkhead doors are now offered as 
optional equipment on model 334-374 and 
21 Divco delivery trucks. The doors are 
available with either manual or automa- 
tic controls. Divco Corp., 22000 Hoover 
Rd., Detroit, Mich. 





| UTILITY PUMP—A utility pump which 
| develops pressures up to 350 pounds has 
been designed for handling spray chemi- 
cals, liquid fertilizers, petroleum products 
and water. It is powered by a rear power 
source that taps the engine power of 
light trucks and pickups. H. S. Watson 
'Co., 1316 67th St., Emeryville, Calif. 













12-foot aluminum body by Grumman and is designed for wholesale bakery deliveries. 
The body has 440 cubic feet of loadroom but weighs only 1,493 pounds. Side panels, 
rub rails, side skirts, rear panels, floor and wheelhousings are built of aluminum alloy. 


J. B. E. Olson Corp., 1740 Broadway, New 


* * * 














York 19, N. Y. 


* x x 








SLEEPER CABS—These two tractors, equipped with Model FSCL Fageol Highway 





Sleeper Cabs, are part of a fleet of 90 units ordered by Denver Chicago Trucking Co. 
Designed for operation with 35-foot trailers within 45-foot length limits, the cab is 
fitted with a 26-inch wide bunk, while bumper-to-back distance is only 85% inches. 
Twin Coach Ce., Kent, O. 








CLEARANCE LAMP—The Warren Snap 
Seal S-100 is designed as a low-cost clear- 
ance lamp for trucks, trailers and other 
commercial vehicles not requiring vapor- 
proof construction. S-100 has the same 
Snap Seal arrangement to hold its lucite 
lens as other Warren lamps. The seal is 
achieved through use of a special compo- 
sition “O” ring that eliminates screws, 
springs or other lens fasteners. Betts Ma- 
chine Co., Warren, Pa. 

- ss. @ 





TRUCK BEDS—Overall truck and trailer 
weight is reduced by the use of expanded 
metal diamond-shaped beds in place of 
plate steel. The expanded metal is welded 
to cross members and side railings. Good 
drainage is another feature, the company 
said. Wheeling Corrugating Co., Wheel- 
ing, W. Va. 











TARP SHIPPER—Canvas tarpaulins are 
being packaged in a two-color box de- 
signed to give maximum product identity. 
Product information and illustrations are 
designed to encourage dealers to use the 
box in counter displays. Hinde & Dauch, 


Sandusky, O. 
oe « 


Snow Plow Makes Use 
Of Prevailing Winds 

E. C. Bains, Ottawa truck sales 
executive, has invented a snow- 
plow, the Dungarvon Tri- Way 
Plow. It works on the principle 
that snow should be moved from 
roads in the direction of the pre- 
vailing wind. 

Longer and wider than the usual 
snowplow, it is adjustable to left 


UCT 


or right by means of 20-ton hy- 
draulic jacks operated from within 
the cab. Dungarvon Co., Ltd., Al- 
monte, Ont. 


* * * | 


| 
| 





MECHANIC'S ELEVATOR—Truck engine 
repairs are said to be made more easily 
and quickly with a Lightning Adjustable | 
Step. The mechanic's elevator fits 20-inch | 
tires and collapses for transportation or | 





storage. Southeastern Mfg. Co., Box 535, | 


Waukesha, Wis. 
s “ Ss 


Tire Display Unit 
Produced by Morrison 


Morrison Railway Supply Corp., | § 


Buffalo, through its equipment di- | 
vision, is producing a tire ware- 
house-merchandiser. It has a baked 
enamel finish and comes in two 
sizes. 

The three-bay unit is 15 feet long 
and holds 108 tires; the two - bay | 
unit is 10 feet long and contains 72 | 
tires. It is intended to solve tire | 
storing problems and fill display 
needs. Additional information can 


| 
| 
| 





AXLE TUBE PULLER—A 50-ton truck oxle 
tube and sleeve puller is said to do the 


| work in half the time. The unit is inter- 
| changeable with other OTC pullers and 
| adaptors and may be used as a portable 


power unit in the field or in the shop. 
Owatonna Tool Co., 314 N. Cedar St., 
Owatonna, Minn. 





TRUCK SKYLIGHT — “‘Lamilite” is the > 
trade-name of a translucent plastic used : 
for truck skylight panels. It is claimed the 
skylight will transmit 50 percent of the 
available light to truck interiors for easy 
reading of shipping labels and lists. Strick 





be obtained by writing the company 
at 814 Rand Blidg., Buffalo 3, N. Y. | 


* * * 





Plastics Corp., Whitaker at Godfrey Sts., : 
Philadelphia 24, Pa. | 


BOOM ATTACHMENT—Holmes wrecker booms can be converted to a mobile load- 
ing and installing boom by attachment of an Ad-Mor-Length unit. The attachment 
comes in lengths from six to 38 feet. The base and top combinations are rated to 


lift 10 tons to a height of six feet. At maxi 


mum height of 38 feet, the unit will handle 


one ton. Earnest Holmes Co., 2505 E. 43rd St., Chattanooga, Tenn. 


* *x x 


x * * ; 





FORD TRUCK CHASSIS—Bodies for ‘55 
Truck Distributors, Inc. General delivery ( 


Ford truck chassis are offered by Utility 
above), and special bodies are available 


Special units include dairy, bakery, bus-type, laundry and custom bodies. They come 


in eight, 10 and 12-foot lengths. Among 


the features are 180-degree vision for the 


driver, low step wells, flush doors, selection of rear door widths and insulation 


throughout. Utility Truck Distributors, Inc., 


Union City, Ind. 
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By Martin L. Whitmyer 
Staff Writer 

“The amount of money being 
speut today is the real clincher of 
how business is recognizing busi- 
ness papers as sales tools in the 
marketing of business and indus- 
trial goods and services,” says Nel- 
son Bond, executive vice-president 
of the publications division of Mc- 
Graw-Hill Publishing Co. 

Speaking before a joint meeting 
of the Adcraft Club and Industrial 
Marketers of Detroit, Bond said 
business paper advertising volume 
exceeds the annual advertising vol- 
ume of such media as weekly mag- 
azines, women’s magazines, general 
monthly magazines, farm maga- 
zines and outdoor advertising. The 
total agency commissions paid an- 
nually by business papers, said 
Bond, exceed those of other media. 

Despite the strides made by 
business publications in the last 


few years, there are certain areas | 


of misunderstanding that still 
exist about business papers and 
their function as sales and mar- 
keting adjuncts, Bond said. 

“The businessman who doesn’t 
read his business paper is no better 
off than the man who can’t read,” 
he declared. 

Combating the assertions by some 
people that “nobody reads business 
papers,” Bond presented the follow- 
ing figures: 

In 1942, all business publications 
had a total circulation of 13,576,000 
and a revenue of $26,500,000. Last 
year, all business publications had 
a total circulation of 29,850,000 and 
a gross revenue of $55,800,000. He 
put the amount spent for advertis- 
ing in business papers today at 
$400,000,000 yearly. 

“Business paper advertising 
rates are relatively low compared 
to mass media, yet business paper 
advertising is the most expensive 
magazine advertising you buy on 
a per thousand basis,” Bond said. 

“But the small, selected, concen- 
trated circulation of business pa- 
pers on a subscriber basis taps a 
buying power for industrial goods 
and services that cannot be matched 
by any other type of media,” Bond 
said. 

+ + Ea 


POPAI Picks Officers 


Donald S. Hutchinson, vice-presi- 
dent of Lutz & Sheinkman, New 


York, has been reelected president | 
of the Point-of-Purchase Advertis- | 


ing Institute. 

Other officers reelected at the 
institute’s recent convention in 
Chicago were: Stanley L. Wessel, 
president of Stanley L. Wessel & 
Co., Chicago, first vice-president; 
Harry Fenster, president of L 
Fenster & Sons, Inc., New York, 
treasurer, and W. L. Stensgaard. 
president of W. L. Stensgaard & 
Associates, Inc., Chicago, board 
chairman. 

Newly elected officers were Carl 


Bergmann, sales manager of| 


Palmer Associates, New York, sec- 
ond vice-president, and A. J. Borre 


executive vice-president of Magill | 


Weinsheimer Co., Chicago, western 
vice-president. 

The 1956 POPAI Symposium & 
Exhibit will be held Apr. 10-12 at 
the Hotel Astor in New York. 
Chairman will be Carl Bergmann. 

* * & 
Ford Elevates Moore 


Election of Charles F. Moore jr. 


Affecting Factories and Dealers .. . 


Auto Advertising 


| 
a partner in Earl Newsom and Co., 








New York public relatioris firm. | 
From 1946 to 1948, he was execu- | 
tive assistant to Robert F. Brad- 
ford, then governor of Massachu- | 
setts. 


| the GM public relations staff since 
1943, succeeds De Lorenzo as ex- 
ecutive in charge of press and ra- 
dio relations in Detroit. He joined 
GM in October, 1943. 
| * * * 

‘Sanitized’ Ad Campaign 

An intensive eight-week adver- 
tising campaign promoting the 
fact that Dodge dealers are fea- 
turing “sanitized” used cars has 
started in 34 major markets. The 
campaign combines the use of 


* * & | newspaper advertising with spe- 


GM Ups 3 PR Executives 


Paul Garrett, GM public relations | 
vice-president, has announced the | 
|}appointment of Anthony De Lor-| 
|enzo as director of press and radio| 
relations for General Motors. 


He succeeds Kenneth Youel, who 
has been appointed to the new po- | 
sition of director of divisional rela- | 
| tions in the public relations depart- 
| ment. 
| De Lorenzo has been with the 
department since 1949 as execu- 
tive in charge of press and radio 
relations in Detroit. In his new 
position he will supervise GM 
press activities throughout the 
country. 


Thomas E. Groehn, a member of! Detroit for Batten, Barton, Dur-' chairman of the Michigan Council 


as public relations vice-president | 


of Ford Motor Co. has been an- 


est R. Breech, 
chairman of the 
board. 

Since becoming 
associated with 
Ford in April, 
1952, Moore has 
served as direc- 
tor of public rela- 
tions and has 
been a member 
of the adminis- 

C. F. Moore jr. tration commit- 
tee. He also is a member of the 
merchandising and industrial rela- 
tions committees. 

For several months during 1953 
and 1954, he was on leave from 
Ford to serve on the White House 
Staff as a_ special 
President Eisenhower. 





consultant to| 


nounced by Ern-| 


Yes — with just one oil, Quaker State 
MEDIUM HD, you can provide the best in 
lubrication for the majority of your summer 
customers. It meets every normal summer 
driving need. And this one oil assures you 


quick turnover and 


Quaker State MEDIUM HD is super- 


refined from world 
vania Grade Crude 
vides the Miracle 


Prior to joining Ford, Moore was | 


cial radio spot announcements 
and car cards. 

Featured in the “sanitized” 
used-car ads is a registered nurse, 
Mary Jo Foster, who points up 
the process used by Dodge deal- 
ers in making their used cars 
“antiseptically clean and safe.” 

* * * 


Lindroth Joins Randall 


Fred M. Randall Co. has an- 
nounced the appointment of Cyril 
|Lindroth as director of its public 


| relations department. Lindroth will | 


| devote full time to public relations 
| counsel and service for Ex-Cell-O 
|Corp. and other firms represented 
by the agency. Lindroth formerly 
was public relations manager in 





stine & Osborn, in charge of pub- 
lic relations for DeSoto. 
* * ca 


| Travel Aid for Children 


Today Treasure Books, Inc., New 
| York, is re-issuing a new 1955 edi- 
i of “Let’s Take a Trip in Our 
|Car,” a children’s book created by 
| Byron Farwell, a public relations 
|}aide at Chrysler Corp. 
| It features an attached die-cut 
| plastic Plymouth car that comes 
j}out of the cover and is used by 
| children to take a road trip around 
|the United State on a six-foot fold 
; out Map. 

In addition to the die-cut plastic 
Plymouth and the road map, the 
book includes six 1955 Plymouths 
| made of stiff paper that can be cut 
|out and placed along the road tour, 
a gas station, a motel, a diner and 
a souvenir shop with their own 
fold-back stands, and 13 traffic sig- 
nal signs complete with an explan- 
|}ation of what each means in terms 
| of safety. 





* * * 


Hatch Heads Mich. AAAA 
Clarence Hatch jr. executive 

vice-president of D. P. Brother & 

Co. ad agency, has been elected 
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of the American Assn. of Advertis- 
ing Agencies. 

Other Michigan Council mem- 
bers elected were R. J. Farricker, 
Kudner Agency, Inc., vice-chair- 
man; Robert Anderson, Batten, 
Barton, Durstine & Osborn, Inc., 
secretary - treasurer, and Robert 
Jaqua, of Jaqua Co., Grand Rap- 
ids, Mich., and Joseph G. Standart 
jr.. Kenyon & Eckhardt, Inc., gov- 
ernors. 

* . + 


United Service Campaign 


An automotive parts advertising 
campaign which tells the story for 
consumers, distributors and dealers, 
has been created for the United 
Motors Service division of General 
Motors. 

Double paged in four colors, the 
campaign will appear in the Sat- 
urday Evening Post and Life, be- 
ginning in May. Campbell-Ewald 
Co., Detroit, is the advertising 
agency. 

* + * 

ATTENTION Detrorr ApMEN: Ad- 
craft speaker this week (Friday, 
May 6, at the Statler Hotel) will 
be James S. Devine, of the Audit 
Bureau of Circulation. 
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“Werte all set for summer with 
Quaker State Medium HD" 


steady profits. 


famous 100% Pennsyl- 
Oil. It’s the oil that pro- 
Film of protection on 


moving engine parts—a development of 
Quaker State’s advanced engineering and 
research. And it’s famous for endurance— 
it lasts longer through hottest weather and 
hardest driving. 

Quaker State products are backed by 
powerful and consistent national advertis- 
ing. They’re high in prestige. They assure 
top performance. They bring in steady, 
worth-while profits! 


Member Pennsylvania Grade Crude Oil Association 
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QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 






Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auctions up 
to last week reflected a $4 decrease for April to date from the previous 
week, according to Automotive News’ index. 


Prices rose on two model groups and declined on six. The risers 
were ’54s, $2, and ’52s, $5. On the downside were: ’55s, $2; ’53s, $10; 
"51s, $7; 50s, $9; '49s, $6, and ’48s, $6. 

The ratio of sales to offerings dropped to 69% percent last week 
from the 74 percent of the previous week. 


Prices marked with an * indicate a unit equipped with an automatic | 


transmission or overdrive and (ps) indicates power steering. 


MINNEAPOLIS | DODGE—"49 Deluxe coupe, $225. 


FORD—'55 Fairlane (8) 4-dr., $2,085*: 2- | 
'54 Crest (8) Victoria, $1.- | 


(Minneapolis Auto Auction, Sale every! ar. $2,000* 
Wednseday. Prices are for sale of Apr. 20.) | 625* 53 Cu 8 a 
(Wow—We’re really unloading up here : i om ie 
with very clean cars and loads of ring 
action.) 
BUICK—’'54 Super 4-dr., $2,190*. '53 Spe- 
cial 2-dr., $1,120*. 
CADILLAC—'51 (62) 4-dr., $1,740*. '50| 
(62) 4-dr., $1,510*. "49 (62) 2-dr., $630*. $240°*. 
CHEVROLET — '55 Two-ten (6) Delray! weRCURY 
coupe, $1,810*. '54 Two-ten 4-dr., $1,-|  ; 53 Cust * or, 
190, $1,185, $1,180, $1,175, '53 Two-ten| $o00°° 'B1 adn, deh? dee Sen 2-dr., 
4-dr., $990, $960, $950, $910; One-fifty| 4-ar," s250* : : 
2-dr., $755, $750. '52 SL Deluxe 4-dr., . 


| , 2 at $1,000*; 
| 4-dr., $665*. '51 Custom (8) 4-dr., $525* 
| 
| 


Custom (8) 4-dr., 2 at $275* 





$650, $630. '51 SL Deluxe 4-dr., $590, NASH—'52 Rambler 2-dr., $700*; States- 


$560. '50 SL Deluxe 4-dr., $490, 2 at man 4-dr., $675*. '51 Ambassador 4-dr., 
$450, $400, $390. "49 SL Deluxe 2-dr.,| $405*, $355°. 
$300, 2 at $290, $235. | OLDSMOBILE—'49 (76) 4-dr., $325*. 





in Every 
Type and Size 





Behind every Eaton Axle there is almost a half-century of truck axle 
manufacturing experience. The advanced engineering and quality 
construction which have made Eaton 2-Speeds famous for stamina 
and low-cost hauling are also found in Eaton single-reduction, 
The rugged housing used in famous Eaton 2- ouble-reduction, tandem drive axles, and front axles. In more than 
Speeds is also used for Eaton single-reduction two million motor trucks, Eaton experience and engineering know- 
and double-reduction axles —the three heads are how are reflected in outstanding performance records, minimum 





$510, $545. ‘50 Custom (6) 2-dr.; $465*, | 
$450*, $420*, $410*, $385, $375, $370. ‘49 | 


KAISER—'51 Deluxe 4-dr., $340*, $250*, 


‘54 Custom 4-dr., $1,675*, $1,- 
oe es Stee 2 ee | oinvanee '55 Windsor 4-dr., $2,585* 


2 at $560". "49 | 
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PACKARD — '55 Patrician 4-dr., $3,165* | 


(ps). 

PLYMOUTH—’'53 Cranbrook 4-dr., $860*. 
‘51 Cranbrook Belvedere, $575; 2- dr., 
$455. '49 Deluxe 4-dr., $240. 


| PONTIAC—’54 Chieftain (8) 4-dr., $1,500*; 


Chieftain (6) 4-dr., $1,275. '53 Chieftain 
(8) Catalina, $1,425*. °50 Silver Streak 


(6) 2-dr., $345. '49 Silver Streak (6) 2- | 


dr., $320 


STUDEBAKER—'52 Champion 2-dr., $500°. | 


'49 Champion 2-dr., $210*. 


DENVER 


(Denver Auto Auction. Sales every Fri- 


day and Monday. Prices are for sales of | 


Apr. 15-18.) 

(Market strong on clean, used-cars; 
slightly off on new units. Sold 161 cars 
out of 367 offerings.) 

BUICK—’'55 Special Riviera 4-dr., $2,960* 
(ps), $2,400; 2-dr., $2,625*; Century Riv- 
jiera 2-dr., $2,930* (ps), $2,890* (ps); 
Super 4-dr., $2,745* (ps) ‘54 Century 
4-dr., $1,900; Special 4-dr., $1,640*. ’F2 
Special 2-dr., $790. '51 Special 2-dr., $600. 


CADILLAC—'55 (62) conv., $4,770* (ps); | 


4-dr., $4,400* (ps). '54 (62) coupe de- 


Ville, $4,050* (ps). '53 (62) coupe deVille, | 
$2,840* (ps); 4-dr., $2,385* (ps); coupe, | 


$2,060*. 


Main (8) 2-dr., $775*. '52 Custom (8) | CHEVROLET —'55 Two-ten (8) 4-dr., $2,-| 


125, $1,905*, $1,900*; Bel Air (8) 4-dr., 


$2,000; | 2-dr., $1,925. '54 Two-ten 4-dr., | 


$1,250, $1,115. '53 Bel Air 2-dr., $1,070*; 


Two-ten 4-dr., $920, $900; 2-dr., $895, | 


$845*; %-ton pickup, $795. '51 SL Deluxe 
club coupe, $565. ‘50 SL Deluxe 4-dr., 
$450; %-ton pickup, $510, $415. 


(ps). '54 NY 4-dr., $1,805* (ps), $1,730* 
(ps). '53 Windsor club coupe, $1,730*. ’51 
Imperial 4-dr., $1,045; Windsor New- | 
port, $540*. 


| DeSOTO—'55 Fire Dome (8) 2-dr., $2,470*. 
54 Fire Dome (8) 4-dr., $1,250. °53 Fire | 


Dome (8) club coupe, $945*; Powermaster 


| = 





interchangeable. hauling costs, and longer vehicle life. 
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f PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 
Springtites* Spring Washers* Cold Drawn Steel* Stampings* Leaf and Coil Springs» Dynamatic Drives, Brakes, Dynamometers 
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(The above figures are averages of used-car auction prices, all make: 
and models, carried regularly in Automotive News.) 





‘52 Powermaster 4 - dr., 


— '53 Meadowbrook 4-dr., 
%-ton pickup, $655*. ’ 
$355, $270*; 
%-ton pickup, $430*. 
| FORD—’55 Fairlane 


%-ton pickup, 


Crown Victoria, 
; Victoria, $2,050, $1,975; 
, $2,200; 2-dr., 
Country sedan, §2,- 


, $2,425* (ps), 
$1,925; Custom 


Ranch Wagon, $1,940". 
‘53 Custom 


Squire. $i, 575*. 
—'53 Jet 4-dr., 





AXLE DIVISION 


CLEVELAND, OHIO 


COMPANY 


Average Used-Car Prices 


(Compiled by Automotive News) 


March, Feb., 
1955 1955 


ib scevisedivesess $2,244 $2,220 
1954....... 1,565 1,595 
1953 qeekeses 1,050 1,075 
BR isstevesets 721 736 
529 537 
387 382 

1949....... 273 276 
1948... i 172 190 
Overall | —S Ss ——— 
Average $ 851 $ 868 $ 875 





LINCOLN—’54 Capri 4-dr., $2,455* (ps). 
'53 Capri 4-dr., $1,750*; coupe, $1,€71)* 
(ps); Cosmopolitan 4-dr., $1,505*. 

MERCURY—’55 Montclair coupe, $2,814, 
$2,790. '54 Custom 4-dr., $1,685*, §1,- 
510. ’°53 Monterey 4-dr., $1,180". ‘51 2- 
r., $720. '50 4-dr., $365. '49 club ccupe, 
$270. '48 2-dr., $180. 

NASH—’52 Statesman (6) coupe, $655. ‘50 
Ambassador 4-dr., $295*. 

OLDSMOBILE — '55 (88) Super Holiday, 
$2,820*; Deluxe Holiday, $2,545. '54 (98) 
4-dr., $2,860* (ps); (88) Super 4-dr., 
$1,955. °53 (98) Holiday, $1,775*. ‘52 
(98) 4-dr., $1,215* (ps); (88) coupe, 
$870*. '51 (98) 4-dr., $770*. 

PACKARD—’53 Clipper Sportsman, $1,025 

PLYMOUTH—’'55 Belvedere (8) Sport 
coupe, $2,150*; 4-dr., $2,000*. °53 Cran- 
brook 4-dr., $845, $760. 

PONTIAC—'55 Star Chief (8) Catalina, 
$2,670* (ps), $2,645* (ps), $2,590* (ps), 
$2,475*; 4-dr., $2,245°*. 

STUDEBAKER —'53 Champion 4-dr., $965 





| ’52 Champion 4-dr., $535. ‘51 ‘'%-ton 
pickup, $385. ‘50 Champion 4-dr., $170), 
$165; %-ton pickup, $295. ‘49 ‘!:-ton 


| pickup, $305. 

| WILLYS—’55 station wagon, $2,170. ‘48 1- 

| ton pickup, $315. 47 jeepster, $315. 

| MISCELLANEOUS—'52 GMC *%-ton pick- 
up, $570. '51 GMC %-ton pickup, $475 

| °50 GMC %-ton pickup $445; Interna- 
tional %-ton pickup, $385. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Apr. 15.) 
(Sold 228 cars out of 303 offerings.) 

| BUICK—’54 Super Riviera, $2,130*, $1,- 

| 885*. '53 Special conv., $1,405*, 2 at $1,- 
375; RM 4-dr., $1,325*; Super Riviera 

| $1,815*. '52 RM 4-dr., $760* (ps). '51 

| RM 4-dr., $620*; Super 4-dr., $525*. ‘50 

| Special 4-dr., $455*, $270; Super Riviera, 

| $390*, $300*. 

| CADILLAC — '52 (62) 4-dr., $1,655*. °51 

| «62) 4-dr., $1,310*; (60) Special 4-dr., 
$970*. '49 (75) 4-dr., $955*; (61) 4-dr., 

| $830*. 

CHEV ROLET—'55 Two-ten (8) 4-dr., $1,- 

suu*. °54 Bel Air coupe, $1,500* (ps); 

i‘wo-ten Deiray coupe, $1,285; 4-dr., $1.- 
| 215, $1,160, $1,140, $1,050. ‘53 Bel Air 
| 4-dy., $1,075", $1,025; Two-ten 4-dr., 

$965, $90U0*. "52 SL Deluxe Bel Air $660*; 
|} SL Special 4-dr., $580; %-ton pickup, 
| $675, $625. ‘51 SL Deluxe club coupe, 
| $530, $480; 2-dr., $505. ‘50 SL Deluxe 
4-dr., $385, $350, $325, $260. "49 FL De- 
| luxe 2-dr., $300, $280, $205. 

| CHRYSLER—’52 NY Newport, $650* (ps) 

| ‘49 NY 4-dr., $205. '46 Royal 4-dr., $100 

DeSUTO—’49 Custom club coupe, $170. 

| DODGE—’55 Royal (8) Diplomat, $2,060* 
‘53 Coronet (8) Diplomat, $1,130*; 4-dr., 
$910*, $860; Coronet (6) 4-dr., $795*. 52 
Coronet 4-dr., $490. ’50 Wayfarer 2-dr., 
$215. 

FORD—’55 Thunderbird, $3,095*; Fairlane 
(8) Crown Victoria, $2,405*; Main (8) 
Ranch Wagon, $2,055. °54 Custom (8) 
4-dr., $1,380*. '53 Custom (6) 4-dr., $955, 
$925; Main (8) 2-dr., $785, $755, $730. 
‘52 Main (8) Ranch Wagon, $900. ‘51 

| Custom (8) 4-dr., $585*, $580*, $560. 

| $540, -$450*, $200. '50 Custom (8) 2-dr., 

| $375*, $355*, $295, $250. '49 Custom (8) 
2-dr., $160, $105; Custom (6) 4-dr., 
$125*, $120. 

HUDSON—’55 Rambler 4-dr., $1,680*. ’54 
Hornet 4-dr., $1,275*. '51 Hornet 4-dr., 
$110*. 

KAISER--'53 Manhattan 4-dr., $825*. ‘51 
Special 4-dr., $240, $140*. 

LINCOLN—’51 Cosmopolitan 4-dr., $500*. 
'49 4-di., $120, $110. '40 (12) 4-dr., $195. 

MERCURY—’'54 Monterey 4-dr., $1,605*. 
53 Monterey coupe, $1,375. ‘52 Sport 
coupe, $1,075*; 4-dr., $875*. ‘51 4-dr., 
$680*, $450*; club coupe, $540*, $395". 

| *°50 club coupe, $310*. 

| NASH—’53 Statesman club coupe, $1,010*. 
’52 Statesman 4-dr., $795*, $705*. ‘50 
Statesman 4-dr., $190*, $180*; 2- dr., 

| $155; Ambassador 4-dr., $185*. 

| OLDSMOBILE—’55 (88) Holiday, $3,260*, 

| $3,070*; (98) 4-dr.. $2,875* (ps). ‘54 
(88) 4-dr., $2,210* (ps), $2,120* (ps), 
$2,075* (ps). '53 (88) 4-dr., $1,375*. '52 
(98) 4-dr., $1,240*, $1,215*. ’51 (88) 4- 

| dr., $565, $495. '50 (98) 4-dr., $275*. 

| $225*. '49 (98) 4-dr., $175*. 

[eippes ob Clipper 4-dr., $2,925*. '53 


Clipper club coupe, $1.010*. °51 Clipper 
4-dr., $175*. 

| PLYMOUTH—’55 Belvedere (8) coupe, $2,- 

| 150*. ’54 Belvedere conv., $1,480*; coupe, 
$1,190*. '53 Cranbrook Belvedere, $850*; 

| club coupe, $850. ‘52 Cranbrook club 

| coupe, $545*. '51 Cranbrook 4-dr., $320. 

| °50 Special Deluxe 4-dr., $265, $150. 

| PONTIAC—’55 Chieftain (8) station wag- 
on, $2,525*. °53 Chieftain (8) 4-dr., $1,- 
055*; 2-dr., $865. '51 Silver Streak (8) 

|} 2-dr., $550*, $530*, $520*. '50 Silver 

| Streak (8) 4-dr., $300*. "49 Silver Streak 

| (8) 2-dr., $235; Silver Streak (6) 2-dr., 

| $145*. 

| STUDEBAKER—’53 Champion coupe, §$1,- 
070*; Commander coupe, $1,005*, $1,- 
000*; 4-dr., $865, $735*; club coupe, $780. 
51 Commander 2-dr., $340*, $300*; 
Champion 4-dr., $300*, $290*. 

| MISCELLANEOUS—’51 GMC %-ton pick- 
up, $540. "49 GMC %-ton pickup, $170. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Apr. 15.) 
(Sold 180 cars out of 221 offerings.) 
BUICK—’53 Super Riviera, $1,360*. ‘52 
Super 4-dr., $675*. ’50 Super 4-dr., $510*, 
$450*; Special 2-dr., $485, $430*. 
CADILLAC—’53 (62) 4-dr., $2,360* (ps). 


(Continued on Page 39, Col. 1) 
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(Continued from Page 38) 


‘52 (62) conv., $1,850* (ps). ‘51 (62) | 
covpe, $1,365*%. °50 (62) 4-dr., $1,150°, 

$1,090*. '49 (62) 4-dr., $750°, $700°. | 
CHEVROLET — '55 Two-ten (8) station 
y $2,290*; conv., $2,000; 4-dr., $1,- 


wagon, 

a95. $1,750*, $1,725; Two-ten (6) 4-dr., 
$1,790, $1,675", $1,625, $1,575, $1,450; 
Q-dr $1,650, $1,520; Handyman, $1,- 
375. '54 Bel Air coupe, $1,295*; Two-ten | 
4-cir., $1,250, $1,225, 2 at $1,200, $1,140, 
$1,100; 2-dr., $1,110. "53 One-fifty sta- 
tion wagon, $1,050; 2-dr., $850, $800; 
Be! Air 2-dr., $750. °52 SL Deluxe Bel 
Air, $850. 


CHRYSLER—’51 NY 4-dr., $700. '50 Wind- 
sor coupe, $460*. 

DeSOTO—’54 Fire Dome (8) $1,- | 
600*. °52 Custom Sportsman, "50 
Custom 4-dr., $230*. 


2-dr., 
$760, 


DODGE—’53 Meadowbrook 2-dr., $750. '51 
Coronet 4-dr., $410*, $400, $335; Diplo- 
mat, $400. °50 Wayfarer coupe, $300; 
Meadowbrook 4-dr., $270. 

FORD—'55 Thunderbird, $3,100; Fairlane 
(8) conv., $2,195*; coupe, $2,175*, $2,- 
125*; Custom (8) 2-dr., $1,960, $1,850*, 


2 at $1,725, $1,650; 4-dr., $1,800*, 4 at| 
$1,775*. °54 Custom (8) Country sedan, | 
$1,425; 4-dr., $1,410*, $1,300*, $1,270, | 
2 at $1,250; 2-dr., $1,160, $1,150*, °53 
Custom (8) conv., $1,225; 4-dr., $1,100, 
$1,090, $1,030, $1,000*, 2 at $1,000; 2- 
dr., $1,000; Custom (6) 2-dr., $895. ’52 
Crest (8) Victoria, $900; Main (8) Ranch | 
Wagon, $750. ’51 Custom (8) 2-dr., $625. | 
'50 Custom (8) 2-dr., $420. "49 Custom | 
(8) 2-dr., $375. 

MERCURY — '55 Monterey coupe, $2,610* 
(ps). 54 Monterey coupe, $1,750* (ps); 
Sport coupe, $1,700. ’53 4-dr., $1,285. °52 
Sport sedan, $570*. °51 4-dr., $505; 2- 
dr., $370. 

NASH—’52 Rambler conv., $545. '51 Ram- | 
bler conv., $280. 

OLDSMOBILE—’55 (88) Holiday, $2,745. 
'54 (98) Holiday, $2,345* (ps). ’52 (98) 
4-dr., $1,210*. °'51 (98) Holiday, $600. 
'50 (98) 4-dr., $445*; (88) 4-dr., $200*. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,725. 
’54 Belvedere 4-dr., $1,275; Savoy 4-dr., 
$1,000; Plaza 4-dr., $710. '53 Cambridge 
4-dr., $720, $520. °52 Cranbrook club 
coupe, $530; Cambridge 4-dr., $410. ’51 
Coronet coupe, $375. °50 Special Deluxe 
club coupe, 2 at $330. 

PONTIAC—’55 Star Chief 


(8) sedan, $2,- 


260*. '54 Chieftain (8) 2-dr., $1,150, 
$1,100. °53 Chieftain (8) Catalina, $1,- | 
300, $975*, $950; 4-dr., $1,080, $1,050* | 
(ps). ’52 Chieftain (8) Catalina, $875*; | 
2-dr., $580*. °51 Silver Streak (8) 4-dr., | 
$550, $490, $310. | 


STUDEBAKER—’53 Champion 4-dr., $600. | 
‘52 Champion 4-dr., $475. °51 Champion 


4-dr., $250. "49 Champion 4-dr., $190. 
WILLYS—’51 jeepster, $385. °48 %-ton| 
stake, $200. | 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Apr. 18.) | 

(The car market this week showed 
prices steady, Some autos were a bit 
more difficult to sell and buyers were 
more careful, buying only certain models. 
More small buyers than usual attended, 
and less big wholesale buyers.) 


BUICK—’54 Century 4-dr., $1,360* (ps). 
‘53 Super 4-dr., $1,510* (ps). "52 Super 
4-dr., $885*; Special 4-dr., $850*, $820*. 


"51 RM conv., $725*, $710*, $690*, $540*; 
Riviera coupe, $650. "50 RM 4-dr., $500*; 
Special 4-dr., $400*, $335*. '49 RM 2-dr., 

$190°. 





CADILLAC—’55 (62) 4-dr., $4,375* (ps). 
"54 (60) Special 4-dr., $3,900* (ps). ’51 
(62) 4-dr., $1,250*. °50 (62) 4-dr., $1,- 
O70*; (61) 4-dr., $1,040. 

CHEVROLET—’55 Bel Air (8) conv., $2,- 
350*; 2-dr., $2,050*%; Two-ten (8) Delray | 
coupe, $2,000*; 4-dr., $1,875*; Two-ten 
(6) 2-dr., $1,650. '54 Bel Air 2-dr., $1,- 
400*; Two-ten 2-dr., $1,220, $1,100, $1,- 
010; One-fifty 2-dr., $1,140. 53 Bel Air 
conv., $1,220; 2-dr., $1,025; 4-dr., $1,- 


070; coupe, $1,110*, $1,100, $1,090; Two- 
ten 2-dr., $975, $960, $935, $920*, $895; 
One-fifty 4-dr., $760; Delivery sedan, 
$560. ’°52 SL Deluxe Bel Air, $930*; 2- 
dr., $775*; 4-dr., $775; SL Special 2-dr., | 


$610. ’°51 SL Deluxe 4-dr., $625*; FL | 
Special 2-dr., $475; SL Special 2-dr., 
$360; Delivery sedan, $370. 50 SL De- 
luxe Bel Air, $500; coupe, $490. °49 FL 
Deluxe 2-dr., $320; SL Special 4-dr., 
$280*, $190, $135. ‘48 FL Aerosedan, 


$170. '47 FM 2-dr., $175; FL 4-dr., $130. 
CHRYSLER—’51 NY 4-dr., $610*, $550*; 
Windsor 4-dr., $560*. 
DeSOTO—’51 Deluxe 4-dr., $385. 
DODGE—’52 %-ton van, $550. ’51 Custom 
club coupe, $660*. 48 Deluxe 2-dr., $120. 
FORD—'54 Custom (8) 2-dr., $1,280; Main 
(8) 2-dr., $1,150. '53 Custom (8) 4-dr., 
$1,000, $970*; Main (8) 4-dr., $775. ’52 
Custom (8) 4-dr., $825, $775*, $725, $710; 
Crest (8) conv., $950*, $925*; Country 
Squire, $750*; Main (8) 2-dr., $690, | 
$680, $660. '51 Custom (8) 2-dr., $675*, 
$590*, $580, $550*, $325". '50 Custom (8) | 
4-dr., $435*, $430, $400; Custom (6) 
coupe, $250. ’°49 Custom (8) 4-dr., $280, 
$240, $195, $160; Custom (6) 4-dr., $180; | 
Deluxe (8) 4-dr., $170. 
HUDSON—’51 Commodore 4-dr., $420. 
LINCOLN—’54 Capri 4-dr., $1,920* (ps). 
‘50 Cosmopolitan 4-dr., $250*. | 
MERCURY—’54 Custom Sport coupe, $1,- 
S00. '53 Custom station wagon, $1,440*; 
Monterey coupe, $1,375*. °52 Custom | 
Sport coupe, $980*. '51 4-dr., $525. 
NASH—'50 Statesman 4-dr., $190*, $185. | 
"49 (600) 4-dr., $160; Ambassador 4-dr., 
$110*, 
OLDSMOBILE—'55 (98) 
(ps); (88) Holiday, 
Holiday, $1,700* (ps); 
285*. ’52 (88) 4-dr., 
Holiday, $930* (ps); 
‘50 (88) 2-dr., $390*, 
i-dr., $340*; (98) 4-dr., 
PACKARD—'50 4-dr., $330. 
PLYMOUTH—'55 Plaza (6) 4-dr., $1,600. 
54 Savoy 4-dr., $1,360*. '53 Cranbrook | 
conv., $1,050*; 4-dr., $860, '52 Cranbrook 
Belvedere, $775; 4-dr., $630; Cambridge | 
2-dr., $500. '51 Cranbrook 4-dr., $550; | 
| 





Holiday, 
$2,550*. 


$3,100* 

"53 (98) 
(88) 2-dr., $1,- 
$900%. "51 _ (98) 
(88) 4-dr., $665*. 
$230*. '49 (88) 
$170". 


Cambridge 4-dr., $500, $390, $380; 2-dr., 
$370. '50 Deluxe 4-dr., $400, 


PONTIAC - "55 Chieftain (8) station | 


wagon, $2,450*; Catalina, $2,375*; 4-dr., | 
$2,270*; 2-dr., $1,920*. ’53 Chieftain (8) 
t-dr., $1,250* (ps), $1,180, $1,120*, $1,- | 
2-dr., 


000* ; $1,200*, $1,000*, °52 Chief- | 


| CHEVROLET—’55 Bel Air (8) 2-dr., $2,- 


tain (8) Catalina, $1,050*; 4-dr., $920*; 
2-dr., $780, $520*. ‘51 Chieftain (8) | 
conv., $800*; 4-dr., $775*. ‘'50 Silver 


Streak (8) conv., $750*. '49 Silver Streak | 
(8) 4-dr., $290*. 


STUDEBAKER — '54 Commander station 


wagon, $1,150*. ‘50 ‘%-ton platform, 
$320. 

WILLYS—’52 station wagon, $640*, $530"; 
2-dr., $390. 


MISCELLANEOUS — 
ton pickup, $235. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Apr. 19.) 

(We had a record-breaking sale today 
as we sold 348 cars out of 454 offerings 
for a percentage of 76.) 
BUICK — '55 Special 2-dr., 

$2,500*; conv., $2,650*. 
viera 2-dr., $2,435* (ps); 
2-dr., $2,200* (ps); 4-dr., 
Century 4-dr., $1,930* (ps). 


‘49 International %- | 


$2,695* (ps), 
54 Super Ri- 
RM Riviera 
$2,020* (ps); 
53 Super 










UBLISHED without interruption since 1911, 
it is the recognized authority throughout the 
industry for . . . reliable finance or cash value ap- 
praisals ... average “as is” or wholesale appraisals 
... realistic current values, with a separate edition 
for each region. 


The Red Book includes all passenger cars and 
trucks up to 1!/, tons capacity, from 1942 to 1955, 
arranged for quick reference — also, serial and 
motor numbers, weights, horsepower ratings, 
measurements, tire sizes, factory prices and in- 
surance symbols. 






NATIONAL MARKET REPORTS, INC. 


PUBLISHERS SINCE 1911 


900 S. Wabash Avenue 


Riviera 2-dr., $1,505*, $1,425* (ps),| $1,670. °54 Custom (8) conv., $1,685; 
$1,380* (ps), $1,230* (ps); 4-dr., $1,| 2-dr., $1,675*, $1,160; 4-dr., $1,345*; 
355* (ps); RM Riviera 4-dr., $1,455*| Crest (8) Victoria, $1,550*%; Custom (6) 
(ps), $1,345*, $1,300* (ps). | Qedr., $1,150; Main (8) 4-dr., $1,095; | 
CADILLAC—’55 (62) coupe deVille, $4,700* Main (6) 2-dr., $1,005. °'53 Crest (8) 


Air Sport coupe, $1,495; Two-ten 2-dr.,| 410%. °51 Cosmopolitan 4-dr., $590*. 

$1,250*; 4-dr., $1,190*, $1,100. "53 Two- ,_MERCURY — '55 Montclair coupe, $2,650* 
ten Sport coupe, $1,300* (ps); 4-dr.,| (ps). '54 Monterey coupe, $2,030*, $1,- 
$960*, $895, $850, $815; 2-dr., $950*;| 905%, $1,790*; 4-dr., $1,870*%, $1,750*, 
Bel Air Handyman, $1,215*; Sport coupe, | $1,740*, $1,675* (ps); Custom 4-dr., $1,- 
$1,200*; conv., $1,155; 2-dr., $1,080*%;| 480. '53 Monterey conv., $1,340*; 4-dr., 
One-fifty 4-dr., $745, $430, $410. | $1,280*; Custom Sport coupe, $1,270, $1,- 

CHRYSLER — ’54 Imperial 4-dr., $2,225* | 200*. 

(ps); NY 4-dr., $1,650* (ps). °53 NY | NASH—’53 Statesman club coupe, $1,095*; 
4-dr., $1,405* (ps); 2-dr., $1,140*; Wind- 4-dr., $900. '52 Ambassador 4-dr., $930*; 


| §$930*%; NY 4-dr., $830* (ps), $795* (ps). Rambler station wagon, $550. 

| DeSOTO—’53 Fire Dome (8) 4-dr., $1,140*, | OLDSMOBILE—’'55 (98) Holiday, $3,505* 
$1,115* (ps), $1,085* (ps); 2-dr., $1,095*; | (ps), $3,165* (ps), $3,085* (ps); (88) 
Powermaster 4-dr., $980* (ps). '52 Cus- | Super 4-dr., $2,650* (ps). °54 (98) Holi- 
tom club coupe, $660*. °51 Custom 4-dr., | day, $2,640* (ps), $2,565* (ps), $2,500* 
$450. | (ps), $2,400* (ps); (88) Super 2-dr., $2,- 

DODGE—’ 54 Royal (8) 4-dr., $1,340* (ps). | 100* (ps); Deluxe 4-dr., $1,950*. '53 (98) 
‘53 Coronet Diplomat, $1,030*; 4-dr.,| 2-dr., $1,675* (ps); (88) Holiday, $1,- 
$800*; Meadowbrook 2-dr., $760. °'52 650* 


FORD - 
(ps); Victoria, $2,065*; Custom (8) 2-dr.,'| PLYMOUTH—’55 Belvedere (8) conv., $2,- 


OF RED BOOK 
NATIONAL PARTS & LABOR MANUAL 


(ps). °54 (62) coupe deVille, $3,785* Victoria, $1,345*. 
(ps); coupe, $3,770* (ps), $3,595* (ps), | HUDSON—’55 Rambler 4-dr., $1,800*. '54 | 
2 at $3,450* (ps). ’°53 (60) Special roi Wasp 2-dr., $1,385*; Hornet 4-dr., $1,- 
$2,455* (ps); (62) coupe, $2,415* (ps), 375*, $1,365*. '53 Hornet Hollywood, $1,- 
$2,375* (ps). | 155*, $1,130*. 

LINCOLN— 54 Capri coupe, $2,565* (ps); 


055*; Two-ten (6) 2-dr., $1,595. '54 Bel | 4-dr., $2,360* (ps). '52 Capri coupe, $1,- 


sor 4-dr., $990*. '52 Saratoga club coupe, Statesman 4-dr., $650*%; 2-dr., $615*; 


PACKARD—'53 Mayfair, $1,245*. '51 (300) 
4-dr., $695*, $650*; (200) 4-dr., $530*, | 
$475*, $255°*. | 


Wayfarer 2-dr., $445*. '50 Meadowbrook 
4-dr., $355°*. 


‘55 Fairlane 


(8) conv., $2,385°* | 





This powerful sales 


HELPS CLOSE 


Teh Vata) 


100*. '54 Savoy Suburban, $1,300; 2-dr., 
$1,220, $1,095*; Plaza 2-dr., $1,035; 4- 
dr., $955. °53 Cambridge Suburban, $1,- 
100*, $1,080, $1,010; Cranbrook 4-dr., 
$895*, $895, $850, $825, $780, $700; 2-dr., 
$855, $830, $825, $780, $770, $705. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,170*. 
54 Star Chief (8) Catalina, $2,005*; 
4-dr., $1,790*; Chieftain (8) station 
wagon, $1,575* (ps). '53 Chieftain (8) 
Catalina, 2 at $1,465*; conv., $1,450*; 
4-dr., $1,195* (ps). 

STUDEBAKER 54 Commander club 
coupe, $1,420*, ’53 Champion club coupe, 
$1,050*; Commander club coupe, $905*. 
51 Commander 4-dr., $315*; Champion 
4-dr., $300. 

WILLYS—’53 Falcon 2-dr., 
2-dr., $385. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auction, Inc, Sale every 
Tuesday. Prices are for sale of Apr. 19.) 
(Sharp autos holding very well with 
bidding active on clean units. We had a 
large number of consignments and buy- 
ers this week, Sold 89 cars out of 145 
offerings.) 
BUICK—’55 Special Riviera 2-dr., $2,585", 
$2,525*. '54 Super Riviera 2-dr., $2,195*; 
Century Riviera 2-dr., $2,110*. 53 RM 
conv., $1,600* (ps); Super conv., $1,- 
500*; Riviera 2-dr., $1,390*; Special Ri- 
viera 2-dr., $1,325. °52 Special 4-dr., 
(Continued on Page 42, Col. 1) 


$550. °52 Aero 





tool 


DEALS 


PROFITABLY 


Now, during your important selling 
season, every salesman should be 


equipped with the authentic, dependable 





BOOK 





Used car appraisal guide 


Revised Every Six Weeks . 


RETAIL LISTING SEPARATE 
An exclusive feature of the Red Book is the sep- 
arate confidential section of retail values, which 
helps you and your salesmen sell cars at the right 


prices. Note also that a separate edition is issued 


Your Red Book is constantly up 


sales — day after day. 


antee, for 


Firm Name “ 
Street Address 
City Zone_ 
BLUE BOOK Ordered by 


Chicago 5, Illinois 


NATIONAL MARKET REPORTS, INC. 
900 S. WABASH AVENUE., CHICAGO 5 


Please enter our order under your two-week free trial guar- 


for each region — and that a complete revised 
guide is issued every six weeks — or more fre- 
quently, if necessary, without extra charge. 


to date — un- 


biased, dependable — helping to make profitable 








Posrsceire subscriptions to Official Red Book Used 
Car Appraisal Guide, at $7.00 ($6.50 for two or more sub- 
scriptions) which includes a completely revised edition each 
six weeks, or more frequently if required. 


[_] Check enclosed [] We'll pay on delivery (plus charges) 


State — ; s 


MONEY BACK GUARANTEE—OUR POLICY FOR 44 YEARS 
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Across the Nation .. . 


C, M. Wilson has given up his 
Chrysler - Plymouth dealership in 
Butte, Mont. It has been acquired 
by Anoka-Butte Lumber Co., which 
is operating the firm under the 
name of Butte Motor Co. Manager 
is Ralph Blomenkamp. 

* * + 


McDermott Opens 
Guaranteed Motors (DeSoto- 
Plymouth) has been opened in 
Dubuque, Ia., by Clare McDermott. 
og * s 


Smiths Buy in Arkansas 
G. D. Smith and Tony Smith 
have purchased a Dodge-Plymouth 
dealership at Star City, Ark., from 
Rupert Halbert. 
mn * * 


GM Picks McConnell 
J. F. McConnell, president of Mc- 
Connell Motor Sales, Ltd., Ottawa, 
has been appointed a dealer for 
Pontiac, Buick and Vauxhall autos 


FOR THE BEST IN 


Auto Dealer Changes 
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and GMC trucks in Chatham, Ont., 
by General Motors of Canada. 
+ + * 


Role in Little Rock Deal 


Added to Milner Interests 


R. E. Dumas Milner, who owns 
General Motors dealerships at 
Jackson, Miss.; New Orleans; San 
Antonio, and Tulsa, Okla., heads a 
company that has purchased White 
Pontiac, Inc., Little Rock, Ark. 

His partner in the venture, Ralph 
Gerrard, will be vice-president and 
general manager of the Little Rock 
operation, to be known as Milner 
Pontiac Co. Albert Stevens, who 
had been manager of White Pon- 
tiac, will be assistant general man- 
ager. 

* * a 


Haley Founds Firm 


C. Z. Haley, since 1944 sales man- 
ager of Willard Karl Motors (De- 





has founded his own DeSoto- 
Plymouth dealership in Santa Bar- 
bara, Calif. Willard Karl held a 
farewell dinner for Haley. 

° > ° 


McFall Becomes Owner 


Of Cook-Jones Motor 


Cook - Jones Motor Co. (Ford), 
Sabetha, Kans., hag been sold to 
Donald L. McFall. The dealership 
had been operated by Sam B. Cook 
for 30 years. 

The firm will be known as Mc- 
Fall Motors. 


* * * 


Takes on Studebaker 
Ed Potter Motor Sales, 964 
West 5th Avenue, Columbus, O., 
has opened a Studebaker agency. 
He has been in the used-car 


business. 
* * * 


Wood Buys Capital Stock 


Of 2 Columbus Deals 


Harold R. Wood, president and 
treasurer of Wood-Nesbitt, Inc. 
(Chrysler-Plymouth), McClure- 
Nesbitt Motor Corp. (Chrysler- 
Plymouth), and Car Parts Center, 
Inc., all of Columbus, O., has pur- 
chased the capital stock and real 


Soto - Plymouth), Pasadena, Calif.,' estate of the three companies from 


AIR BRANES 
MIDLAND! 


MIDLAND’S AIR HY-POWER... 
THE ULTIMATE IN SAFETY... 
AVAILABLE IN COMPLETE KI 


Midland’s air Hy-Power unit, which assures ane 


ample braking capacity at all times, is available in uN 
kits for tractors, trucks, and buses through Midland’s 





nation-wide distributor organization. 


Each Midland power brake kit is especially en- 
gineered for a specific tractor, truck, or bus — and 
each working part has been subjected to the most 
rigid tests to guarantee its meeting Midland’s high 


standards of quality. 


Midland’s air Hy-Power unit is the most simpli- 
fied, most effective, most up-to-date of air-over- 


hydraulic systems. Its fewer parts, lighter weight, 
and direct applied power make it the number one 
safety and economy buy for you. 


The Midland Compressor is known throughout 
the truck and bus industries for its greater efficiency 
cooler operation, simpler installation. Provide 
ample reserve braking power for the worst trafi 


emergencies. 


Go Midland today and be ahead tomorrow. 


THE MIDLAND STEEL PRODUCTS CO. 


3641 E. Milwaukee Avenue, Detroit 11, Michigan 
Export Department: 38 Pearl Street, New York, N.Y. 














the estate of the late Hugh E. Nes- 
bitt. 

The name of Wood-Nesbitt, Inc. 
has been changed to Wood Motors, 
Inc. The three companies will op- 
erate as they have in the past with 


all present officers and personnel. 
* * * 


Staab, Bunker Buy Deal 

Al Staab and Bob Bunker of 
O’Loughlin Motor Sales (Chevro- 
let), Ellis, Kans., have purchased 
the Chevrolet dealership at La- 
Crosse, Kans. Staab has been man- 
ager of the O’Loughlin firm, and 
Bunker has been a salesman. 

x + aa 


Wendel Opens S-P Deal 


In Great Bend, Kans. 

Wendel Motor Co. (Studebaker- 
Packard), Great Bend, Kans., has 
held its formal opening. Owner is 
Leo F. Wendel. 

Wendel was in the auto business 
in Phillipsburg, Kans., before mov- 
ing to Great Bend. 

+ « * 


MacKenzie Reaches Goal; 


Takes Over Dealership 

The lifetime ambition of a 
former automobile mechanic’s 
helper has been realized. Victor 
A. MacKenzie has become a 























Midland Air Hy-Power 


Those Who Know 


Power Brakes Choose 


MIDLAND! 


Dodge-Plymouth dealer in Man- 
chester, N. H. He has taken over 
the former Charles H. Morse 
Motors, Inc., at 922 Beech St., 
where he became an employe 19 
years ago. He has renamed the 
firm MacKenzie Motors, Inc.* 


Mitchell, Whitley Receive 
Studebaker Deals in N. C. 


Franchises for two Studebaker 
dealerships in North Carolina have 
been approved. 

Piedmont Tire Service, Inc., with 
Shirley H. Mitchell as president, 
has the franchise for Winston- 
Salem, and Whitley Auto Sales Co., 
with James W. Whitley as proprie- 
tor, has been awarded a franchise 
at Smithfield. 

* 


Marshall-Franz Opens 


Marshall-Franz Motors (Chrys- 
ler-Plymouth), has opened for 
business at 555 North Broadway, 
Lebanon, O. Members of the con- 
cern are Jack Marshall, who 
formerly had an agency at Wil- 
iamstown, Ky., and Wilfred 
Franz, who has been in the auto- 
mobile business in Columbus. 


* * * 


Hopkins Bros. Sold 


Hopkins Bros. Motors (Ford), 
Iola, Kans., hag been purchased by 
D. A. McDonald and Joe Stotler 
from Warren and Howard Hop- 
kins. The firm is now known as 
McDonald - Stotler Motors. Stotler 
will be manager of the firm. 

7 . * 


Youngs Incorporate 


| Young White Trucks has been 
incorporated in Canton, O., by 
Robert H. Young, Richard R. 
Young and Nellie M. Young. 

+ ea 


Narramore Pontiac Opened 


| Narramore Pontiac is the new 
|Pontiac outlet in Shelby, Mont. 
Stan Narramore is the dealer. 


Letterbox 


| (Continued from Page 12) 





to buy, maintain, and operate, with 
less internal friction and easier 
starting in cold weather. About all 
| the advantage I would concede to 
|an automatic transmission, and we 
| sell and service both automatic and 
| overdrive, is it would afford a little 
| leas work for a one-legged cop! 
| Saving the taxpayer’s money 
| seems to be Mr. G’s greatest con- 
;cern, according to his statement. 
| They were using 3,250 clutches, 
1,625 transmissions and carloads of 
axles. That is an enlightening state- 
ment of the most reckless squan- 
dering of the taxpayer’s money 
that I have ever heard! I’ll bet if 
a taxpayer could see Mr. Guider’s 
scrap pile he would not only weep 
but would become hysterical. It is 
an easy job to replace an axle or 
transmission when you have a 
| “blank check” setup! Try that on a 
customer in a smalltown dealership 
once and see how quick he will tell 
you off. 

I think the whole carload calls 
|for a taxpayer’s protective associa- 
tion investigation. He must be 
shoveling the tax money out the 
back door faster than the taxpayer 
| can carry it in the front door. 

As a small comparison, we have 
a record of three police cars and 
| six taxicabs that ran up a total of 
| 675,000 miles, all equipped with 
overdrive transmissions and never 
replaced a clutch or a transmis- 
| Sion, nor one exle in the nine cars 
| and 675,000 miles. According to Mr. 
p= there was only one thing that 
could happen to an automatic—if 
|a@ screwball threw it into reverse at 
60 mph. Inform Mr. G. there is an 
automatic available that a screw- 
|ball CAN throw into reverse or 
| park position going 90 mph. with- 
| out the slightest strain or damage 
|to the transmission. 

Mr. Guider’s statement that 
shortly automatic transmissions 
| will be universal and gears would 
|be a memory, makes me think it 
would pay Mr. G. to look into one 
|of those automatic transmissions 
/once. I'll eat my Sunday hat if he 
| doesn’t find a bucket-full of gears, 
}along with a lot of drums, bands, 
| free-wheeling units, clutch plates, 
|springs, oil pumps, governors, pis- 
| tons, cylinders, pawls, detents, 
| shoes, shafts, levers, toggles, tubes, 
|plungers, and nuts, nuts, nuts! — 
| FranK Hartsock, Hartsock Motor 
(Studebaker), Warsaw, Ind. 
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| HELPS SELL 
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DE LUXE 
\ INTERIORS! 








| The “seat cover sensation of the AAMA Show 
».. now available for immediate installation in your cars! 





INVISIBLE 


AUTO 
SEAT COVERS 








“GREATEST NEW IDEA IN 2 
SEAT COVER HISTORY!”’ 







PROTECTS DEMONSTRATOR 
UPHOLSTERY WITHOUT 

HIDING COLORS 
AND PATTERNS! 


















NO INVENTORY seni omy ¢ 3 044 WO I 4 


Order Sterlite Invisible Covers for your new car inventory! 


(a \/- / 3 STYLES TO STOCK FOR YOUR MAKE! 
Mla HEAVY DUTY PLASTIC Satisfaction fully guaranteed or your money back! Order 


from your jobber or mail this coupon if he does not stock them. 


eae acc er nr cna cnc coca cscs css cess sea eee ee er 


ACTUALLY ENHANCES INTERIOR BEAUTY! 


Beautiful upholstery shows through as if reflected in a 
mirror. Electronically welded seams eliminate tearing 
out at stitches. Custom-fitted to all popular 1955 makes 
and models, Sterlite Invisible Auto Seat Covers are in- 
stalled just like ordinary seat covers. Extra high tensile 
strength plastic molds to the shape of the seat for perfect 
fit. GUARANTEED FOR 35° BELOW ZERO TEMPERATURES. 
GUARANTEED AGAINST COLOR LIFT AND MILDEW. 


STERLING PRODUCTS CO., INC. 
SAINT PAUL 1, MINNESOTA 





STERLING PRODUCTS CO., INC. 
180 E. Sixth Street, St. Paul 1, Minnesota 


Please ship us the following Sterlite Invisible Seat Covers at $18.00 a set. (Cars with 
RCAR $19.80) (For 1955 cars only) 


QUAN. CAR MAKE MODEL 


Dealer’s Name. 
Address 
es 















Used-Car Auction Prices 


(Continued from Page 39) 


$745. '51 Super Riviera 2-dr., $700*; 4- 
dr., $700*%; Special 2-dr., $645*; 4-dr., 
$600, '50 Special 4-dr., $465; 2-dr., $395; 
Super station wagon, $440. 


CADILLAC—’52 (62) 4-dr., $1,785*. ‘51 
(62) conv., $1,515*. 
CHEVROLET — '55 Two-ten (8) station 


wagon, $2,110*; Two-ten (6) 4-dr., $1,- 
670; One-fifty (6) 2-dr., $1,525. '54 %- 
ton pickup, $800. '53 Bel Air club coupe, 
$975; Two-ten 4-dr., $935, $835; 2-dr., 
$875. '52 SL Deluxe Bel Air, $830*; conv., 
$775; club coupe, $590. °51 SL Deluxe 
2-dr., $495*, $485*. "50 SL Special! 2-dr., 
$335; FL Deluxe 2-dr., $325; SL Deluxe 


2-dr., $300. '49 SL Special club coupe, 
$210. 

CHRYSLER—’52 Saratoga 4-dr., $775*. 
’50 Windsor 4-dr., $390*. 

DODGE—’53 Coronet 4-dr., $965, $900, 


$865, $855*. '51 Meadowbrook 4-dr., $475. 

FORD—’55 Fairlane (8) 4-dr., $2,110*. '54 
Crest (8) conv., $1,605*; 4-dr., $1,425*; 
Custom (8) 2-dr., $1,275. '53 Custom (8) 
conv., $1,225*; 2-dr., $975; 4-dr., $960*, 
$900; Custom (6) 2-dr., $900; Main (8) 
2-dr., $890; Crest (8) Victoria, $1,160*. 
’52 Custom (8) 4-dr., $765*. ’51 Custom 
(8) 4-dr., $505*, $480; 2-dr., $435*; Cus- 
tom (6) 2-dr., $360. ’50 Deluxe (6) 2-dr., 
$205; Deluxe (8) 2-dr., $175. '49 Deluxe 
(6) 2-dr., $185, 

MERCURY—’55 Monterey club coupe, $2,- 
475*, $2,345. '53 Custom 2-dr., $1,225*. 
52 Monterey club coupe, $1,000*. '51 
4-dr., $635, $600, $525, $505°. 





NASH—’53 Statesman 4-dr., $860; Ram- 
bler conv., $850. '51 Statesman 4-dr., 
$395; station wagon, $155, 

OLDSMOBILE—’'55 (88) Super 4-dr., $2,- 
450*; Holiday club coupe, $2,070*. ’54 
(88) 4-dr., $1,945*, $1,870*. '53 (88) club 
coupe, $1,585*. ’52 (88) conv., $1,050*. 
"50 (88) 2-dr., $475, 


PLYMOUTH—’53 Cranbrook 4-dr., $705; 


Cambridge 4-dr., $705. °52 Cranbrook 
4-dr., $585. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
390*. °’51 Silver Streak (8) Catalina, 
$565". 


STUDEBAKER—’53 Champion club coupe, 
$850. °52 Commander Land Cruiser, 
$650°*; 4-dr., $500; Champion 2-dr., $475. 
’49 Champion 4-dr., $200. 

MISCELLANEOUS—’53 Henry J (6) 2-dr., 
$310. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Apr. 21.) 

(Market picking up on '50 to ’52 mod- 
els. Bidding very active. Sold 74 cars 
out of 101 offerings.) 


BUICK—’55 Super Riviera, $2,985* 
’53 Special 4-dr., $1,135*. 

CADILLAC—’50 (62) 4-dr., $1,085*. 

CHEVROLET — '54 Bel Air Sport coupe, 
$1,625*; One-fifty 2-dr., $1,000. '53 Two- 
ten Handyman, $1,105; 2-dr., $880*; One- 
fifty 4-dr., $690. °51 SL Deluxe 4-dr., 
$555; 2-dr., $575. '50 SL Deluxe Bel Air, 








FOR THE BUSINESS YOU WANT, 


|* $280*, $245°*. 


(ps). | 
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| 
$430; club coupe, $440; 2-dr., $415. '49 
SL Deluxe station wagon, $480; 2-dr., 
$300, $260; SL Special 2-dr., $320. 
CHRYSLER—’49 Windsor 4-dr., $370*; NY 
4-dr., $310*. '47 Windsor 4-dr., $125*. 
DODGE—’52 Coronet Diplomat, $765*. 51 


Coronet 4-dr., $325. °50 Meadowbrook 
4-dr., $335, $305. ‘49 Coronet 4-dr., | 
$315*; Wayfarer 2-dr., $245. | 


FORD—’55 Fairlane (8) Victoria, $2,325*; 
Custom (8) Country sedan, $2,500*. '53 
Custom (8) 4-dr., $975. ‘52 Main (8) 
4-dr., $785, $755. ’°51 Custom (8) 4-dr., 
$630, $600*, $510; 2-dr., $675. °50 Cus- 
tom (8) 2-dr., $585, $530, $325; Deluxe 
(6) 2-dr., $310, $300, $205. '49 Custom 
(8) 4-dr., $360; Custom (6) 2-dr., $255, 
$245; 4-dr., $225. '47 2-dr., $125. 

KAISER—’52 4-dr., $460. 

MERCURY—’'54 Custom 2-dr., $1,600*. 

NASH—’51 Statesman 2-dr., $450. 

OLDSMOBILE—’55 (98) Holiday, $3,150* | 
(ps); (88) Super Holiday, $2,950* (ps), 
$2,900* (ps). '54 (88) Super 2-dr., $1,- 
950*, $1,930*, $1,910*. ‘49 (76) 2-dr., 


PACKARD—’53 Clipper 4-dr., 

PLYMOUTH — '53 Cambridge 4-dr., $780. 
’50 Special Deluxe 2-dr., $315; 4-dr., 
$305. °49 Deluxe 4-dr., $290, $280. °47 
coupe, $110. | 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
250*. ’51 Silver Streak (8) 4-dr., $520*, 
$515*. °49 Silver Streak (8) 4-dr., $265*. 

STUDEBAKER — ‘51 Commander sedan, 
$485. 

MISCELLANEOUS—’'52 GMC *%-ton panel, 
$520; Henry J 2-dr., $250. 


FLINT 


(Flint Auto Auction, Ine. Sale every 
Wednesday. Prices are for sale of Apr. 20.) 
(Prices were off with high priced mer- 


$1,025°. 








chandise not selling very readily. Sold 
86 cars out of 146 offerings.) 
BUICK — ’'55 Special conv., $2,700*. '54 


Super Riviera 2-dr., $2,195*; Century 
4-dr., $2,000*. '53 Super Riviera 2-dr., 
$1,275*, $1,260; RM 4-dr., $1,115* (ps); 
Special 2-dr., $980. °52 Super station 
wagon, $1,000. °51 Special 4-dr., $560. 
’50 Special 4-dr., $330. 


CHEVROLET—’54 Two-ten Delray coupe, | 


$1,200; 2-dr., $1,070. '53 Bel Air 4-dr., 
$1,080*, $1,010*, $975; Two-ten 4-dr., 
$885, 2 for $875; 2-dr., $850, $805. ’52 
SL Deluxe Bel Air, $825*; 4-dr., $550; 
2-dr., $545*; %-ton pickup, $630. ’51 SL 
Deluxe 2-dr., $485*. '50 SL Deluxe 2-dr., 
$375; FL Deluxe 2-dr., $365. '49 SL De- 
luxe conv., $195; club coupe, $190. 


DeSOTO—’'50 club coupe, $400*. °47 club 
coupe, $280. 


| DODGE—’51 club coupe, $450. ’49 Coronet 


4-dr., $280*. 


FORD—'55 Fairlane 
dr., $1,950; Custom (8) 4-dr., $1,725; 
Main (6) 4-dr., $1,500. '54 Custom (8) 
club coupe, $1,260; Custom (6) 2-dr., 
$1,125*. '54 Crest (8) Victoria, $1,105, 
$1,100* (ps); Custom (8) 2-dr., $980, 
$870, $840; 4-dr., $890. '52 Custom (8) 
4-dr., $760, $675, $650. °51 Custom (8) 
club coupe, $560; 2-dr., $425*, $380, °50 


(8) 4-dr., $1,970; 2- 


Custom (8) 2-dr., $365*, $215. ’49 Cus- 
tom (8) 2-dr., $250. 
HUDSON — '53 Hornet 4-dr., $805*. ’50 


Commodore 4-dr., $145. 

MERCURY—’55 Monterey club coupe, $2,- 
575*. '50 club coupe, $245. 
NASH ’53 Rambler 2-dr., 

Statesman 2-dr., $190. 
OLDSMOBILE — ’54 (98) 4-dr., $2,200* 
(ps). '53 (98) 4-dr., $1,350*. °52 (98) 
4-dr., $970*, $930*. '49 (98) 4-dr., $155. 
PACKARD—’53 (600) 4-dr., $860*. 
PLYMOUTH — ’52 Cranbrook 4-dr., $530. 
‘51 Cranbrook Belvedere, $465; 2-dr., 
$305. '50 Special Deluxe 2-dr., $280. 
PONTIAC—’53 Chieftain (8) 2-dr., $1,- 
035*, $850*. °51 Silver Streak (8) club 
coupe, $670*; 2-dr., $575*, $525*, 


$905*. '51 





* * * 
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STUDEBAKER—’52 Champion 2-dr., $400. 
51 Champion 4-dr., $250°. °50 Cham- 
pion 4-dr., $135*. 


WILLYS—’51 station wagon, $430*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Apr. 20 

(A very excellent sale. Hot weather 
taking the used-cars off the lots, making 
wholesale buying very brisk, Sold 72 cars 
out of 93 offerings.) 

BUICK—’51 Special 2-dr., $550. '50 Special 
4-dr., $415, $165. ‘49 RM conv., $215*, 
’47 Special 2-dr., $170. '40 4-dr., $105 

CADILLAC—'54 (62) 2-dr., $3,250* (ps). 
"48 (62) 4-dr., $485*. 

CHEVROLET—'54 Two-ten 2-dr., $1,205 
’53 Two-ten 4-dr., $900. '52 SL Deluxe 
4-dr., $645, $405. °51 SL Deluxe 2-:(r., 
$575, $570; Bel Air, $555, $550. ‘52 SL 
Deluxe 2-dr., $750, $740. '50 SL Deluxe 
club coupe, $495, $265; 2-dr., $345, $310; 
%-ton panel, $340. "49 SL Deluxe 2-<r., 
$385, $380. '47 FM club coupe, $325; SL 
conv., $195; SM 2-dr., $120. '46 SM 2-dr., 
$135, $130; %-ton panel, $200. 

CHRYSLER—’48 Windsor 4-dr., $140. 

DeSOTO—’51 Custom (6) conv., $450. 


DODGE—’54 Coronet (8) 4-dr., $1,090. '53 
Coronet (6) 4-dr., $555. 
FORD—’53 %-ton pickup, $755. °51 Cus- 


tom (8) 4-dr., $460, $455, $450. '50 Cus- 
tom (8) 2-dr., $405, $400, $395. '49 Cus- 
tom (8) 4-dr., $240, $230, $225, $100; 
Deluxe (8) 2-dr., $165, $160, $150. ‘48 
Deluxe (8) club coupe, $170; 2-dr., $150, 
$155. °46 Deluxe (8S) 4-dr., $215, $210, 
$200; 2-dr., $105, $100; Deluxe (6) club 
coupe, $140. 
HUDSON—’49 2-dr., $155. 
NASH—’49 Ambassador 4-dr., $180. 
OLDSMOBILE — '53 (88) 4-dr., $1,285*. 
’51- (88) 2-dr., $690. °50 (88) 4-dr., 
$430*. °49 (78) 2-dr., $130. 
PLYMOUTH—’51 Cranbrook 2-dr., $400. 
PONTIAC—’48 Torpedo (8) 4-dr., $200. 
STUDEBAKER—’48 Champion 4-dr., $155. 
MISCELLANEOUS—’51 Henry J (6) 2-dr., 
$200. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction, Sale every 
Tuesday. Prices are for sale of Apr. 19.) 

(Shortage of autos but prices and 
selling both good. Sold 97 cars out of 
121 offerings.) 


BUICK—’53 RM conv., $1,555* (ps); 4-dr., 
$1,320* <‘ps); Super Riviera, $1,305". 
$1,275*. '52 Super Riviera, $950*; RM 

| 4-dr., $855*; Special 4-dr., $700. 

| CADILLAC—’54 (62) 4-dr., $3,800* (ps). 

| °53 (60) Special 4-dr., $2,435* (ps); (62) 
4-dr., $2,350* (ps). 

CHEVROLET—’53 Bel Air 2-dr., $1,065; 
Two-ten 4-dr., $885*, $785. ’51 SL De- 
luxe 2-dr., $450, $390*. ‘50 SL Deluxe 
2-dr., $420. 

CHRYSLER — '53 NY Newport, $1,600* 
(ps). ’52 Windsor club coupe, $700*. 

| DeSOTO—’52 Custom 4-dr., $670*; Deluxe 

club coupe, $595*. 

| DODGE—’53 Coronet 





(8) Diplomat, $1,- 





| O80*; 4-dr., $935; Meadowbrook 2-dr., 

| $705. °48 2-dr., $125. 

| FORD—’55 Main (8) Ranch Wagon, §2,- 
010. '°53 Custom (8) 4-dr., $985*, $870. 
"52 Custom (8) 4-dr., $775*; Main (6) 
2-dr., $500. ’51 Deluxe (6) 2-dr., $400. 
’50 Custom (8) 4-dr., $355. '49 Custom 
(8) 4-dr., $210; club coupe, $200. ‘47 
Deluxe (6) conv., $100. '46 Deluxe (6) 
2-dr., $115. 


| MERCURY—’55 Montclair Hard Top, $2,- 
550*; Custom 2-dr., $1,930. '53 Monterey 
Hard Top, $1,295; 2-dr., $1,250, $1,150. 
’50 Custom 2-dr., $415. 


|; NASH—’49 (600) 4-dr., $140. 
| OLDSMOBILE—’55 (88) Holiday, $2,650*, 
$2,610*. °53 (98) 4-dr., $1,600* (ps); 


(88) 4-dr., $1,445*. °52 (88) Super 4-dr., 


|} $1,000*. '48 (98) 4-dr., $160*, °47 (78) 
| 2-dr., $100*. 
| PLYMOUTH—’'55 Savoy (6) 2-dr., $1,675. 


’53 Cranbrook 2-dr., $820. ’52 Cranbrook 
Belvedere, $630. '49 Deluxe club coupe, 
$170. 
PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
735*; 4-dr., $1,400. °53 Chieftain (8) 
| Catalina, $1,215*. '52 Chieftain (8) 4-dr., 
| $795*. °51 Silver Streak (8) Catalina, 
$755*. ’50 Silver Streak (6) 4-dr., $380, 
| $330. 
| STUDEBAKER "52 Commander 
$480. '49 Champion 4-dr., $160. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
| Wednesday. Prices are for sale of Apr. 20.) 
| (Strongest sale this year although we 
| meed more cars. Sold 89 percent of con- 
signments.) 
| BUICK—’55 Super Riviera, 
| °54 Super Riviera, $2,000*, 





4-dr., 


$2,925° 
$1,990*; 


(ps). 
RM 


| 4-dr., $1,990* (ps). '53 Super Riviera, 

| $1,280; Special 4-dr., $1,070; 2-dr., $1,- 

| 005, ’52 Special 4-dr., $820. "50 Special 
| 4-dr., $485*. 

CADILLAC—’'55 (62) coupe deVille, $4,- 
S70* (ps); 2-dr., $4,400* (ps). 53 (62) 
4-dr., $2,420* (ps). '51 (62) coupe de- 

| Ville, $1,500*, $1,470*; 4-dr., $1,475". 
’49 (62) 4-dr., $820*. 

| CHEVROLET — '55 Bel Air (8) station 

| wagon, $2,395*; Two-ten (6) 2-dr., $1,- 


| 690, $1,670. '54 Bel Air 4-dr., $1,390*; 
| Two-ten 2-dr., 3 at $1,155, '53 Two-ten 
2-dr., $825. '52 SL Deluxe 4-dr., $715; 


%-ton pickup, $590. '51 SL Deluxe 2-dr. 
| $525; 4-dr., $545. "50 SL Deluxe Bel Air, 
| $585; 2-dr., $525; FL Deluxe 4-dr., 
| $445*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,120*. 

’52 Custom (6) 4-dr., $590*. 

DODGE — '54 Coronet 4-dr., $1,320*. °51 

%-ton pickup, $500; Meadowbrook 4-dr., 

$490. 
| FORD—’55 Thunderbird, $3,100; Fairlane 
| (8) Victoria, $2,215*, $2,190*; 4-dr., $2,- 
| 150*, $2,075*; Custom (6) 4-dr., $1,750, 

$1,740. ’54 Crest (8) Victoria, $1,560*; 
| %-ton pickup, $840. '53 Main (6) 2-dr., 
| $770, 


’52 %-ton pickup, $555. °51 Cus- 
; tom (8) 2-dr., $700*. °50 Custom (8) 
| eonv., $500; %-ton panel, $315, $275. 


| KAISER—'49 4-dr., $105. 
| LINCOLN—’53 Capri 4-dr., $1,550*. 


| MERCURY—’54 Monterey Hard Top, §$2,- 

| O000* (ps). '51 2-dr., $675, $500; 4-dr., 
$675. 

NASH—’52 Rambler conv., $615*. ’51 (600) 
2-dr., $230. 

OLDSMOBILE — ‘55 (98) 4-dr., $2,970* 
(ps); (88) Holiday, $2,650. '54 (88) 4- 

| dr., $1,800*, '53 (88) 4-dr., $1,525* (ps). 

| °5O (88) 2-dr., $570. ‘49 (98) 4-dr., 
$185*. 


| PACKARD—'52 4-dr., $735*. 
PLYMOUTH—’55 Belvedere (8) Hard Top, 


| 

$2,040*. °54 Plaza 2-dr., $1,075*. 53 
Cambridge 2-dr., $805*. 

| PONTIAC—'55 Star Chief (8) 4-dr., $2,- 


«Continue on Page 43, Col. 1) 
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; Used-Car Auction Prices 


(Continued from Page 42) 


(ps). °54 Chieftain 
’49 Silver 


(8) Catalina, 
Streak (8) 4-dr., 


595° 
$1,600°. 
$2 OF, 

STUDEBAKER — '53 Commander 4-dr., 
$750*. '52 Commander 4-dr., $545*. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction Co., 
Inc. Sale every Friday. Prices are for sale 
of Apr. 22.) 

(Market good, Sold 203 cars out of 300 
offerings.) 

BUICK—’55 Special Riviera 4-dr., $2,680*; 
2-dr., $2,500*, $2,230*. '54 Super Riviera, 
$1,940*; Century Riviera, $1,875*. 
Special 2-dr., $1,110. '52 Super Riviera, 
$1,000*, ’°51 Super 4-dr., $660*. ’50 Spe- 
cial 2-dr., $440. 


CADILLAC—’55 (62) 4-dr., $4,120* (ps). 
"54 (62) 2-dr., $3,675* (ps). ‘53 (62) 
conv., $2,600* (ps); coupe deVille, $2,- 
300* (ps). °52 (62) coupe, $2,050*. °49 
(61) 4-dr., $760*. 


CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 
560. "54 Bel Air 2-dr., $1,350*; Two-ten 
2-dr., $1,240; 4-dr., $1,110. '53 Bel Air 
2-dr., $1,230%; Two-ten 4-dr., $1,040; 
One-fifty 2-dr., $775, $625. °52 SL De- 
luxe 2-dr., $550; SL Special 4-dr., $710. 
’51 SL Special 2-dr., $590. '49 SL Deluxe 
conv., $380. ’48 FL 2-dr., $270. 
‘HRYSLER—’53 NY 4-dr., $1,295*; Wind- 
sor club coupe, $925. '52 Saratoga 4-dr., 
$840*; 4-dr., $695*. 51 NY 4-dr., $675*; 
Windsor Newport, $670; 4-dr., $610. ’50 
NY station wagon, $465. 

DeSOTO—’53 Powermaster (6) 4-dr., $875*. 
’52 Fire Dome (8) 4-dr., $850*. ’50 Fire 
Dome (8) club coupe, $640*, °49 club 
coupe, $300. °48 4-dr., $140*. 

DODGE — '53 Coronet 4-dr., 
coupe, $890*. °52 Coronet 2-dr., $640*. 
’51 Coronet 2-dr., $490. '49 Coronet 2- 
dr., $280. ’47 Deluxe 4-dr., $200. 

FORD—’55 Fairlane (8) Victoria, $2,475*; 
4-dr., $2,000*; Custom (8) 4-dr., $1,940. 


a 


$930; club 


’54 Custom (8) conv., $1,650*; station 
wagon, $1,550; 2-dr., $1,275. °53 Main 
(8) Ranch Wagon, $1,310; Crest (8) 


Victoria, $1,290*; Custom (6) 4-dr., $1,- 


060. ‘52 Crest (8) Victoria, $970*. ‘49 
Custom (6) 2-dr., $250. 
HUDSON—’52 Wasp 2-dr., $670*. | 
KAISER—’52 Manhattan 2-dr., $635*. ’51 
Sportsman, $400. 
LINCOLN—’49 Cosmopolitan 4-dr., $200. 
*48 4-dr., $100. | 
MERCURY—’55 Montclair coupe, $2,700*. 


’54 Monterey Sun Valley, $1,760*; 4-dr., 
$1,700; Custom 2-dr., $1,500*. ’°53 Mon- 
terey coupe, $1,395*%; Custom Sport 
coupe, $1,290*. '51 station wagon, $370. 
NASH—’55 Rambler Country Club, $1,700. 
‘53 Rambler station wagon, $840. °51 
Ambassador 4-dr., $415*. 50 4-dr., $110. 


OLDSMOBILE —’'55 (88) coupe, $2,485; 
2-dr., $2,350°%; 4-dr., $2,300*. '54 (88) 
4-dr., $1,825*. °53 (98) 4-dr., $1,640*; 


(88) conv., $1,610*. '°52 (88) 2-dr., $850*. 
"50 (88) club coupe, $410*. 


PACKARD — '53 4-dr., $900. ‘51 4-dr., 
$600*. '49 4-dr., $275, 
PLYMOUTH—’54 Savoy 2-dr., $1,130. °53 


Cranbrook Savoy, $1,130; Belvedere, $1,- 
100. '52 Cranbrook 4-dr., $430. '51 Cran- 
brook Belvedere, $670. 50 Special De- 
luxe 4-dr., $460. "49 Special Deluxe 2-dr., 
$360. '46 Special Deluxe conv., $125. 


PONTIAC—’55 Chieftain (8) 4-dr., $2,000*. | 


‘54 Chieftain (8) 4-dr., $1,360*; 2-dr., 


$1,350. °53 Chieftain (8) station wagon, 
$1,230; 2-dr., $935*, '52 Chieftain (8) 
4-dr., $650. '51 Silver Streak (8) 2-dr., 
$615". 


STUDEBAKER—’53 Champion 4-dr., $710. | 


"52 Commander 4-dr., $570*; Champion 

4-dr., $440. '50 Commander Land Cruiser, 

$275*. °48 Commander Land Cruiser, 
$110. 

WILLYS—’52 (6) 2-dr., $500. ’51 (6) sta- 

poe wagon, $570. '49 (6) %-ton pickup, 
5. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Apr. 20.) 

(Prices continued at a very high level 
with active bidding on clean autos, Sold 
75 percent of consignments in spite of 
rain all day.) 


BUICK—’51 Super 4-dr., $650*. 


CADILLAC—’53 (60) Special 4-dr., $2,550° | 


(ps). ’51 (62) coupe, $1,640*. '50 (60) 
Special 4-dr., $1,120*. °49 (62) 4-dr., 
$580*. 


CHEVROLET—’'55 Bel Air (8) Hard Top, | 


$1,980. '54 Bel Air conv., $1,505*. ’53 
Two-ten Delray coupe, $950; 4-dr., $670. 
‘52 SL Deluxe 2-dr., $775*; 4-dr., $685. 
‘50 SL Deluxe 4-dr., $580, $550*, $455*. 
*49 SL Special 2-dr., $325. 

CHRYSLER—’50 Windsor 4-dr., $400*. 

DeSOTO — '55 Fire Dome (8) Hard Top, 
$2,655*. ’°53 Fire Dome (8) club coupe, 
$1,040*, '50 4-dr., $230. 

DODGE —’53 Coronet (8) 4-dr., $1,025. 
‘51 4-dr., $575. '50 2-dr., $325. ’46 4-dr., 
$145. 

FORD—’54 Crest (8) Skyliner, 
dr., $1,405. ’53 Custom (8) 
dan, $1,465; 4-dr., $1,100*, $1,095; conv., 
$1,100*, '52 Custom (8) 2-dr., $725*. ’50 
Deluxe (6) 4-dr., $335. '47 Deluxe (6) 
4-dr., $115. 

HUDSON—’53 Jet 4-dr., $740. 

MERCURY—’52 Monterey coupe, $1,195*; 
4-dr., $1,095*. ’51 4-dr., $690*. '49 conv., 
_ $255°. ’47 station wagon, $260. 

NASH — '52 Statesman 4-dr., $885*, °51 
Statesman 4-dr., $250. 

OLDSMOBILE—’53 (88) 
‘51 (98) Holiday, $800*; (88) 4-dr., 
$660*. ’'50 (88) coupe, $485. '49 (98) 
i-dr., $350*. "47 (98) 2-dr., $155*. 

PLYMOUTH—’'53 Cambridge Suburban, $1,- 
165; Cranbrook 4-dr., $885, $860, $835, 
$815, $800; club coupe, $820. '50 Special 
Deluxe 4-dr., $440. 

PONTIAC ‘50 Silver Streak (8) 4-dr., 
$440*, 


NEW YORK, CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 19.) 

(Late models off slightly with clean 
merchandise scarce in midst of retail 
selling season. Rough units looking for 
takers, Sold 50 cars out of 90 offerings.) 
BUICK—’53 RM 4-dr., $1,350* (ps); Super 

Riviera coupe, $1,295* (ps); 4-dr., $1,- 


$1,480; 4- 


Holiday, $1,685*. 


"53 | 


Country se- | 





200*. '51 Super Riviera coupe, $685*. '50 
Special 4-dr., $275. 


CADILLAC—'53 (62) 4-dr., $2,250* (ps). 


CHEVROLET—’54 Bel Air 4-dr., $1,400*; 
Two-ten 4-dr., $1,225; 2-dr., $1,120. °53 
Bel Air 2-dr., $1,075*; Two-ten 4-dr., 
$890, $885, $880; 2-dr., $880, $840; One- 
fifty 4-dr., $695; 2-dr., $725. '50 SL De- 
luxe 4-dr., $455; 2-dr., $305. '49 SL De- 
luxe 2-dr., $240; Carryall, $190. 


CHRYSLER—'50 Windsor 4-dr., $355*. 
DeSOTO—’52 taxi, $110. 
DODGE—’51 Meadowbrook 4-dr., $460*. 


FORD—’53 Custom (8) conv., $1,210*. °52 
Main (8) 4-dr., $595. '51 Custom (8) Vic- 
toria, $735*; 2-dr., $440; Deluxe (6) 2- 
dr., $380. '50 Deluxe (6) Business coupe, 
$150. 

HUDSON—'50 Super 4-dr., $135. 


KAISER—’51 (4) 2-dr., $140. 


LINCOLN — '52 Cosmopolitan coupe, $1,- 
325°. 
MERCURY — '53 Monterey coupe, $1,325; 


2-dr., $1,000. '50 station wagon, $300. '49 
2-dr., $230. 

NASH—’50 Statesman 4-dr., $180. 

OLDSMOBILE—’52 (88) 4-dr., $850*. °51 
(98) 4-dr., $550*. '50 (88) 4-dr., $380*, 
'250*. 

PLYMOUTH—’53 Cranbrook 4-dr., $830. 
‘51 Concord Business coupe, $290. ‘49 
Special Deluxe 4-dr., $105. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 





300°, $1,275*. ‘52 Chieftain (8) 4-dr.. 
$825*. 
STUDEBAKER — '52 Commander 2.- dr., 
$555*. 


MISCELLANEOUS—’51 Hillman Minx 4- 
dr., $285. 
+ + * 


— Auctions in Brief — 
HARRODSBURG, KY. 


Blue Grass Auto Auction. Sale every 
Thursday (Apr. 21). Clean cars are bring- 
ing the high dollar, We sold a good per- 
centage of the 116 cars entered. 


MONTPELIER, O. 
Montpelier Auto Auction Co, Sale every 
Monday (Apr. 18). Weather sunny but bid- 
ding slow. 


PHOENIX, ARIZ. 

Phoenix Auto Auction, Inc. Sale every 
Wednesday (Apr. 20). Market strong on 
clean '51s through '53s. New cars are slow. 
Used pickups, jeeps and station wagons in 
| big demand. Sold 121 cars out of 207. 


WINDSOR, VA. 
Windsor Auto Auction. Sale every Thurs- 
| day (Apr. 21). Sold over 79 percent of 250 
cars offered this week. 


DENVER 
Colorado Auto Auction. Sale every Mon- 
day (Apr. 18). Buying very active on all 
models. Weather fair and warm. Sold 310 
units out of 350. 


| 
| DETROIT 
| 
| 





Wes Coon Auto Auction. Sale every 
Thuisday (Apr. 14). Raining all day but 


buying didn’t stop Sold 56 out of S4. 
EBENSBURG, PA. 


| Ebensburg Auto Auction Co. Sale every 
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Thursday (Apr. 21). Prices were firm on 
all clean offerings. Junk was up a little. 
Sold 105 cars out of 128. 


N. PLAINFIELD, N. J. 


Lebanon Auto Auction. Sale every Wed- 
nesday (Apr. 20). Prices steady with ac- 
tivity extremely brisk. Sold 93 cars out of 
137 of*erings. 


Mack Trucks Net 
Tops All of *54 


NEW YORK. — Net income of 
Mack Trucks, Inc., for the first 
quarter of 1955 exceeded that of 
the entire year 1954 and the out- 
look for continued high levels of 
production, sales and earnings dur- 
ing the balance of the year is good, 
according to P. O. Peterson, presi- 
dent. 

Net earnings after taxes for the 
first 1955 quarter were $1,347,188, 
or 84 cents a share on the 1,595,622 
shares outstanding. Earnings in 
1954 amounted to $1,345,487. First 
quarter 1954 earnings were $155,097. 

Sales for the first 1955 quarter 
were $34,649,033, a gain of 39 per- 
cent over $24,872,084 in the 
1954 quarter. Peterson reported 
that orders on hand March 31 
amounted to $41,000,000, compared 
to $17,000,000 at the same time last 
year. 


first | 





Driveaway Program— 


Kicking off the 1955 driveaway pro- 
gram of Los Angeles Lincoln-Mercury deal- 
ers are (from left), George L. Boggs, L-M 
district sales manager; Robert Sawyer, 
United Airlines, and J. E. Coberly jr., 
vice-president of Coberly Lincoln-Mercury. 
United is working with the dealers in 
arranging air transportation to Detroit for 
customers wishing to pick up their new 
cars. Hotel reservations and tours of De- 
troit are part of the package deal offered. 





e many 


other leading engine manufacturers 


selects and distributes...for 


authorized replacement service... 


Perfect Circle 


2 in 1 chrome piston rings...the 


standard of comparison! 








44 
Oil Industry Plans 


To Honor Prophet 
At Centennial 


NEW YORK.—The 100th anni- 
versary of the chemical analysis 
that led to the birth of the U. S. oil 


industry will be observed May 11 


at a meeting of the refining divi- 
sion of the American Petroleum 


Institute in St. Louis. 


A bronze plaque commemorating 
. the historic report of Yale Professor 
Benjamin Silliman jr. will be pre- 


sented to a Yale representative. 


The Silliman report, dated Apr. 
16, 1855, dispelled doubts about the 
value of Pennsylvania “rock oil” 
and encouraged investors to put 
money into the venture which re- 
sulted in the drilling of the world’s | cial 
first commercial oil well in 1859 by 


Col. E. L. Drake. 


Silliman’s report stated that “very 
valuable products” could be proc- 
essed from crude oil. He also said 
that, as an illuminant, it was su- 
perior to the best whale oil avail- 


able, then costing $2.50 a gallon. 


In addition, he noted that petro- 
leum could be very useful as a 


lubricant. 


Southeast Called 
Top Truck Market 


ATLANTA. — The southeastern 
part of the U. S. has the greatest 
potential for truck and trailer sales, 
C. L. Schneider, Detroit, sales vice- 
president of Fruehauf Trailer Co., 
declared at a regional sales meet- 
ing here last week. 

Schneider told the branch man- 
agers that Fruehauf sales have 
doubled in volume in the southeast 
in the past year. 


“The importance of truck service 





is greater here than in any other. 


section,” he said. 


Progress Report 


Luby Chevrolet Sales in ’54 


Exceed 14,000 Units 

BALTIMORE.—Luby Chevrolet 
sales last year exceeded $17,800,000 
with more than 14,000 units sold 
here and in the firm’s outlets in 
Boston, Miami and New York, ac- 
cording to Frank Cole, general 
manager of the regional branch. 

Cole said the firm broke all ex- 
isting records for January when 
more than 1,000 units were sold, 
adding that since the opening of 
the Baltimore branch Luby has 
risen to the top three Chevrolet 
dealerships in Maryland. 

Sam Luby is chairman of the 
firm. 
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The following advertised . delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
or any other 


BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed, $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
500.17; 4-dr. utat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., §$2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224. 59. Roadmaster——4-dr. sed., 
$3,349. .36; hardtop cpe., $3,453.05; conv., 
$3,551.56 (Dynafiow standard on Road- 
optional at $192.50 on other 


CADILLAC—Senies 62—4-dr sed., $3,- 
976.70; cl. cpe., $3,881.77; —-, cpe., 
$4,305. ‘01; conv., $4,448.31. Series 60 Spe- 

clal—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv. +» $6,285. 96. (Hydra-Matic 
standard, ) 

CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
T d., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; 2-dr. stat. wag., $2,079; 4- 
dr. stat. wag., $2,127. Bel Air—4-dr. sed., 
$1.932; 2-dr. sed., $1,888; hardtop cpe., 
$2,067; conv., $2,206; 4-dr. stat. wag., $2,- 
262; Nomad 2-dr. stat. wag., $2,472. Cor- 
vette—6-cyl. conv., $2,799; V-8 conv., §2,- 
$34. (Powerglide optional at $178.35.) 


CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop “pe s 703.25; 


Newport bardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat wag., $4,209. 300— dtop cpe., 


$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr., stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe. $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 — 4-dr. sed., $2,310; hardtop 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75: 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. OCustomline — 4-dr. sed., 


Lima-Allen (O.) Dealers 


Elect Morin President 


LIMA, O. — Harry Morin (Olds- 
mobile) has been elected president 
of the Lima-Allen County Automo- 
bile Dealers Assn. Morin formerly 
was treasurer. He succeeds Lynn 
D. Timmerman (Ford). 

Jack Cronin (DeSoto-Plymouth) 
is vice-president; Howard Ellis 
(Chrysler- Plymouth) is treasurer 
and L. W. Mannon of the Lima 
Better Business Bureau ig secre- 
tary. 





New Passenger Car Registrations, 19 States for March, 1955-1954 


Car registrations by states 
are released here weekly, as 


compiled by R. L. Polk rep- 
resentatives in state capitals. 


“ 
« 
2 
° 
= 
b 
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CHRYSLER 
TOTAL 


$1,844.66; 2-dr. sed.. $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094.76; Crown Victoria 
cl, cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv. $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat Country Sedan, §$2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
on conventional models, $215 on Thunder- 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatic on V-8s at $199.) 

IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 

LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop a $3,666. Capri Special Custom 
—4-dr, $3,752; hardtop cpe., $3,910; 
conv., $2,071.50. (Turbo-Drive standard -) 


MERCURY — Custom — 4-dr. sed., §$2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag,, $2, 843.50. Montclair—4-dr. sed., 
$2,685; hardtop cpe., $2,631; Sun Valley 


conv. 
of entry. ) 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
$2,675; 2-dr. hardtop, 

Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash- 
2-dr, hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,296.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2, 788; conv., $2,893.59. Series 98—4- 
dr. sed., $2, 832. 82: hardtop cpe., $3,068.75; 
$3, 140; conv., 
(Hydra-Matic optional at $178.35.) 

PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
$2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard — 4-dr. sed., 
040.32; 2-dr. hardtop, $4,080.32. 
matic standard on Packard reries, 
extra on other models.) 

PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; ‘4-dr. 2-seat 
stat. wag., $2,261.75. Savoy ¢-4- dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
$1, 983; 2-dr. 


4-dr., 


—4-dr. 


| glasstop, 


4-dr. sed., 


$2,362.09; 


685.53; 2-cr. 


sed., 


Current Prices on New Cars 


$2,711.50; conv., 
O-Matic optional $189.45.) 

METROPOLITAN — Hardtop, 
$1,469 (both prices at coastal ports 


2-dr. 


hardtop, 


sed., 


hardtop, 


$2,712. 


2-dr. 


sed., 





automatic 


sed., 


$3,275.84. 


(Mere- 


$1,445; 


$2,795. 


(Ultra- 


$1,940. 


$4,- 
$199 


wag, 


stat. 
— 4-dr. 


pass. 





$2,082; 


2-dr. 


Belvedere 6 — 4-dr. sed., $1,978.50; 
sed., $1,935.50; hardtop cpe., $2,113; 4-cr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
—4-dr. sed., 
hardtop cpe., $2,216.50; conv. 
2-seat stat. wag., $2,4 
— at $178.30.) 


sed., 


2-dr. 


$2,039; 
$2,351; 
25. (PowerFlite op- 


4-cr. 


INTIAC — Chieftain 860 — 4-dr. se., 


2-dr. sed., 
798; 2-dr. sed., 
$1,869. Custom—4-dr. sed., 
top, $1,995; 4-dr. 
dra-Matic optional at $178.85.) 
STUDEBAKER—Chanppion 
dr. sed., $1,783.24; 2-dr. sed., 


4-dr. 


stat. 


$2,163.62; 2-dr. sed., $2,105.45; 2-dr 
$2,434; 
870—4-dr. sed., 
sed., $2,209.32; Catalina, $2,334.99; 4-cr. 
wag., $2,603. Star Chief Deluxe — 


$2,518, 
$2, 267. 51; 2-dr. 


, $2,362; conv., $2,691. Star Chief 


Custom—4-dr. sed., 
499; Safari 2-dr. stat. 
dra-Matic optional at $178.35.) 

RAMBLER—Deluxe—4-dr. 
$1,585. Super—4-dr. sed., 
$1,683; 2-dr. stat. wag., 
$1,989; hard- 


wag., 


sed., 


stat. wag., $2,098. 


$2,455; Catalina, $2,- 
$2,962. 


$1,695; 


(Hy- 


$i,- 


(Hy- 


Custom — 4- 


$1,741.02. 


ion Deluxe—4-dr. sed., $1,885.16; 2- 


cpe., 


$2,140.64. 


$1,918.72; 2-dr. sed., 
Deluxe—4-dr. sed., 


dr. sed., $1,840.55; 5-rass. cpe., $1,874.50; 
wag, Champion 

sed., $1,993.27; 5-pass. 
974.50; hardtop cpe., $2,128.76; stat. wag. 
$2,311.59. Commander Custom—4-dr. 


Regal 


cpe., $i,- 


sed., 


$1,873. Commander 


5-pass. 
$2,282.24; 

President Deluxe — 4-dr 
President State — 4-dr. sed., $2,380.50; 5- 
$2,269.50; hardtop cpe., 


cpe., 
stat. 


$2, 
waz., 
sed., 


— 4-dr. 


094; 


$2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. 
$2,127.25; 
cpe., 


sed., 


hardtop 
$2,445.07 
$2,310.50. 


$2,- 


455.50; Speedster hardtop cpe. with over- 


drive, 


997.32. 


$3,371.04; 
with Automatic Drive, 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, 
(Hydra-Matic optional at $178.55.) 


Speedster hardtop cpe. 


$3,479.29. (Auto- 


$1,- 








New Commercial Car Registrations, 
23 States for March, 1955-1954 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 













































































Il States eae ‘55 848 a vy zal 115 415 875! 
Reported for March "54 7 3360 74 690 3372 922 50 is qr 112 160 10023 
Connecticut ‘55 | 3) 102) 5| 49 | 161) 17 + 24 1 i} 10) 18} a 474 
‘54 3} 202) 2 54) = 61 64 5 it} 7 i 10) 12} 656 

Idaho *55| | 81| ' 37) 42} 68 2| 9| 3) 31| 6| 379 
"54! 137) I 30) 12 52) 35 1 3} 3 2 19} 1} 406 

Maryland ‘55 | 2 126) 6 80) 259 | 29) 75 20) 1 15) 15 28 "7 667 
"54 234) 4 125) 268 | 46) 7| 18} 5 4) 12 10 797 

Minnesota ‘55 | 289| 4) 62) 503) 52! 190} 5| 1| 15 7| 36 5; 1169 
*54/ | 592) 3} 117) 631} 141 249 4) | 20 5 14 8} 1785 

Nevada ‘55 | 33| | 43) 54) il 21} 1} | 14 15 1 193 
‘54 39| | 15) 75) 29| 9 3 4 i 4) 1} 180 

New Jersey ‘55 | | 300) 16) 276 647) 94) 235 64 5 20 67) 37 32; 1809 
‘54 17 574) 8) 155 643) 225 171 39} 7 23 65) 15} 40; 1982 

North Dakota ‘55 41) ! 29) 78 | 15) 69 2| | 7 | 242 
"eal 104) | 14) 107 32) 80 7 | 7 351 

Ohio ‘55 700 | 10} 318; 1552) 119| 583| 58 14 60) 84) 75) 24| 3597 
‘54 2| +1134 8 314) 1251 | a 368 36 50 41| 85) 20 20} 3569 

Oregon "55 189} 5) 81) 316) 136 it} 2 21 20) 95 33 978 
"54 | 264) 6 64) 307) 150 118 8 ! 26 9| 55 14 1022 

Tennessee ‘55 | 416 2) 164) 593) 99 | 196| 14) 6 21 25 14) | 1552 
"54 | 851) I} 183 746) 260) 176| 16} | 29 41 8) 4 2316 

Virginia ‘5S 327) 3} 151) 546) 71\ 125 18) 5 28 16 46 a 1343 
‘54 3} 397) —1}_—sa} 548} 99) —S8} 8] st) S15] 6] =~} tt} _—1300 

Wisconsin ‘55 | 281 I 1} 473} 64, 258) | 1} 21) 10 4| 16; 1279 
‘54 | eit 2) 94! 494) 113) 197) 4) 6 30) 21) 25 12 1494 

23 States Reported ‘55 114 2249; 8562 121 3264) 296} 57) 392 372 | 195| 22433 
To Date for March "54 | a3 3364 110} 1943; 8768 2370| 2702) 202 | 110} 323 380 374 190] 2588! 
Year "55 205| 40765 571| 12212| 46737) 10225) 18515 95 395; 1914 2314 4576| 1072| 140868 
To Date ‘54 222| 50421 | 512} 11691| 47549; 13134) 14781 995 482) 1996 2192 2450 998; 147423 
‘“*The information contained in this report has t been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 





R. L, Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’——-R. L. Polk & Co. 
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Six States Previously nl 732 1312 1341 902} 2080 5526} 9849) 10202) 222 2817| 13241] 5688} 1278] 11073 4639| +3700) 26378) 12 68 80) SI 812 1337 116 
Reported for March 1069 1526 1004 732 1256 3575 6567 9978 | 339 2493| 12810) 4858) 1000} 10344 3435, 2795| 22432!) 59 140 199] 523 757 1280 185| 44999 
Delaware SI | 4 9 | 7 76 205 338| 516) 6| 98| 620) 226 41) 470) 155) 150; 1042) 2) 2) 8) | 33 ‘| 2052 
54 4 12 16 24 16 27 82 149} 377 2 87| 479) 136} 34) 423| 112) 119) 824) | 1} 1} 5 22 27 2 1498 
Idaho "55 17 | & 3 37 | 114 285 292| 93) 391 188 45) 306} 154 166) 859 | | 6) 6 12 33 45 | 1636 
‘54 29 27 56 37, 22 48 88 195 271} 10 103} 384} 170} 41 331} 139 62) 749) 3} 14| 17 9 46) 55 3 1459 
Nevada ‘55 " it 16 31 28 27 %| 176} 153 7 40 200) 85 | 143) 76 71} 383 | | | | 19| 37 56 it 842 
“54 12 12 29 14 16 103] 130 7 40) 177) 58) 105} 3% 40) 246| 2| 10} 12) 5 31} 36 18 604 
New Jersey ‘55 213 334 547 1031 763 1228 3005 6027 5441 100 1694 7235 3569 705 5306; 2252; 2188) 14021) 8! 22 | 30) 363 481) 844) 202| 28906 
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**The information contained in this report has been compiled from official tate documents, 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 
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lines and have formed their own | Fisher to negotiate a contract. 
union. The Independent Automo-| The AFL unions claim that 
tive Union, Local 1. This group has | Fisher is supporting the independ- 
also asked that the AFL unions be |ent union by permitting it to use 
decertified and has requested | company property. 





—eo7~r 
merger convention to formally 


ratify the merger. 


Pending GM, Ford Decisions .. . 
eae nana eee 
The AFL convention is sched- 
uled for Chicago on Sept. 15 and 


| AMC, Union Agree wes Seen Se Ee 
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To Extend Contract 


(Continued from Page 6) 


Ford or GM set the GAW pattern, | 
it is an ironical fact that it was) 
AMC’s Cushman who recently said | 
the smaller companies could not 
follow the GAW pattern of the 
larger firms and that “ability to 
pay” must be a governing factor 
in the negotiations. 
Talks between Ford and the 
UAW and between GM and the 
UAW continued last week, while 
the AMC negotiations have been | 
virtually suspended. ‘ 


Tool Firms, UAW to Meet 
AST week the Automotive Tool 
& Die Manufacturers Assn., 

representing 75 companies an-| 

nounced that it had agreed to open 

negotiations with the UAW on a 

new contract sometime this week. 

Currently the 75 firms have a 
pension fund “pool” and it is ex- 
pected that the UAW will ask these | 
tool companies to set up the same 
kind of a pool to provide a guaran- | 
teed annual wage for their em- | 
ployes. 

Although the union’s demands 
in the current negotiations are 
well known, the first information 
on any firm’s counter proposals 
came from Carl Stellato, presi- 
dent of the UAW’s Ford Local 
600 and a member of the nego- 
tiating team. 

Ford refused to either confirm 
or deny the counter proposals and 
a spokesman said, “We assume 
they are pledged to report (on 
progress made) from time to time 
to their membership.” 

Among the Ford demands, Stel- 
lato said, were the elimination of 
fulltime union representatives, ex- 
clusion of certain jobs from union 
jurisdiction and new conditions for | 
continuation of the union shop. 

+ 


GAW Criticized by NAM 


[As week Henry G. Riter III, | 
president of the National Assn. | 
of Manufacturers, blasted the GAW | 
as a “straitjacket to our sound ex- | 
panding economy.” 

He said, “The large companies | 
might survive for a time, but what 
of the hundreds of thousands of | 
smaller and less well-financed bus- 
inesses which make up by far the 
greater part of our economy?” 

Riter said he was convinced 
that Walter Reuther, UAW and | 





CIO president, is determined to | 


meeting to give final approval to | 


an AFL-CIO constitution. 

The tentative constitution has 
been drafted by Albert Woll, AFL 
legal counsel, and Arthur J. Gold- 
berg, CIO legal counsel. 

Efforts are now being made to 


/arrange simultaneous conventions 
|of the AFL and the CIO in the 


same city. These conventions would 
be followed immediately by a 





GM, Ford Workers Get 


Record Pay Checks 


DETROIT. — While negotia- 
tions with the UAW droned on to 
determine how much their work- 
ers will earn in the next few 
years, General Motors and Ford 
Motor Co. both reported that 
their hourly employes had the 
highest earnings in history dur- 
ing the first quarter of 1955. 

GM said that its 400,266 em- 
ployes averaged $103.79 for a 


| 44.2-hour week in the first three 


months. Ford announced that its 
129,787 hourly workers were paid 
$106.67 for a 45.3-hour week. 
Wage earners in GM car, truck, 
body and assembly divisions 


earned an average of $107.53 per 


week. 

The Bureau of Labor Statistics 
put the national average of 
weekly earnings in all manufac- 
turing industries at $75.54 a week. 








NEWARK, N. J. — Residents of 
the Garden State were made aware 
of cars and car dealers in no un- 
certain terms during “Spotlight on 
Automobiles Week.” 


William L. Mallon, secretary 


of the New Jersey Automotive | 


Trade Assn., summarized the 
statewide campaign as “excep- 
tionally good. 

NJATA sparkplugged New Jer- 
sey’s observance of the NADA 
“Spotlight” promotion. Editorial 
copy and bulletins were sent regu- 


| Buffalo on Oct. 17. 
| Last week the Bureau of Labor 
| Statistics reported that there was 
\less time lost from strikes during 
1954 than in any year since the 
passage of the Taft-Hartley Act. 

The number. of man-days lost 
amounted to 22,600,000, which is 
only .21 of one percent of the esti- 
mated working time of all workers 
during the year. 

* * * 


Dealers’ Pact Okayed 


ON THE dealership front, union- 
ized mechanics employed by 70 
Minneapolis dealers have voted to 
accept a new contract, averting a 
strike by 1,500 members of AFL 
Teamsters Local] 974. 





The contract provides a 25-cent 
hourly wage increase, bringing 
the rate to $2 and a hike in the 
worker’s share of the customer 
labor charge from 45 to 4614 per- 
cent. Mechanics can choose either 
of the two methods of compensa- 
tion. 


The new wage schedule is retro- 
active to Apr. 16, when the last 
contract expired, and continues 
through Apr. 15, 1956. 

In Portland, Ore., Joe Fisher, a 
Dodge-Plymouth dealer, has peti- 
tioned the NLRB to decertify the 
AFL unions which now have bar- 
gaining rights for his employes. 
The unions have retaliated with un- 
fair labor practice charges against 
Fisher. 

Picket lines have been main- 
tained at Fisher’s two showrooms 
for several months because of 
failure to reach a contract agree- 
ment. 


About 40 of Fisher’s employes 


‘have been going through the picket 


‘Spotlight’ Standout 


New Jersey Dealer Group Reports Special Week 
Got Wide Press Coverage 


houses held during the Apr. 11-16 
| week. 

An official proclamation of 
“Spotlight on Automobiles and 
New-Car Dealers Week” was 
signed in Elizabeth by Mayor 
Nicholas S. LaCorte. 
| “Cars in the Spotlight” was the 
| Subject of an editorial in the Irv- 
|ington Herald. In Montclair, Presi- 
|dent Fred Lindsley jr. of the local 
|new-car dealer group announced 
observance plans in all local papers. 

* * * 









|larly to every newspaper in the 


pr eal the GAW from the auto | state. Utah’s Weber Chapter 
Meanwhile, another major step This paid off in special “Spot- Elects New Officers 


toward the AFL-CIO merger is ex- 
pected to be made today (May 2) 
in Washington where the unity 
committee of the two unions are 


Car Buyers Hike 
Intended Outlay, 


Stress Values 


NEW YORK.—L. Walter Lundell, 
Universal C.I.T. Credit Corp., has 
reported that the average motorist 
expects to spend 
about $1,000 more 
in 1955 fora 
new-car than he 
did in 1948, but 
feels that he is 
getting more than 
thatin added 
values. 

Preliminary 
findings of the 
Federal] Reserve 
Board’s 1955 Sur- 

L. W. Lundell vey of Consumer 
Finances show that most people 
Planning to purchase cars expect 
to pay about $2,800, Lundell said. 
In 1954 and 1953 the figure was 
$2,500; $1,800 in 1948. 

Lundell said most of the higher 
Prices of modern automobiles goes 
to giving the motorist a “much 
better automobile than he could 
buy in 1948, or even 1953.” 

He added that most of the pur- 
chase of autos and durable goods 
would be with installment credit. 


Don’t miss the Dealer Doings columns. 
They'll keep you abreast of what fellow 
dealers are doing. 


light” newspaper sections in north- 
ern, central and southern Jersey, OGDEN, Utah. — The Weber 
including 18 pages of trade news | Chapter of the Utah Automobile 
in the Bergen Evening Record. | Dealers Assn. has elected the fol- 
The Essex County Automotive | lowing officers to serve the balance 
Trade Assn. (Newark), headed by | f the 1955 term: 
President William E. Wyman, spon-| President, Charles K. Cordray 
sored a $3,000 schedule of ads in the | (Ford); vice-president, George T. 
Newark Evening News, Newark|Frost (Hudson), and secretary- 
Star-Ledger and 16 weeklies. The|treasurer, John S. Hinckley 
ads publicized dealership open! (Dodge-Plymouth.) 


x * * * * * 





City Hall Makes I# Official— 


Watching Elizabeth (N. J.) Mayor Nicholas S. LaCorte sign a proclamation for the 
recent “Spotlight on Automobiles" week are three members of the Elizabeth New 
Car Dealers Assn. They are (from left), John D. Zolzer, Cecil S. Hersh jr., and Edward 
J. Murphy. 
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Make Warranty 
Service Profitable! 
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but that’s only part of the story 
WRITE NOW FOR ALL THE FACTS! 


The CARLIFE GUARANTY CO. 
16501 Wyoming, Detroit 21, Michigan. Telephone: Diamond 1-2388 
Tell us, without cost or obligation, all about the Carlife Profit Story: 
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Dealers Cite Factory Opposition . . . 
Bootlegging Seen on 


(Continued from Page 1) 


legging was at a minimum com- 
pared with earlier this year, al- 
though the practice is still going 
on. A Ford dealer and a Dodge- 
Plymouth dealer commented on 
the strong factory anti-bootlegging 
pressure. 

A check with Chicago dealers in- 
dicates that bootlegging of new 
cars is much less than it was 60 
days ago, due mainly to the fact 
that dealers are making higher 
trades and larger discounts than 
sources lacking franchises. 

Buffalo dealers also reported @ 
similar, although less pronounced, 
decline in bootlegging and credited 
“tougher factory policy and mount- 
ing competition.” 

° * ad 
oS exception, the dealers 
hailed the “drying up” of boot- 
legging. They preferred the words 
“drying up” to “dying” because they 
don’t believe it will ever go away 
for good. 

Said one dealer: 

“If bootlegging is definitely on 
the decline—and I think it is— 
it will strengthen the picture 
across the country. A lot of people 
don’t realize that the Detroit 
dealers who don’t bootleg cars 
are hurt almost as much by boot- 
legging as the southern dealers.” 

Ten Detroit dealers were ques- 
tioned about the bootlegging de- 
cline. They included two Buick 
dealers, two Chevrolet dealers, one- 
Dodge-Plymouth dealer, two Ford 
dealers, two Oldsmobile dealers 
and a used-car dealer. 

Eight of the 10 were emphatic 
in their belief that bootlegging was 
drying up. 

The other two, both Oldsmobile 
dealers, disagreed and one said, 
“My gosh. I think it’s just begin- 
ning here.” 

. : * 
ExPLAnUne the renewed fac- 
tory pressure against boot- 
legging, a Chevrolet dealer com- 
mented, “A considerable number 
of Chevrolet and Ford dealers have 
had the law laid down to them. 


“I think the factories are 
largely motivated by their reluc- 
tance to lose that extra freight 
money. Of course, the factories 
did build plants at these distant 
points to supply the local mar- 
kets so I guess they have a right 
to defray the costs of these plants 
by charging the freight.” 

Another dealer explained “boot- 
leg absorption” and how boot- 
legging hurt the nonparticipating 
Detroit dealers with these words: 

“These dealers sell enough cars 
to these out-of-town buyers for $50 
to $150 over cost to enable them 


Credit Viewed 
As Selling Aid, 
Not Substitute 


CHICAGO. — “Credit selling is a 
tool of salesmanship, not a substi- 
tute for it,” is the theme of a 
newsletter sent to 35,000 new- and 
used-car dealers by American Fi- 
nance Conference, Inc. 

The letter tells dealers that U.S. 
consumers are in a buying mood, 
but warns that the satisfied car 
buyer is one who has enough 
money in it to feel like “an owner, 
not a renter.” 

Dealers were cautioned about 
“low downpayments, inflated trade- 
ings or too long terms,” and told 
that “with alert and courteous 
selling and a sound financing plan 
as the cornerstones, dealers are in 
a position to build plenty of profit- 
able business in 1955.” 


Buick Dealers Elect 
Officers in Chicago 


CHICAGO.—The Chicago Metro- 
politan Brick Dealers Assn. has 
elected officers for 1955. 

Walter Gerwig, of Gerwig-Nelson 


to pay their overhead expenses. 
Then, about the fifth or sixth of 
each month, they’re in the clear, 
and we start hearing of some of 
the most fantastic deals you can 
imagine. 
* * * 

“TF BOOTLEGGING can be 

* stopped completely, or almost 
completely, it will enable all deal- 
ers to compete more or less on an 
even basis. Bootlegging is particu- 
larly harmful to the Detroit deal- 
ers whose cars are not ‘hot’ and 
who therefore have no opportunity 
to pay their overhead this way.” 

Although some new cars find 
their way into the bootleg market 
through out-of-town new or used- 
car dealers who buy from Detroit 
dealers, the bulk of the boot- 
legged autos are purchased by 
“so-called fleet accounts or leas- 
ing companies,” the dealer said. 


These “so-called fleet accounts” 
must be distinguished from the 
ordinary fleet accounts who are 
generally approved by the factory 
and who make regular annual pur- 
chases—and usually from the same 
dealer. 

However, the dealers reported 
that some of these legitimate fleet 
accounts also sell 25 to 30 percent 
of their cars on lots, using the 
remainder for their leasing opera- 
tions. 

It is the gradual disappearance 
of these “so-called fleet accounts” 
that has prompted the Detroit buy- 
ers to conclude that bootlegging is 
on the wane. 

7 = = 

HEVROLET, Ford, Oldsmobile 

and some of the other makers 
recently have cautioned their deal- 
ers in Detroit, and very likely in 
other bootlegged-car sources like 
Chicago and Cleveland, that the 
dealers must be extra-scrupulous 
in screening out all “so-called fleet 
buyers,” checking with the factory 
if there is the slightest doubt. 


Said a Chevrolet dealer general 
manager: 

“There has been a definite de- 
crease in the number of these 
operators within the last 30-45 days, 
and less this month than in any 
month for a couple of years. Of 
course, our regular fleet accounts 
are buying on their regular sched- 
ules. 

“The boot-legged-car buyers 
were extremely active through 
the winter, but they’ve been sur- 
prisingly scarce since the GM 
people went on the warpath. We 
still do a small volume of busi- 
ness with new-car dealers in dis- 
tant points — more to accommo- 
date them than anything else.” 


This official reported that a 
neighborhood Ford dealer had been 
ordered by his factory to buy back 
several cars which he had sold to 
an unauthorized “fleet buyer.” 

The used-car dealer said: 

“Mark my word, there will be no 
bootlegging by the end of the year. 
The used-car dealer can’t compete 
with the new-car dealer is selling 
new cars any more. He can’t com- 
pete on the car, on the credit or 
on the service. 

“This crazy credit is the biggest 
factor. No used-car operator can 
possibly give the deals that some 
of these dealers have given in the 
last 60 days. 

. * * 

“wee that the pipelines are 

getting filled up, the southern 
and western independent dealers 
simply can’t improve on the deals 
offered by the new-car dealers, 
particularly since the license and 
3 percent Michigan sales tax must 
be added to the cost of cars pur- 
chased from Detroit dealers.” 

Many Detroit dealers noted that, 
despite the record production, they 
were not getting enough cars, lead- 
ing some dealers to conclude that 
the factories are attacking the boot- 
leg problem by flooding the dealers 
at the distant points before satur- 
ating the dealers close to the fac- 
tory. Several Miami dealers noted 
this same phenomenon recently. 

Commenting on this situation, a 


Motors, is president; Will Huf-| dealer said: 


stader, Bonnie Buick, Evanston, is 


“Before long all the pipelines are 


vice-president; George Kleeburg, | going to be jammed and we'll really 
Kleeburg Buick, Highland Park, is | have a car glut. Many dealers are | treatments with a combination called Fashion-Tone. Thirteen color options will be 
secretary, and Charles McFarland, | hiding cars from the factory in| available on the Custom Cross Country (shown above), the Custom Country Club and 


McFarland-Keenan Co., 
urer. 


is treas- 


order to build up their stocks. 
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Way Out 


asking for a drink of water, and 
the factories turning the hose on 
them. These dealers ordered ex- 
tra cars because they are ex- 
tremely optimistic about the 
market, not because they’re con- 
cerned about a strike this sum- 
mer.” 

A Ford dealer noticed the decline 
in bootlegged-car buyers shortly 
after Feb. 15 when “the factory 
began inviting dealers downtown 
individually and telling them to 
stop selling to unauthorized fleet 
= or their cars would be cut 
0 les 

One Ford dealer said that Chev- 
rolet dealers had been told that it 
was mandatory that they sell at 
least 60 percent of their cars in the 
Detroit market. But the Chevrolet 
dealers denied this, saying that 
every dealer normally delivers a 
large percentage of his supply in 
Detroit. 

Several dealers said they had 
noted a definite decline in the num- 
ber of cars registered to fleet 
accounts on the regular registration 
lists issued by the Detroit Auto 
Dealers Assn. 

* * * 

NOTHER Ford dealer declared, 

“I think bootlegging is over 
right now. Even if these buyers 
could get the cars at cost, they 
would still have trouble selling 
them on their southern lots. Ex- 
ceptions would be certain models of 
Fords, Oldsmobiles and Cadillacs, 
but these usually are the same 
models the Detroit dealers need.” 

He said that, over the past sev- 
eral months, the cars most in de- 
mand by these unauthorized buyers 
were Fords and Oldsmobiles. 

A Dodge-Plymouth dealer re- 
marked: 

“It’s pretty general knowledge 
around town that Ford and Chev- 
rolet have really cracked down 
on dealers dumping cars on the 
bootleg market. Chrysler Corp. 
got tough with us at introduction 
time, although it wasn’t too nec- 
essary because our cars are not 
as ‘hot’ and they haven’t been in 
great demand among these unau- 
thorized buyers. 

“However, we are still approached 
regularly, although they’ve called 
much less frequently in the past 
60 to 90 days. I haven’t seen nearly 
as many fleet cars on the registra- 
tion lists, either. If this thing is 
stamped out substantially, it will 
~ wonderful for the whole indus- 
ry.” 

A Buick dealership’s general 
manager said that there was a 
very noticeable decrease in re- 
quests for cars from the “so-called 
fleet accounts” in the last month. 
He partly attributed this to the 
fact that he had been pretty “cold” 
to their approaches previously. 

Discussing the situation, a Buick 
dealer asserted that “There has 
been a marked change since Ford 
and Chevrolet began clamping 
down on the boys. Just recently a 
factory official told us to be doubly 
careful about any of these outfits 
identifying themselves as leasing 


companies.” 
* * * 


MANY of the above opinions were 
contradicted by the Oldsmobile 
dealer who thinks the channeling 
of cars into the bootleg market is 
“just beginning.” 

He declared, “If anything, we’ve 

















have any. 


know who’s getting all those cars. 

“The so-called fleet buyers 
usually start off offering $150 over 
list price and they gradually 
work up to $200, but we still 
haven’t enough cars.” 


Another Oldsmobile dealer said 
that unauthorized fleet buyers had 
been dropping into his showroom 


regularly. 

“Often,” he said, “they are auth- 
orized fleet buyers fronting for 
some other outfit. We've had a 
couple in here in the last two 
days.” 

He also commented on the short- 
age of cars, declaring that when 
he went away on vacation he had a 
15-day supply. On his return, he 
found a two-day supply. 


been approached more in the last 
month than before. Of course, it’s 
too difficult for us to get cars for 
our customers, so We don’t let them 


“The other week Oldsmobile set 
an alltime production record, but 
still we’re down to a 10-day supply 
of cars and hardly have ever been 
above a 16-day supply. I’d like to 























Dealers Honor Sims— 





Elson G. Sims, Vincennes Ford dealer, 
holds up the plaque presented to him 
as retiring president of the Automobile 
Dealers of Indiana, Inc. It was the first 
such award to be made by the group. 
The plaque says: “In appreciation for his 
exceptional and outstanding contributions 
made to the motor vehicle retailing trade 
during 1954 as president .. .” 












Conn. Shops Fight Proposal 
For Gas-Station Repairing 


HARTFORD, Conn. — Connecti- 
cut’s licensed auto garages and 
gasoline station operators have bat- 
tled verbally before the 1955 gen- 
eral assembly here over who should 
be allowed to repair motor vehi- 
cles. 

Fundamentally, the question is 
whether owners and operators of 
small gasoline stations should be 
permitted to engage qualified me- 
chanics to make automotive re- 
pairs in such stations not presently 
meeting garage space and other 
specifications. (Licenses are issued 
and agencies controlled by the state 
motor vehicle department, which 
currently lists 1,191 repairers and 
4,296 stations.) 

The licensed garage owners 
and repairers charged that the 
major oil companies are seeking 
repairing licenses for the gaso- 
line stations to help gain control 
of Connecticut’s automotive re- 
pairs and parts business. 

E. LeRoy Emanuelson, leading 
the proponents as the executive 
secretary of the Connecticut Petro- 
leum Industries, told the legisla- 

tive committee on motor vehicles, 
before which the public hearing 
was held, that he was representing 
some 2,500 service station operators 
throughout the state. His argu- 
ments included these: 

The increasingly large number of 
cars in Connecticut demonstrate 
that, in the public interest, quali- 
fied mechanics be available to re- 
pair cars in gasoline stations and 
that dark-hour or holiday-period 
repair services are not available 
through the garages. 

John Casey, representing the 
American Automobile Assn., said 
that his organization favored the 
proposal to eliminate a require- 
ment that a service (gasoline) 
station have at least three bays 
in order to be licensed for repair- 
ing cars. 

President A. C. Hine (Pontiac) 
of the Connecticut Automotive 





Rambler Joins Two-Tone Parade— 


The 1955 Hudson and Nash Ramblers 


the four-door sedan. American Motors predicts that 50 percent of its normal two-tone | 
“It’s a case of some dealers | production will be devoted to Fashion-Tones. 


are joining the trend to fancy two-tone 


Trades Assn. argued that the pro- 
posals would not be in the best in- 
terest of the public, citing as one 
example that faulty or improper 
repairs to an automobile could 
cause loss of life. 

A show of hands at the hearing 
revealed 97 persons for and 44 
against the proposed change in the 
motor vehicle laws. 


Md. Lawmakers 
Reject 3 Bills 
Affecting Dealers 


ANNAPOLIS, Md.—Three meas- 
ures affecting automobile dealers 
were killed in the final week of 
Maryland legislature’s session. 


A bill to raise the requirements 
for a license to sell insurance failed 
to receive a constitutional majority 
needed for passage. The bill would 
have made it more difficult for 
dealers to obtain licenses to sell 
auto insurance. 


A senate committee killed a 
house-approved bill which would 
have made it a misdemeanor for a 
dealer or salesman to coerce the 
purchaser of a motor vehicle to 
provide it with insurance coverage. 


The Senate also rejected the gar- 
age-type automobile inspection bill, 
approved by the House, which 
would have provided for compul- 
sory safety inspection of vehicles. 


Two other measures affecting 
dealers were passed: Employers 
will be required, as of July 1, to 
withhold state income taxes from 
employees’ pay, and the state cor- 
porate tax was increased by % per- 
cent. 


Moss Appointed 
In Willys Sales 


TOLEDO.—Appointment of Cruse 
W. Moss as assistant general sales 
manager of Willys Motors, Inc., has 
been announced 
by Hickman 
Price jr. sales 
vice-president. 

Moss became 
associated with 
Kaiser Motors in 
1947 and was ad- 
ministrative di- 
rector of sales 
when he joined 
Willys at Toledo 
in 1953. Before 
joining Kaiser, C. W. Moss 
he was in the Goodyear sales de- 
partment. 





Gillespie Gets Credit 

SAN ANTONIO.—Much of the 
| credit for election of a “good gov- 
ernment” slate of city officials here 
has been given to Frank Gillespie, 
head of Gillespie Motor Co. (Ford). 
He served as chairman of the com- 
| mittee. 
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FRANKFURT, Germany.—Fierce 
new-car sales competition in the 
U. S. has spilled over into Europe 
and resulted in a flurry of fraud 
charges by American GIs. 

Charges of fraud and deceit de- 

veloped from the growing prac- 
tice of U. S. dealers’ sending sales- 
men to Europe to draw up new- 
ear deals with GIs and get down- 
payments before the soldiers re- 
turn home to take delivery of the 
car. 
There have been instances of ap- 
parent high-pressure, and some of 
the salesmen operating in Germany 
have been accused of promising 
“impossible” deals which aren’t car- 
ried through by the dealer. 


Among charges of new-car rack- 

eteering are these: 

1. Servicemen did not get the dis- 
counts they had been promised. 

2. That car models were 
switched; with lower priced mod- 
els delivered although deals had 
been written on super-deluxe 
units. 

3. That when the GI arrived in 
the States to take delivery, he had 
to accept a lot of unwanted acces- 


sories. 

4. That GIs who changed their 
minds were unable to get back their 
deposits. 

All charges were vigorously de- 
nied by dealers involved and by 
their European salesmen. 

Most of the American car sales- 
men in Europe operate here in 
Frankfurt, a rotation center which 
most GIs pass through on their 
way home. 

Lined up on vacant lots and 
plazas are dozens of flashy dem- 
onstrators. Some operators, it has 
been charged, have wangled per- 
mission to put their cars on Army 
premises and on parking lots. 

In a typical deal, a GI on his 
way home makes the deal for a 
car in Frankfurt at a 15-to-17 per- 
cent discount, goes to New York 
City via Army Transportation, is 
discharged at Fort Hamilton there, 
picks up his car from the dealer- 
ship and drives home. 

One dealer reportedly claimed he 
was averaging $2 million in sales 
annually in his European operation. 
It has been estimated that 500 new 
cars are sold monthly to returning 
GIs 


American dealers have adver- 
tised extensively in newspapers 
and magazines circulated express- 
ly for troops overseas. Nearly all 
of these promise extensive dis- 
counts and easy financing. 

One ad says: “On the QT, our 
deal is so hot we can’t publish it 
here.” 

Another ad offers “full financing” 
for officers and the top three grades 
of enlisted men. “No N.Y.C. sales 
tax,” it adds. 

Another dealership offers a “de- 
ferred downpayment” on a “lay- 
away plan.” According to the ad, 
“qualified personnel” can buy a new 
car for $178 down and take 36 
months to pay. The dealership also 
offers to pay 4 percent interest on 
“layaway” payments made before 
the car is delivered. 


GI Repercussions in Frankfurt... 


N. Y. Dealers Carrying 
Sales Fight to Europe 
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some of these operators so rap- 
idly and efficiently that one deal- 
ership has purchased large ads 
in overseas newspapers proclaim- 
ing its “continuing crusade to 
protect servicemen against false 
promises and claims made by un- 
authorized fringe operators .. .” 

The ad promises “Guaranteed 
Performance or Double Your Mon- 
ey Back!” It explains: “We invite 
all our customers, when they ar- 
rive in New York, to carefully re- 
view with us the published list 
prices of models and equipment, fi- 
nance rates, insurance charges, mil- 
itary discount and every single 
phase of their transaction. 

“If any item isn’t exactly as rep- 
resented, we will give you double 
your deposit back.” 


New Cars Not 






a 


Milner Buys Dealership— 


R. E. Dumas Milner (standing, right), 


Jackson, Miss., is shown looking on as 


Ralph Gerrard signs the papers complet- 
ing the purchase of the Van White Pon- 


tiac dealership in Little Rock, Ark. Ger- 


rard and Milner are partners in the firm 


to be called Milner Pontiac Co. Present 


at the signing were Charles Overholser, 
Pontiac assistant zone manager (standing), 


and J. P. Carper, zone manager (seated, 


left). 


as Safe, 


Crash Students Claim 


BALTIMORE.—Are today’s cars | 
safer than those of past years? 
Probably not, according to John O. 
Moore, director of automotive 
crash injury research, Cornell 
Medical College. 


Moore described the results of 
an accident rate survey, in which 
170 cars made in 1940-49 were com- | 


pared with 247 made in 1950-54, be- | 


fore the 75th meeting of the Ameri- 
ean Society of Mechanical Engi- 


neers here. 


He stated that there was little | 
difference in accident records be- | 
tween the two groups of cars, 
but injuries of the lower limbs | 
appeared more frequently in the | 
newer cars. 

The most prominent single cause | 
of injury in both groups, he said, 
was related to the opening of front 
doors under impact. 

Occupants of newer cars escaped 
injury less often and were fatally 
injured more often than occupants 
of older cars, Moore said, but in- 
termediate grades of injury were 
about the same for both groups. 

Another speaker, Jesse Orlansky, 
vice-president of Dunlap and As- 
sociates, Inc., consulting engineers, 
labeled President Eisenhower’s 
Safe Driving Day last year a 
failure. 

He admitted the campaign did 
some good — for one day — but 
noted that things went back to 
normal on Dec. 16. 

Orlansky told the convention 
that experimental studies with 
traffic safety campaigns by his 


| 


firm had produced immediate re-| 


sults, but not effective beyond two 
days after the drives. 

He called for the keeping of con- 
sistent and complete safety rec- 
ords, an analysis of the effectiveness 
of aspects of safety programs, and 
a study of factors which might 
cause accidents but which do not 
show up as accident data. 


Orlansky’s paper was coauthored 


The GI grapevine has spread | with Herbert H. Jacobs, senior as- 
uncomplimentary reports about | sociate in the same firm. Their re- 
sacl cchlencg elt osama ts eect dase aes, 








American Motors’ Merry-Go-Round— 


Grilles, fenders, radiators and headlights for both Nash and Hudson cars are 
assembled on this “merry-go-round subassembly line near the final assembly line in 
the plant at Kenosha, Wis. The endless oval of moving platforms is officially known 
Gs the “front-end sheet metal assembly line.” 





port, as well as Moore’s, was based 
on studies sponsored by the Com- 
mission on Accidental Trauma, 
Armed Forces Epidemiological 
Board. 





Greater Safety Due 


For Future Cars 


ROCHESTER, N. Y. — Next 
year’s new cars, and those for 


| Quite a few years to come, will 


be more powerful and at the 
same time safer and more eco- 
nomical, a General Motors test- 
ing authority told members of 


| the Society of Automotive Engi- 


neers. 

“Road performance in the mid- 
dle speed range will continue to 
increase for some time to come,” 
Kenneth A. Stonex, head of the 
technical data section at GM’s 
proving grounds, told the meet- 
ing of 100 engineers. “This in- 
crease is in response to the de- 
sire of the buying public for 
more horsepower.” 


Willys to Launch 
Dealer Courses 


In Field Training 


TOLEDO.—Willys next week will 
inaugurate a series of 10 week- 
long courses in field sales training 
for 800 selected dealers. 

The courses, designed to famili- 





|arize dealers with uses of Willys 


vehicles, will be conducted on a 320- 
acre farm near Pinckney, Mich., 17 
miles northwest of Ann Arbor. 


Hickman Price jr., sales vice- 
president, forecast that the field 
training will bolster Willys’ mer- 
chandising program. It was de- 
cided to extend the school to the 
dealer organization after 250 fac- 
tory employes went through an 
initial course at San Antonio. 

Opening May 8 with approxi- 
mately 80 dealers in attendance, the 
course will continue through July 
30. All but eight hours of each 
week’s sessions will be devoted to 
actual field training. 

Fifty-nine Willys four - wheel 
drive vehicles will comprise the 
tools of learning. Dealers will be 
required to learn well - digging, 
trenching, bulldozing, post-hole 
digging and other chores to which 
the vehicles have been adapted. 

Each dealer is to be given close 
attention, Price said, with an in- 
structor available for every five 
students enrolled. While attending 
the course, dealers will reside in 
nearby hotels and motels. 

Willys dealers from the Atlanta 
and Pittsburgh areas will attend 
the opening session. Walter Lorch, 
training director, will conduct the 
sessions. 


1955 


By Gordon Hebert 

Staff Correspondent 
NEW ORLEANS. — One of the 
greatest demonstrations of mer- 
chandising and ballyhoo ever to hit 
this city has been staged by Doc 
Denison, owner, and Woody Cav- 
nar, general manager, of Uptown 
Motors, Inc. (Dodge- Plymouth), 
successor to R. J. Young Motor Co., 
Inc. 

Although the desired goal of sell- 
ing 250 new cars for the grand- 
opening period of a week was not 
quite accomplished, everybody in 
town, without a doubt, knew about 
the new dealer through the unusual 
stunts which received publicity in 
the newspapers, radio and TV, plus 
daily advertisements in all three 
newspapers in display and classi- 
fied—ranging from a page to three- 
quarter-page size—radio spots on 14 
stations and spots on the two TV 
stations. 

Five Orleanians, two women 
and three men, sat in used cars 
of their choice for a total of 864 
hours. The five car sitters were 
persons who registered as pros- 
pective purchasers. This mara- 
thon for cars offered at ridicu- 
lously low prices resulted in a 
nightly traffic congestion. Police 
were detailed at the establish- 
ment nightly to direct traffic. 


The sitters started to sit in the 
ears on the initial day of the offer 
and every original sitter bought the 
ear of his choice. A 1941 Chrysler 
Royal was offered at two cents; 
1946 Ford super deluxe at 22 cents; 
1949 Plymouth four-door at $2.22; 
1952 Plymouth Cranbrook sedan at 
$22.22, and 1953 Dodge Meadow- 
brook four-door at $222.22. 

Each purchaser had to register 
for one car only, with a total of 
five persons registered at one time 
for each car. If one purchaser 
dropped out, then another could be 
registered. The purchaser had to 
remain in the car with the excep- 
tion of a 15-minute rest period al- 
lowed away from the designated 
sales area every three hours. Time 
cards were used to record time out 
and time in. 

On new cars offered the deal- 
ership paid all interest, insurance 
with the exception of liability, 
finance and carrying charges for 
the first 24 months, notary fees, 
license plate and title. Purchasers 
were allowed 36 months to pay, 
with the first payment due June 
10. 

Under special arrangements with 
the company’s finance company, 
three finance representatives were 
present at all times to approve the 
paper. 

The sales force, both new and 
used-car, was divided in two teams. 
For identification purposes one 

team wore red jockey caps while 
the other had blue. 

Free soft drinks and ice cream 
were given during the entire open- 
ing period and on the last day of 
the opening offer the establishment 
stayed open all night as a “live” 
radio disc-jockey show originated 
from the showroom. Also free cof- 


L-M Parts Men 
Meet in Detroit 


DETROIT. — Fifty-one members 
of the National Parts and Acces- 
sories Managers Merchandising 
Council met in Detroit Apr. 27-29, 
it was announced by E. A. Erick- 
son, national parts and accessories 
manager for Lincoln and Mercury. 

The council consists of parts and 
accessories managers from two 
Lincoln - Mercury dealerships in 
each of the 23 sales districts 
throughout the nation, selected on 
the basis of their sales performance 
last year. In addition one L-M dis- 
trict parts and accessories manager 
from each of the five sales regions 
acted as regional councilor. 

Delegates visited the L-M gen- 
eral parts depot, the L-M assembly 
plant at Wayne, Mich., Ford Ro- 
tunda and Henry Ford Museum. 


Co-op Gets Hudson 


Co-op Garage has been granted 
the Hudson franchise in Cloquet, 
Minn. Reino Hurme heads the firm. 


New Orleans Stunned > + : 


Splashiest Opening Yet? 


47 
















fee and doughnuts were available 
during the night. 

A siren was set up by the loud- 
speaker system and every time a 
car was sold, the siren was 
sounded. A 1918 Dodge truck with 
signs and sound equipment pa- 
raded the streets daily. A clown 
and a circus policeman and three 
girl models in shorts were present. 

The new-car establishment was 
dolled up with flags, while the used- 
car department, which adjoins the 
buildings, had special banners. Six 
balloons, each 10 feet in diameter, 
were hoisted 100 feet with the com- 
pany’s emblem “Look,” on each 
balloon. The trade mark, “Look,” 
has been registered, according to 
Cavnar. 

A calliope and records over the 
loudspeaker system furnished mu- 
sic. Three huge searchlights at- 
tracted attention at night. 


City Councilman James Fitzmor- 
ris presented the “Keys of the city’’ 
to Denison and Cavnar. 


This 
unique 
new 
plan 
earns 
you 
from 
*60.03 to 
°39.58 
extra 


profit 
on every 
55 car 


you sell! 


You can't afford not to take 
advantage of United States 
Rubber Company's and its 
Distributors’ exclusive new 
profit plan. Especially since 
it requires no inventory, in- 
volves no service problem, 
entails no new personnel. 
Get the facts right away! 


WRITE, WIRE or CALL 


M. C. CRAWFORD 
United States Rubber Company 


1230 Avenue 
of the Americas 
New York 20, N. Y. 
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Readying Sales Ammunition— 

Studebaker dealer advertisements scheduled for newspaper insertion are given a 
final check by Frank W. Noble (left), advertising manager, and William A. Keller, 
general sales manager. As recently announced in a series of Studebaker dealer 
meetings throughout the country, $8 million has been earmarked for 1955 expendi- 
ture—a 30 percent increase in product advertising over last year. 


Record Ad Budget Supports 
Studebaker Sales Drive 


SOUTH BEND. — Studebaker is | 
aiming for a larger share of the 
automotive market with an $8,000,- 
000 advertising budget for 1955, a 
company record. 

The $8 million represents ap- 
proximately a 30 percent increase 
in product advertising over 1954, 


Hertz Deal Raises 
Lease Fleet to 
29,750 Vehicles 


CHICAGO.—Hertz Corp. has pur- 
chased Rentways, Inc., New York 
and Chicago truck-leasing firm, for 
$1,700,000, it was announced last 
week by Walter L. Jacobs, presi- 
dent of Hertz. 

Rentways has 1,000 trucks on 
long-term lease to business firms, 
including 700 vehicles in the New 
York area and 300 in Chicago. 


Hertz has increased its fleet by 
4,750 trucks and 1,600 cars since 
the first of the year. It now has 
15,750 trucks and 14,000 cars either 
on long-term lease or available for 
daily rental. 

Giles Wanamaker, executive vice- 
president of Rentways, has been 
elected a Hertz vice-president and 
will become general manager of 
Hertz truck-leasing operations in 
the East. Henry V. Howley, former 
owner of Rentways, will continue 
as its president. 

Rentways will be operated as a 
Hertz subsidiary, Jacobs said. 


Ky. Trucker Loses 


Suit Against GM 


LOUISVILLE. — Federal Judge 
Roy M. Shelton has dismissed a 
$84,032 damage suit against Gen- 
eral. Motors. 

Walter J. Heib, head of Heib 
Trucking Corp., charged that 41 
trucks bought from GM had failed 
to carry the load he had been told 
they could handle. 

GM contended that it had lived 
up to its 90-day warranty on the 
trucks. 





Interest Rates Raised 


As Credit Tightens Up 


NEW YORK. — Willingness to 
pay one-eighth percent higher 
interest rates on open market 
commercial paper announced last 
week by five big finance compa- 
nies reflects further tightening of 
short term credit. It is the third 
such increase in a month. 

The companies are General Mo- 
tors Acceptance Corp., Associates 
Investment Co., Commercial 
Credit Co., CIT Financial Corp. 
and General Electric Credit Corp. 
Rates now range from 1.75 per- 
cent on 30-89 day notes to 2% 
percent on 266-270 day notes. 





according to Frank W. Noble, ad- 
vertising manager. 

The program, he said, offers 
coverage in all media, including 
newspapers, television, radio, na- 
tional magazines, farm publica- 
tions, auto trade journals, sports 
publications and truck user and 
association magazines. 

A billboard campaign is also 
under consideration, he added. 

As a co-sponsor with Packard 
division, Studebaker made its debut 
earlier this year in national tele- 
vision with a weekly dramatic pro- 
gram on the ABC network entitled 
“TV Reader’s Digest.” 

Local newspaper space, for which 
the major portion of the year’s 
total appropriation has been allo- 
cated, will be given over entirely 
to product advertisements over the 
dealer’s name and address, Noble 
said. 

Every newspaper insertion will 
carry a displayed box addressed 
to buyers of used cars, he added. 

Planning of the record advertis- 
ing program, Noble said, was based 
on studies of all established adver- 
tising media and cross-checking of 
these findings with a representa- 
tive number of Studebaker dealers. 


43rd Denver Show Draws 


100,000, Record Orders 


DENVER.—Slightly more than 
100,000 persons turned out for Den- 
ver’s 43rd annual auto show, held 
in the city auditorium. 

C. S. Hoover (Ford), show gen- 
eral chairman for the Denver Au- 
tomobile Dealers Assn., reported 
that new-car orders at the exhibi- 
tion exceeded those for any previ- 
ous year. Some 80 cars were on dis- 
play. 

Entertainment feature was a 90- 
minute revue written especially for 
the Denver show. Ralph A. Smith 
was show vice-chairman. 





One for Eighteen— 


A complete line of 18 different style 
spotlights is packed in this one fiber con- 
tainer using the same two pieces of inner 
packing. Six different sizes of containers, 
each with three pieces of inner packing 
were formerly used. The new container 
was developed for Appleton Electric Co. 
by Cornell Paperboard Products Co., Mil- 
waukee. It was an entry in the 1955 fiber 
box exhibit in Chicago. 


News to Note... 


Auto World in Brief 


(Continued from Page 17) 





chased residential property to be 
cleared for parking space and also 
started an addition on its former 
parking lot. Coastal Chevrolet Corp. 
and Ocean Motors Co. (Chrysler- 
Plymouth), both are extending 
parking space for customers. 
* aa * 


Calif. Patrol Gets Buicks 


LOS ANGELES. — Ted Wessen, 
president of Wessen Buick Co, 
last week delivered the first of a 
fleet of 270 Buicks to the California 
highway patrol. It was a Century 
two-door, equipped with Dynaflow. 


* = € 


Holland Plant Opens 


BUNSCHOTEN, Holland.—A new 
assembly plant capable of produc- 
ing ten British Standard cars per 
day has been opened here by Lord 
Tedder, Standard Motor Co., chair- 
man. 


‘Magic Valley’ Sketched 


MONTGOMERY, W. Va.— The 
Upper Kanawha Valley Develop- 
ment Assn. has published a booklet 
describing the industrial advantages 
of the valley. Called “The Magic 
Valley,” the pamphlet shows pic- 
tures of sites available in the area. 

* « + 


Canadian Prices Shift 
OTTAWA.—Canadian govern- 
ment cost-of-living figures for Feb- 
ruary show that prices have dropped 
on autos and batteries, but have 


°56 Chryslers 
To Offer New 
Tubeless Radio 


DETROIT. — Newly - developed 
transistor radios will be offered as 
optional equipment on ’56 Chrysler 
and Imperial models, Chrysler divi- 
sion said. 

Using 11 transistors, the radio 
eliminates vacuum tubes, vibrator, 
rectifier and transformer— parts 
which account for 85 percent of 
radio failures, Division President 
E. C. Quinn said. 

Other features claimed for the 
radio are: No vibrator hum, no 
warmup period, less heat and use 
of 90 percent less battery current. 

The chassis of the transistor ra- 
dio is 20 percent smaller than the 
equivalent tube-type set, but sensi- 
tivity, selectivity and power output 
are the same, Chrysler stated. 

Philco engineers developed the 
Chrysler sets. Until production in- 
creases considerably, the new tube- 
less radios are expected to cost 
more than present type sets. 





Lombardo Buys L-M Deal 


Frank P. Lombardo, Cleveland, 
has purchased Cole & Sherman 
(Lincoln-Mercury), 38047 Vine St., 
Willoughby, O. The dealership was 


owned by John B. Cole and Wreathe | 


Sherman. 





Top Trucks 


New-truck registrations for two 
months plus 23 states for March: 


1955 Pos. Make 1954 Pos. 
1—46,737 Ford 47,549— 2 
2—40,765 Chev. 50,421— 1 
38—18,515 THC 14,781— 3 
4—12,212 Dodge 11,691— 5 
5—10,225 GMC 13,134— 4 
6— 4,576 Willys 2,450— 6 
I— 2,314 White 2,192— 7 
8— 1,914 Stude. 1,996— 8 
9— 1,367 Mack 995— 9 

10— 571 Dia. T 512—10 
l1l— 395 Reo 482—11 
12— 205 Brockway 222—12 
1,072 Misc. 998 
Total All Makes 
140,868 147,423 


Further details on Page 44. 













increased on tires, auto mainte- 
nance and public transportation. 
* . * 


Endurance Run Set 


For N.Y. in Nov. 

NEW YORK.—The third annual 
Great American Mountain Rallye 
Endurance Run will be held Nov. 
23-27, 1955, according to the Motor 
Sports Club of America. 

It will be held in two stages. The 
first will be run into New York 
City from various cities; the second 
will be from New York to Lake 
Placid, and Poughkeepsie, N. Y. 


* * * 


Canada Turns to Buses 


OTTAWA. — Two out of every 
three transit passengers in Canada 
went by bus in 1954, compared with 





2,000-Mile 


DETROIT.—A Packard “heritage 
program,” described as a new ap- 
proach to the merchandising of 
luxury-class used 
cars on a nation- 
al scope, was an- 
nounced last 
week by Dan 
O’Madigan jr., 
Packard division 
general sales 
manager. 

The program 
represents the 
first major move 
in the field of 


D. O’Madigan used-car mer- 


chandising by Packard’s new sales | 


management team, according to a 
company spokesman. 

Basically, the Packard program 
will feature testimonials from for- 
mer owners and a warranty for the 
replacement or repair of engine, 
differential and transmission (au- 
tomatic or conventional) parts for 
2,000 miles or 45 days. 

Restricted to late model, one- 
owner Packards, the program is 
claimed to be the first in the in- 
dustry to be directed to a manu- 
facturer’s particular line of cars. 

The previous - owner testimonial 
approach in the Packard-Heritage 
program is tied in with a para- 
phrase on Packard’s slogan “Ask 
the Man Who Owned It.” 

Pilot tests of the program have 
already been conducted at strategic 
market points to test the willing- 
ness of former owners to partici- 
pate. 

“The automobiles of owners 
who trade often,” said O’Madigan, 
“represent high values which 
have never been given proper 
consideration in merchandising 
pro a.” 


| O’Madigan said that in market 





‘Televising’ Trouble— 


An engine analyzer that “televises” en- 
gine troubles has been developed by 
Socony-Vacuum Oil Co. researchers. The 
analyzer is connected to an auto igni- 
tion system by two lead wires. Engine 
performance appears through a cathode- 
ray tube on an oscilloscope screen. The 
device will be manufactured by Allen B. 
DuMont Laboratories, Inc., Clifton, N. J. 


‘Ask Man Who Owned It’ 


Select Used Packards to Carry Owner Testimonials, 


1946 when four out of five rode 
streetcars, the Canadian Govern- 
ment reports. 

* +” * 


Fedders-Quigan Planning 
Shift of Buffalo Offices 


BUFFALO. — Fedders-Quigan 
Corp. this summer will transfer the 
work of four major departments in 
its Buffalo operations, along with 
key executives, to the company’s 
headquarters in Maspeth, L. I. 


Anthony J. DeFino, company 
vice-president and general man- 
ager of the Buffalo division, said 
details of the move are now being 
worked out but the number of 
workers affected hasn’t been deter- 
mined yet. Reports were current 
that the move would affect around 
200 persons. 

* * * 


Atom Licensing Set Up 


WASHINGTON. — The Atomic 
Energy Commission has established 
a division of licensing with Harold 
L. Price as director. The division 
will prepare and administer regula- 
tions dealing with licensing of pri- 
vate atomic energy activities. 


Warranties 


points where the program has 
already been tested there have been 
increases in the retention value of 
used Packards. 

Pilot tests, O’Madigan said, also 
show it to be an important factor 
in turning over used-car stocks in 
30 days or less by translating a used 
car into an opportunity, instead of 
a problem, for making a profitable 
new-car sale. 


Ford Planning 
Summer Switch 
In Jersey Plants 


MAHWAH, N. J.—Ford division 
soon will shift its Edgewater (N. J.) 
assembly operations from the pres- 
ent 25-year-old plant to the new 
one here. 

Angus M. Harris, plant manager, 
said the date for the move had not 
been fixed as yet but that the new 
plant will be ready in early sum- 
mer. 

The 2,700 employed at Edgewater 
will, “with very few exceptions,” 
make the transfer, Harris said. 
The last car probably will roll off 
the lines at the old plant on a 
Thursday and the first one will be 
finished in the new plant on the 
next Tuesday. 

The new plant is a part of Ford’s 
$1,700,000,000 expansion program. 
Ford already this year has opened 
new assembly plants in San Jose, 
Calif.. and Louisville. 


Used-Car Dealer 
Sued in Accident 


BARTOW, Fia.—E. Ray Wells, 


‘| used-car dealer, is the defendent in 


two suits totaling $50,200 filed in 
circuit court. 

The suits claim that Wells sold 
an unsafe ’39-model car to his 
nephew, Robert Carr Wells, the day 


_|before three of the plaintiffs, Mr. 


and Mrs. E. T. White and Mrs. Al- 
ton S. Grooms, were involved in a 
collision with it. 

They state that a moment before 
the collision, the left rear wheel 
came off Wells’ auto, causing the 
hydraulic brakes to fail. They also 
charge that the emergency brake 
was not in reasonably good repair. 


Burwell Gets Chevrolet 


Dealer Committee Post 

JACKSONVILLE, Fla. — Blair 
Burwell jr., of Jacksonville, has 
been named chairman of the Na- 
tional Planning Committee for 
Chevrolet dealers. 

He is president of Burwell Motor 
Co. and has been in the auto busi- 
ness for 36 years. Burwell also is 
chairman of the group’s south- 
eastern regional planning commit- 
tee and of its Jacksonville zone 
planning committee. 











Saas 


‘1 weno 


aa a Oe 


a eee i 





| 





AUTOMOTIVE NEWS, MAY 2, 1955 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week Jan, 1 
Ended Samo Ended April, To 
Apr. 30, Week, Apr. 23, 1955, May 1, han, “30, 
1955 1954* 1955* Total 1954* 1955* 
AMERICAN MOTORS _ 5,535 2,017 4,575 22,980 34,994 71,982 
PEABO a. crses.sccssererssconsse 1,437 618 1,070 6,803 8,765 26,182 
OMI scssssserseesnssvuvensoesrseves 4,098 1,399 3,505 16,177 26,229 45,800 
CHRYSLER CORP. .... 34,400 16,350 32,554 143,159 251,714 555,694 
SIRE V ONDE ase nisssscsessscesccssse 4,400 2,346 4,287 17,905 40,989 75,960 
SPICED sccssscorcvsrssaszersveese 3,500 1,538 3,556 14,860 27,412 58,149 
TOU GZS  cscsaserssecssccrssssecsees 7,500 3,150 7,508 31,797 44,442 131,194 
Plymouth. .................... 19,000 9,316 17,203 78,597 138,871 290,391 
FORD pg 47,225 35,794 47,685 201,207 622,176 757,919 
ORG cvreessicrercesessssessessscters 35,450 29,833 35,931 153,011 497,979 591,619 
BEOONE  socvicsssscerssressseves 1,130 662 1,120 4,524 16,258 15,618 
MCFOUTY  ...0cccseccsersessseees 10,645 5,299 10,634 43,672 107,939 150,682 
GENERAL MOTORS .. 91,290 66,375 91,264 377,176 991,658 1,421,574 
SOME Sictesstisisarsessnsesversie . 19,600 13,127 19,888 79,079 186,341 284,657 
NOU assssessesssssosenesvents 3,235 2,606 3,849 14,174 38,216 57,190 
UME Scduiasideesntstassins 41,100 31,362 40,467 167,952 498,989 648,994 
Oldsmobile .................... 13,555 11,315 13,776 59,344 137,111 216,610 
EE | Sir hchihepsscsavei esses . 18,800 7,965 13,284 56,627 131,001 214,123 
KAISER MOTORS 440 862 351 1,435 8,814 5,780 
MNO cavccevessstaedévécccvzasee. “eexvatibes MO eheeipacs: - “Ueectetics | he 
ETD. “siscisitaneicvasioseseccasts 440 462 351 1,435 5,417 5,780 
EY CMI © ses sveusserieressinscces 5,105 2,975 4,228 20,537 46,133 83,055 
NEN “sitsvbccssccisatssvesees 2,200 815 2,010 8,852 14,288 28,516 
Studebaker .................. 2,905 2,160 2,218 11,685 31,845 54,539 





Total Cars, U. S. 





ese 183,995 124,373 








180,657 766,494 1,955,489 2,896,004 





COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 











Week Week 
Ended Same Ended April, 
Apr. 30, Week, Apr. 23, 1955, 
1955 1954* 1955* Total 
CHEVROLET .................. 11,300 7,623 11,284 47,217 
EPIGED TC ccciesscsecessss ; 150 81 132 570 
I Solascandec ccsvovsssncsvokeoes 80 80 80 329 
NN 3 iss ntesiaicasenceessgenesiiss 2,500 1,869 2,533 10,231 
NI." ckica caval ducecuvkstuvvadcows 7,980 6,901 7,993 25,823 
RS eiictrh tas eichcenncseninisewcnioces 3,515 1,870 3,506 12,540 
ee oes 2,855 2,278 2,896 12,276 37,633 43,011 
ee en 330 203 313 1,213 2,259 8,999 
Diced ceataitetiessséstiact 120 228 121 507 3,787 1,643 
STUDEBAKER iiccatoaaes 495 382 414 1,886 4,207 71,628 
ee ialancscistoke 300 235 296 1,297 4,122 4,369 
cae iecusipabaniecindeveecouss 1,572 1,542 1,631 6,140 19,528 26,566 
MISCELLANEOUS .... 100 108 100 420 2,609 1,720 
Total Trucks, U. S. .. 31,297 23,400 31,299 120,449 379,509 384,118 
Total Cars, Trucks, 
RMI lass seuss tea rcacccaienst 215,292 147,773 211,956 886,943 2,334,998 3,280,122 
Total Cars, Trucks, 
MMIII, | scasstuicinsaraccxanss 13,540 10,661 13,073 50,038 175,431 163,484 
Grand Total, 


Cars and Trucks, 


U. S. and Canada ..228,832 158,434 225,029 936,981 2,510,429 3,443,606 
session mt EELS 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All_U. S. totals include cars and trucks for military orders. 





Chrysler Corp. Announces 
_Dealer-Installed Seat Belts 


(Continued from Page 2) 


Cornell University, the Indiana)one hand, even when weight is be- 


State Police and the University of 
California at Los Angeles during 
the past two years. He added that 
it may be years before “really con- 
clusive” answers are gained about 
the degree of added protection the 
belts afford. 

“However, the findings of repu- 
table safety groups, together with 
our own laboratory and proving 
grounds test data, convince us 
that we now should make seat 
belts available to motorists who 
desire them,” he said. 

Roy C. Haeusler, Chrysler safety 
engineer, stressed the importance 
of proper installations and mate- 
rials. “There isn’t any point in get- 
ting anything but the best. We have 
designed our seat-belt package ac- 
cordingly.” 

He said the buckle in the Chrys- 
ler MoPar kit is the aircraft type 
which can be released easily with 


Larson Buys Out Allen 


Russell Larson of Virginia, Minn., 
has purchased Allen Motors (Chev- 
rolet), Aurora, Minn., from Nick 
Allen. The firm has been renamed 
Russ Larson Chevrolet. 


ing exerted against the buckle and 
belt assembly. 

Aircraft type cotton webbing, 
which exceeds CAA specifications 
is the belt material, according to 
Chrysler. 

Front seat belts are passed 
around a steel, load supporting 
beam located under the front seat. 
Double loops of aircraft grade, 
galvanized stranded steel cable at 
each end of the supporting beam 
run down through the floor panel 
and are secured to the car’s 
frame with iron brackets. Engi- 
neers said this prevents the ca- 
bles from “creeping” along the 
frame. Cable holes in the floor 
panel are sealed to keep out dirt 
and moisture, they added. 

Engineers also said that the sup- 
porting beam does not reduce un- 
der-seat foot room for rear seat 
passengers. The tie-down cables 


still allow norma] adjustment of | 


the front seat and this does not 
affect belt tensions, they said. 





766,000 Built in April... 





55 Car Production 


~:|Lo Pass 3 Million 


(Continued from Page 1) 


cars during the first four months 
of this year, or 48.1 percent more 
units than were produced during 
the like period of 1954. Chrysler 
Corp. made the biggest improve- 
ment, with a 120.7 percent gain 
Over 1954. 

Aiding the industry the most in 
registering the second highest 
production mark on record dur- 
ing March was last week’s out- 
turn of 183,995 cars, a new all- 
time weekly record. The previous 
high of 180,657 cars was set dur- 
ing the previous week. 

Last week’s record total was 180.2 
percent of Automotive News’ three- 
year index, as compared with 176.9 
percent of the previous week’s 
total. 

Other industry records set last 
week were: 

1. U. S. car-truck record of 215,- 


Fruehauf Offers 
2 New Models; 
Sales, Net Rise 


DETROIT. — Two new stainless- 
steel trailers, increased first-quar- 
ter sales and earnings and acquisi- 
tion of a new 
plant was an- 
nounced Thurs- 
day by Fruehauf 
Trailer here. 

President Roy 
Fruehauf un- 
veiled a new 
stainless-steel 
Volume Van and 
tank trailer at a 
} national press 
Roy Seuhent preview in the 

company’s east 
side headquarters. The van, he said, 
affords upwards of 35 percent more 
capacity than present models with- 
out an increase in outside dimen- 
sions. The tank trailer was said to 
feature a 400-gallon increase in 
capacity. 

Fruehauf reported first - quarter 
sales of $47,970,319 and net earnings 
of $1,701,780, compared to $32,795,- 
826 and $1,101,702 in the same pe- 
riod of last year. The backlog of 
unfilled orders as of Apr. 20 was 
198 percent higher than at the be- 
ginning of 1954, Fruehauf said. 

The number of Fruehauf plants 
in the U. S. and Canada has been 
raised to 10 with purchase of a 
100,000-square-foot factory at Del- 
phos, O. This plant, to be opened 
in mid-May, will work on special 
trailers. 

Also announced were plans to 
erect a 95,468-square-foot addition 
to Fruehauf’s plant at Fort Wayne, 
Ind. Production of standard trailers 
will be intensified at the Fort 
Wayne and Avon Lake (O.) plants, 
Fruehauf said. 

The Volume Van introduces 
hatch-type doors and square inside 
corners. Fruehauf plans to produce 
33 and 35-foot models for the East 
and Midwest and 40-foot units for 
the Far West. 








Volume Van Bows— 


Fruehauf's new stainless steel Volume 
Van (above), is said to offer upwards of 
35 percent more capacity than present 


Rear seat belts are anchored to designs. The new unit, however, still con- 


curved steel reinforcing plates | 
which engineers say back up the! 
rigid floor panel behind the seat. 


forms with all state laws because outside 
| dimensions have not been increased, ac- 


| cording to President Roy Fruehauf. 





292 units, erasing the old mark of 
211,956 units produced during the 
previous week. 

* * x 


U. S.-CANADA car-truck rec-| 


* ord of 228,832 units, breaking 
the old mark of 225,029 set during 
the previous week. 

3. Canadian car output record of 
10,535 units, surpassing the old 
mark of 10,241 during the previous 
week. 

4. Canadian car-truck mark of 
13,540 units, erasing the old rec- 


U.S. Car Output 


Production Through: Apr. 30. 





1955 Pos.t Make 1954 Pos. 
1—648,994 Chev. 498,989— 1 
2—591,619 Ford 497,979—- 2 
3—290,391 Plymouth 138,871— 4 
4—284,657 Buick 186,341— 3 
5—216,610 Olds. 187,111— 5 
6—214,123 Pontiac 131,001— 6 
7—150,682 Mercury 107,939— 7 
8—131,194 Dodge 44,442— 8 
9— 75,960 Chrysler  40,989— 9 

10— 58,149 DeSoto 27,412—12 
11— 57,190 Cadillac 38,216—10 
12— 54,539 Stude. 31,845—11 
138— 45,800 Nash 26,229—13 
14— 28,516 Packard 14,288—15 
15— 26,182 Hudson 8,765—16 
16— 15,618 Lincoln 16,258—14 
17— 5,780 Willys §,417—17 
Be iccsscions Kaiser 3,397—18 
Total All Makes 
2,896,004 1,995,489 


t+ Estimated by Automotive News. 





ord of 13,073 units produced during 
the previous week. 


5. Canadian truck output mark 
of 3,005 units, eclipsing the old 
mark of 2,945 units produced dur- 
ing the week ended June 19, 1953. 

6. High of 10,645 cars produced 
by Mercury, erasing the old mark 
of 10,634 set during the previous 
week. 


7. Record of 91,290 cars assem- 
bled by General Motors, erasing the 
old mark of 91,264 produced during 
the previous week. 

8. High of 41,100 cars by Chevro- 
let, surpassing the previous high of 
40,467 during the previous week. 

2 * cd 


(pees and Mercury were 
the only makers to establish 
new monthly production marks 
during April. Oldsmobile built 59,334 
cars last month to surpass its old 
mark of 58,593 built during March, 
while Mercury erected 43,672 cars 
in April, eclipsing its former high 
of 39,756 cars built during March. 

In addition to the new highs for 
U. S. cars, U. S. car-trucks, U. S.- 
Canada car-trucks, General Motors, 
Chevrolet and Mercury set during 
the previous week, several other in- 
dustry records were established. 
a were: 


1. High of 47,685 cars produced 
by Ford Motor Co., surpassing 
the old mark of 47,172 set during 
the week ended Apr. 16. 

2. Peak 55,678 cars and trucks 
built by Ford Motor Co., erasing 
the old mark of 55,132 set during 
the week ended Apr. 16. 

3. High of 1,890 cars produced in 
one day (Apr. 20) by Mercury, 
breaking the old high of 1,855 set 
on Sept. 10, 1953. 

4. High of 19,888 cars produced 
by Buick, erasing the old mark of 
19,094 built during the week ended 
Apr. 2. 

e * * 
peuce production continued at 
its highest level in two years as 
31,297 units were scheduled to roll 
from assembly lines last week. The 
previous week saw 31,299 trucks 
produced. 

Last week also marked the first 
time this year that truck produc- 
tion has surpassed the like period 
of 1954. Commercial-car output 
stood at 384,118 units at the end of 
April, as compared with 379,509 
during the like period of ’54. 

Truck makers also scored their 
peak month of the year in April, 
producing 120,449 units, a 9.4 per- 
cent improvement over March. 








DETROIT, MAY 2—This week the 
first public announcement will be 
made of the most far-reaching 
used car merchandising program in 
the industry’s history. Termed the 
BONDED SELECT USED CAR 
PROGRAM, it is exclusive with 
Nash dealers. All used cars desig- 
nated by these dealers as BONDED 
SELECT USED CARS are backed 
by a $1,000,000 indemnity bond 
issued by the St. Paul Fire and 
Marine Insurance Company .. . 
one of the Nation’s largest and 
strongest insurance companies. 
The program will be supported by 
national advertising in Sunday 
Supplements and on the DISNEY- 
LAND TV program. Nash dealers 
have also received promotional kits 

. local advertising aids and lot 
banners to help publicize this revo- 
lutionary used car merchandising 
program. 


It is significant that all used Nash cars 
sold under the BONDED SELECT guar- 
antee will carry a double —— 
further evidence of the long life and 
durability built into every Nash car. 


Disneyland Park... . expected to be 
the Pacific Coast region’s outstand- 
ing tourist attraction with an esti- 
mated 5,000,000 visitors annually 
. will open to the public this July. 
Nash cars will be on exhibit and 
Ramblers have been selected as the 
official cars for Disneyland Park. 


v 
The National Used Car Dealers Asso- 


ciation, according to recent word from 
National headquarters, has selected a 
Nash Ambassador as the official car of 
this organization for 1955. 





For nearly six years, Ed Zern’s 
humorous advertisements for Nash 
in the hunting and fishing maga- 
zines have outpulled many of the 
editorial features in the publica- 
tions for readership. In the current 
release in the May and June issues 
of these magazines, Zern reveals: 
that a rod-and-gun editor, Riss 
Tuttle of the Des Moines Register 
and Tribune, confesses that a °53 
Nash Ambassador has been his 
constant companion on 57,000 
miles of hunting and fishing trips. 
Tuttle and his wife sleep in the 
Nash Twin Travel Beds on their 
many expeditions into the great 
outdoors. 


With but one week of the 35-day Disney 
Toyland sales promotion program com- 
pleted, Nash debit from coast-to-coast 
report record showroom traffic. Thou- 
sands of families are visiting the dealer- 
ships to win pe and prizes and get 
chances on the Nash cars to be given 
away. Dealers report record sales and 
demonstrations as a result of the program, 


ALL INTERESTED PARTIES CAN 
RECEIVE FULL INFORMATION 
ABOUT THE DEALER VOLUME 
INVESTMENT FUND AND THE 
LIBERAL PROVISIONS OF THE 
NASH FRANCHISE BY WRITING 
IN CONFIDENCE TO DEALER 
DEVELOPMENT DEPARTMENT, 
NASH MOTORS DIVISION, 
AMERICAN MOTORS CORP., 
14250 PLYMOUTH ROAD, 
DETROIT 32, MICHIGAN. 
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‘Multi-Tones in Hot Demand .. . 


Colors Spur Iowa Sales 


By Fred M. Lazell 
Staff Correspondent 
DES MOINES. — The flash of 
bright colors on 55 models is “play- 
ing a big part” in the sale of 
almost half as many automobiles 
in Polk county (Des Moines) in 
five months as were sold in all of 
1954. 
So 


say Des Moines dealers in 


Obituaries 


Jack Gerard, 
Envoy to Dealers 
For 29 Years 


LAKEWOOD, O.—Jack H. Ger- 
ard — who sold subscriptions to 
Automotive News before the first 
issue was pub- 
lished in 1925 — 
died here Apr. 22 
at the age of 68. 
Services were 
held here Apr. 26. 

Mr. Gerard was 
known as AvUTO- 
MOTIVE News’ 
“ambassador at 
large” to dealers 
in Ohio, where 
he concentrated 
his circulation 
work for the past 29 years. He was 
the last of a corps of local circula- 
tion agents who covered the nation 
for Automotive News prior to World 
War I. 

When the war came, all of these 
circulation men were forced to give 
up their traveling because of gaso- 
line and tire rationing. But Jack 
Gerard continued to cover his ter- 
ritory throughout the war. 

He remained active until illness 
forced him to the sidelines in the 
past few months. But Mr. Gerard 
was getting ready to return to his 
territory when death came. 

Born in Cleveland in 1887, Mr. 
Gerard entered the auto business 
in 1902 in Cleveland with Ralph 
& Ray Owens, Oldsmobile dealer, 
as a parts stockroom and grease 


dack Gerard 


boy. 

Mr. Gerard lived with his niece 
and nephew, Mr. and Mrs. Harold 
Des Forges, 2026 Arthur St. 

* * +. 


Frank H. Marr 
NEWTON, Mass. — Frank H. Marr, 59, 
manager of the Nash Boston zone, died 
Apr. 23 at Newton-Wellesley hospital after 
a long ilinces. A native of New York, Mr. 
Marr entered the auto business in 1924. 
He had been branch manager of Durant 
and sales manager of the Plymouth and 
Dodge divisions in Boston. He joined Nash 
11 years ago. 
+. * * 
Durward L. Rayl 
KOKOMO, Ind. — Durward L. Rayl, 48, 
of Rayl Motor Co. (Pontiac), died Apr. 24 
in the horpitul. He was associated with 
Charles M. Cenkts in the Sota. 
* 
Charles A. 
MANCHESTER, N. H.—(UTPS)— 
Charles A. Lamy, 47, general manager of 
State Motors, Inc. (Lincoln-Mercury), died 
at a hospital Apr. 20. A native of Canada, 
Mr. Lamy bad been wita the dealership for 
12 years, serving as its general manager 
for the past five zesrs. 
Albert Pensentens 
BUFFALO.—Albert Poppenberg, 76, pio- 
neer auto dealer in Buffalo, died Apr. 23 
at his home. He was a founder of Pop- 
penberg Motor Car Co., distributor of the 
old Columbia and Goma ome. 
7 


W. Ward Houston 
BUFFALO.—W. Ward Houston, 61, once 
a@ partner in Stocker & Houston Auto Sales 
Co., died Apr. 30. Mr. Houston, who re- 
tired in 1950 because of a heart ailment, 
had been in the auto business 25 years. 
* 2 


George G. Hughes 

NEW YORK.—George G. Hughes, 
General Motors’ New York office person- 
nel director, died Apr. 25. Mr. Hughes was 
with GM since 1926. During World War II 
he was with Oldsmobile as personnel ad- 
ministrator and then with Detroit Trans- 
mission division. He joined the New York 
office in 1945. 

* * * 
Albert E. Nugent 

LOS ANGELES.—Albert Edward Nugent, 
63, founder of three Chevrolet dealerships 
in Los Angeles and Everett, Wash., died 
at his Lido Isle home following an illness 
of seven years. He established the A. E. 
Nugent Chevrolet firm in Everett in 1921, 
then moved to Los Angeles where he 
founded Nugent Chevrolet at 400 S. LaBrea 
Ave. in 1930. Eight years later he started 
still a third firm, Central Chevrolet, which 
he later sold. His nephews are William G. 
Nugent, vice-president of Nugent Chevrolet, 
and Thomas Nugent, the firm’s genera! 
manager. 


. 
Walter C. Baker 
CLEVELAND.—Funeral services were 
held here Friday for Walter C. Baker, 87, 
builder in 1898 of the Baker electric auto. 
Mr. Baker also pioneered in auto roller 
, steering knuckles and axles. 





| reporting on the “why” of new-car 


registrations totaling 6,491 up to 
Apr. 23, as compared with 13,509 
for all of 1954. (The license year 
in Iowa begins Dec. 1). 

A survey of 15 dealers brought 
reports of sales of 10 percent and 
more above 1954, and “color” was 
mentioned as an “important” fac- 
tor in every case. 

“Engineering and style improve- 
ments have had a lot to do with 
the business -pickup and people 
seem to have a little more money,” 
Alfred W. Kahl, executive secre- 
tary of the Iowa Automobile Deal- 
ers Assn., said, “but there’s no 
question but what the color splurge 
has been a good sales factor.” 

“Practically all our sales are in 
two-tones or tri-tones,” officials of 
Orville Lowe, Inc. (Ford), said. “In 
fact, the color push keeps us so 
rushed that we are buying a per- 
centage of the lighter solid colors 
and then doing our own paint jobs 
to keep abreast of particular cus- 
tomers spot desires.” 

Paul Manning, of Paul Manning 
Chevrolet Co., said “about 70 per- 
cent of our sales are two-tones.” 


Red and ivory pop up fre- 
quently in discussions of which 
colors sell the fastest, but some 
list bright yellows and reds. 
Dealers say the bright colors 

have furnished a good talking point 
from the safety angle (“this car 
can be seen easier”). 











CLASSIFIED WANT ADS 


aes hme that hat; ee LOLS) 
RATES: TWENTY-TWO CENTS 


and address at regular rates. 


TEN 
WANT AD DEPT., 


HELP WANTED 


SALESMEN WANTED. Interested in a 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. Many 
territories open. No objections to non- 
conflicting side line. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N. J. 


WANTED 


Men who are enthusiastic about flying and 
selling. Regional sales position—Domestic or 
Export—available with world's leading busi- 
ness aircraft company. 

Unlimited opportunities with relatively small 
company which is growing fast and needs 
men to grow with it. 

The men we seek must be competent pilots 
and enthusiastic about flying and the future 
of flying but they must be equally skilled in 
and enthusiastic about sales management. 

Wholesale sales management experience, 
including administering sales program with 
distributor-dealer organization is needed. 

Retail experience in automotive, farm 
equipment or similar field also desirable. 

Must be willing to travel ond. live in 
Wichita. Send resume of sales and flying ex- 
perience with recent photo to Employment 
Manager. (No phone calls please.) 


CESSNA AIRCRAFT COMPANY 
WICHITA, KANSAS 


readers 
(22c) 


ee eee 


engaged in all 


PER WORD FOR EACH 


Dollar ($1) 


unopened. Display ads 


HELP WANTED 


SALES MANAGER. Exceptional opportu- 
nity for substantial five figure earnings 
with a Big 3 high volume dealer. Must 
have a strong background of experience 
with volume metropolitan operations. 
Will have complete charge of organizing, 
directing and training sales force. All re- 
plies will be held confidential. Box 4823, 
c/o Automotive News, Detroit 26. 





ACCOUNTANTS - TRAVELING 
PERMANENT POSITIONS 


Salary $4,500 to $5400 per year plus 
expenses. Opportunity for men 30 to 45 
years of age. Accounting education and 
actual bookkeeping or auditing experi- 
ence essential. 

Men needed to headquarter in the fol- 
lowing cities immediately to meet our 
continuing expansion: 


BOSTON LOS ANGELES 
ATLANTA SAN FRANCISCO 
FORT WORTH CHICAGO 


Send complete details to 


| beaions W. STOKES AND CO. 
New York 19, N. Y. 





branches of the 

INSERTION 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be 
Add One 
Box Number ads are forwarded to advertiser, 


DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


per insertion for use 
$12.30 per column inch. CLOSING: 
supplied upon request. 


nation's automotive industry. 


POSITION WANTED ADS, 
signed with full name 


of a box number. Replies to 





HELP WANTED 


GENERAL MANAGER. A very substantiaj 
salary plus a bonus and a share of prof. 
its for an aggressive, hard-hitting man 
with experience as a general man- 
ager in large volume metropolitan dealer. 
ship. Will have complete charge of the 
operation and have sole responsibility for 
the profit performance of the dealership. 
All replies will be held confidential. Box 
4822, c/o Automotive News, Detroit 26. 

GENERAL SALES MANAGER.  Excep. 
tional opportunity for aggressive, hard 
hitting, young man with ‘‘Big 2’’ volume 
dealer in mid-southern city. Must have 
had experience with volume operation 
Salary and percentage of profits — un- 
usual future for right man. Give full 
details and photo. Box 4862, c/o Auto- 
motive News, Detroit 26. 

GENERAL MOTORS DEALER has good 
job for two, first class, new and used 
car salesmen; also two fully experienced 
mechanics. Box 26, Fairfield, Ill. 


Crossroads 
- + « where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
Pages of Automotive News. 
You will reach both groups through 
an ad in Automotive News. 











LEADING USED-CAR AUCTIONS | 


IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 


MIDDLE ATLANTIO 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David 8. 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 


“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 


MIDDLE ATLANTIO 








SYRACUSE 
AUTO AUCTION 


HOME OF CLEAN CARS 
Center of Empire State 


Accessible by train, sone or bus 
All titles and checks insured 


EVERY WEDNESDAY AT NOON 


' Cc. Mondore, Owner 
Box 494 os Cortland, N. Y. 








EAST NORTH CENTRAL 








COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 

8 Years Old 
14 Miles West of Grand Rapids, Mich. 
on US-16 








EAST NORTH CENTRAL 
eaten 


—_—_— TT 
GRAND RAPIDS AUCTIONS, INC. 


On M2!I—One Half = west of Grandville 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best’ 
Phone: ARdmore 6-4720 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 





Phone Dunkirk 3-0150 





EAST NORTH CENTRAL 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE, 1-9694 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tu 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone £ 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 


: 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 9009 


EAST SOUTH CENTRAL 





MANEY 
AUTO AUCTION 


HUNTSVILLE, ALA. 


Every Friday 
Checks and Titles Insured by Fidelity 
Located in “The Heart of Dixie” 








MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 

COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All "51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA, NAAA, 
Inc., and Denver Better Business 
Bureau. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Deaver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 
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POSITION WANTED 
NEW OAR SALES MANAGER. Over 12 


rs’ experience in all phases of new- 


used automotive sales, sales manage- 
men. Can hire, train and direct sales 
force in competitive selling. Strong 
closer. young, hard working, ambitious, 
currently employed general sales man- 
ager. Excellent references. Box 25, Jop- 
lin, Mo. 


eS 
EXECUTIVE SALES MANAGER. Young 
and ambitious. Experienced in_ directing 
and training own sales focce. Preference 
General Motors or Ford. Willing to re- 
locate. Proven sales record. Married, 
age 34. Box 4863, c/o Automotive News, 
Detroit 26. 


tao 

ABLE YOUNG MAN, university graduate, 
married, excellent character and busi- 
ness references with 15 years’ business 
experience mostly automotive with man- 
ufacturers in administration, eales and 
business management, desires responsi- 
ble remunerativs position. 1. With auto- 
mobile manufacturer. 2, Liaison between 
Insurance Company Home Office and 
field represencatives. 3. Retail outlet 
general manager. 4. In related fields. 
Will travel. Box 4864, c/o Automotive 
News, Detroit 26. 


re SSS 

MANAGE SALES IN WEST. College grad- 
uate with Ford, Mercury and Lincoln 
sales experience plus managing experi- 
ence. Desires change to sales manager 
in west. Box 4865, c/o Automotive News, 
Detroit 26. 

MR. CHEVROLET DEALER! Are you at 
an age when you would like to step 
down and take it easy? I am at present 
a Chevrolet dealer and have been for 15 
years. I am married, 38 years of age, 
enjoy perfect health, am aggressive and 
have learned the business from the 
ground up. I wish to locate in southern 
California with a Chevrolet dealer if 
possible. Would like 150-250 car deal. 
Will consider other offers. I have cash 
to invest if necessary or manage. Box 
4866, c/o Automotive News, Detroit 26. 


NEW CAR SALES MANAGER for Los 
Angeles area. Age 41, college education, 
married, 19 years’ automotive experi- 
ence. Completely familiar with every 
phase of new car merchandising. Post- 
war as well as prewar experience, when 
selling was really what the term im- 
plied. If your sales department needs a 
self starter with a solid background of 
successful automobile merchandising, 
write or wire at once, Box 4837, c/o 
Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER—Age 
45, with 20 years’ experience as used car, 
new car and truck and general man- 
ager. Now in Mass, — wants to locate 
in New England, Available for immedi- 
ate employment, Box 4852, c/o Automo- 
tive News, Detroit 26. 


SALESMAN, AUTOMOTIVE parts, acces- 
sories. Age 41, 20 years’ automotive ex- 
perience, 17 years one company. Will 
travel. Reply Box 4869, c/o Automotive 
News, Detroit 26. 


USED CAR, GENERAL manager or dis- 
tributorship. Eighteen years’ automotive 
experience. Presently employed as man- 
ager for volume Chevrolet dealer. Out- 
standing sales record. New, used, whole- 
sale and retail. Want position with fu- 
ture. May buy in partnership. Prefer 
California or Milwaukee area. Age 38, 
married, excellent references. Box 4870, 
c/o Automotive News, Detroit 26. 


DOES YOUR DEALERSHIP need help or 
do you want semi-retirement? Let experi- 
enced general, sales and business man- 
agement increase your volume and prof- 
its. Compensation on _ percentege of 
profits only. Profitable volume increase 
of 300 units (low priced ‘‘Big 2’’) per 
year guaranteed. Greater Los Angeles 
area. Grant is an interview. All replies 
will be answered and ali confidential. 
— 4871, c/o Automotive News, Detroit 


DODGE-PLYMOUTH SALES manager, 20 
years’ seliing experience, seeks opening 
in Florida agency as salesman or assist- 
ant sales manager. Prefer Miami area. 
Available immediately. Box 4872, c/o 
Automotive News, Detroit 26. 


SUCCESSFUL DISTRICT manager, suc- 

cessful regional manager, successful 
dealer. Proven organizational and sales 
training ability. Age 43. Box 816, c/o 


Automotive News, Detroit 26 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DODGE in 
southwest town of 40,000, large payrolls. 
Will sell 1/3 interest to factory approved 
manager or will sell entire plant includ- 
ing buildings. $35,000 will handle 1/3 
and complete charge of dealership, owner 
of other 2/3 to be in another town. This 
is a going concern with a potential of 
250 cars and trucks. Health makes sale 
compulsory. If you are looking for a 
real set-up and are limited in capital, 
here is your chance. Box 4857, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING FORD auto- 
mobile and implement. Located in pro- 
gressive western Montana town. Ranch- 
ing, farming, mining and sports area. 
Car and truck potential, 145 units. An- 
nual gross sales $580,000. Service ab- 
sorption 96%. Write or wire Box 4818, 
c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE handling Pon- 
tlac in one of California’s most prosper- 
ous cities. Population 65,000. 300 new 
car annual potential. Building and equip- 
ment at appraised value. Parts at inven- 
tory. Used cars at low book. Present 
owner retiring. Box 4824, c/o Automo- 
tive News, Detroit 26. 


UNUSUAL 
OPPORTUNITY 


Only Ford dealership in principal east- 
ern city of 80,000—selling in excess 
of 600 units per year. Present owners 


with other interests will give qualified 
Operator buy-out plan on initial in- 
vestment of $30,000. All replies strictly 


confidential. 


Box 4882, c/o Automotive News, 
Detroit 26. 
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DEALERSHIPS AVAILABLE 


D AVAILABLE dling 
Dodge-Plymouth truck, St. Louis, Mis- 
souri. 800 or more units potential, Facili- 
ties excellent. Location very best. Used 
car lot adjoining. Rent reasonable, No 
blue sky to buy. Factory approval. No 
brokers. Established and an opportunity. 
Want to lease property and retire. Box 
4846, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet. Lo- 


and industrial payroll, Sold 234 last year. 
New plant with 20 stalls available for 
lease or purchase. Reasonable investment 
for parts and equipment, no blue sky. 
Reason for selling, health. Factory ap- 
proval required. Box 4841, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING FORD. North- 
ern Indiana town of 5,000, 20,000 trade 
area, county seat. Good lease. Body 
shop, wrecker, used car lot, Will invoice 
or $30,000 takes everything except used 
cars and receivables. Must sell account 
of ill health. Box 4848, c/o Automotive 
News, Detroit 26. 


FOR SALE—“BIG THREE” auto dealer- 
ship with or without a truck franchise. 
150 units per year with fast growing 
potential in southwest’s fastest growing 
little city of 25,000, Will lease modern 
building. $20,000 for equipment, fixtures 
and parts. Wonderful buy for man with 
dealership experience, Reason for selling 

into ofl business. Box 4856, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD in Iowa, 
county seat town 200 car potential. Ex- 
cellent lease. Real money maker. No blue 
sky. $20,000 will handle. Taking larger 
deal. Box 4874, c/o Automotive News, 
Detroit 26. 


DEALERSHIP FOR SALE handling Stude- 
baker and Packard. 25 miles from New 
York City. Will give long term lease. 
Good paying. Excellent service business, 
plus. Must sell due to ill health. Answer 
a 4875, c/o Automotive News, Detroit 

6. 


DEALERSHIP HANDLING MERCURY, 
180 car account. Excellent building. 
Paved used ~er lot adjoining, 160 ft. 
frontage. A-1 skop equipment, very clean 
parts inventory, furniture and fixtures 
like new. Nortnern Indiana city of 
35,000. Adjoining city only three miles 
away, 130,000. No accounts receivable 
or used cars. $14,000 full price. This is 
owner’s ad. Box 4876, c/o Automotive 
News, Detroit 26. 








FORD - MERCURY 
Buy or lease well located building, western 
Ohio city of 8,000. Large trading area, Ex- 
cellent service facilities and potential, 200 
unit deal. faventory only. No used cars or 
accounts receivable. Person qualifying as- 
sured quick deal, Owner has other interests. 
Box 4861, c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING CHRYSLER- 
Plymouth. Midwestern town 28,000. 150 
car potertial. 30 miles from metropoli- 
ten city. Wonderful farming community. 
No arccunts receivable, used cars op- 
tional. Low rent, good lease. “Sxcellent 
personnel. Good shop equipment. Factory 
approval necessary. Can be bought at a 
bargain as owner wishes to retire. Box 
4877, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Dodge-Plym- 
outh in midwest — 1,200 car contract. 
Leascd building, moderate rent. Will sell 
for inventory plus depreciated value of 
equipment. Will finance deal. Box 4867, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Oldsmobile in 
northwestern Michigan, city of 11,000. 
Lease modern, well equipped factory ap- 
proved building. $35,000 will handle 
everything. Box 4868, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Buick and Chevrolet —in Michigan's 
lower peninsula. Inventory and equipment 
about $35,000. Building can be leased. 
Box 4881, c/o Automotive News, Detroit 
26. 


DEALERSHIPS WANTED 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4879, c/o Automo- 
tive News, Detroit 26. 


SUCCESSFUL MANAGER of a volume 
deal, thoroughly experienced in all phases 
of the business, desires to buy in and 
actively manage a deal with a good 
potential that needs a shot in the arm. 
Son and partners limit present job fu- 
ture. Box 4873, c/o Automotive News, 
Detroit 26. 

HAVE SOLD MY DEALERSHIP. Will pur- 
chase GM or Ford deal—400-600 car po- 
tential. Must be in Detroit or metropoli- 
tan area. Have cash—factory approval 
assured. Box 4854, c/o Automotive News, 
Detroit 26. 


DESIRE SUBSTANTIAL ‘‘Big Two’’ deal- 
ership — New York metropolitan area. 
Factory approval assured. Queens Hill 
Motors, Inc., 139-40 Queens Blvd, Ja- 
maica 35, N. Y. Axtel 7-5454. 


MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list. April, 1955 checked. On addressed 
labels, 32M, $14 per M. Box 4880, ¢/o 
Automotive News, Detroit 26. 


DEALER SERVICES 


INVENTORY SERVICE 


Parts and Accessories 
& CERTIFIED REPORTS @ 











Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or Write for Service Details 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





LINCOLN-MERCURY 


DEALER SERVICES 


Nationwide Dealers 


DRIVE-A-WAY 
SERVICE 


BONDED DELIVERY OF NEW 
OR USED CARS ANYWHERE 
IN THE COUNTRY FROM 
DETROIT 


The Low Cost Will 
Amaze You 


Write for Details to 


FRED W. SCAIFE 


AAA Transportation Co. 


2929 WOODWARD AVE. 
DETROIT 1, MICH. 


Phone Temple 1-8970 





NEW CAR PRICING TICKETS are used 


by thousands of new car dealers. Spe- 
cial forms for new Fords, Chevrolets 
and Plymouths. Also forms for Ford, 
Chevrolet trucks. Saves time, eliminates 
errors in pricing out new units. Sample 
on request. Padded 100 per pad, $3.65; 
500 for $8.95; 1,000 for $12.85. Shipped 
open account to authorized dealers. 
Postage paid if check accompanies order. 
Sample on request. Graphic Specialty 
Co., Nashville, N. C. 


BUSINESS OPPORTUNITIES 


ATTENTION — PROFIT minded Florida 


new and used car dealers. Do you need 
more gross? The Willys jeep and 4 wheel 
drive line can be added to your present 
operation at practically no additional 
cost. We signed 10 new contracts in 
Florida in March. Join the swing to 
Willys for added profit from a non-com- 
petitive ‘ine. Write Willys-Florida Dis- 
tributors, Box 630, Miami. 


FOR SALE: The best garage setup in 


Delaware county. % acre. Two modern 
apartments over showroom. Howard 
Coulter, Main Street, Deint, N. Y. 
PARTS FOR SALE 

PARTS and equip- 
ment. We have consolidated two large 
service departments. Will sell at once 
part pins, shop equipment. Many parts 
items at 75% off. Write for list. Waco 
L & M, Inc., P. O. Box 185, Riverside 
Station, Miami, Fla. 


FOR SALE—NEW FORD car and truck 


parts. One lot, $2,000 dealer cost. Bids 
requested on ‘lot basis. Upon request, 
specifications will be furnished. Quantico 
Motor Co., Inc., Triangle, Va. Phone 
Tr. 5-7505. 


BUICK PARTS 


All Other GM Parts Also 


UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 
SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





CARS FOR SALE 
’53 NASH HEALEY HARD top, 22,000 
miles, like new. Overdrive, white life 


guards, radio, two tone green. Original 
cost $6,600—now $2,450. Wedekind Mo- 
tors, Inc., 1595 State St., Schenectady, 
} ee 


FOR SALE—7-passenger Chrysler Imperial, 


1948 model. Black W/W tires. Guaran- 
teed mileage 14,600. Used by small fu- 
neral director. Like new—$750. Kentucky 
Motor Co., Cynthiana, Ky. 


879 CARS 
SOLD IN MARCH! 


The largest indoor display of used 
Fords, Plymouths and Chevrolets. 


Strict ‘‘Dealers only’’ wholesale 
policy. 


Guaranteed Titles. 


Large assortment colors and models 
always available. 


All cars excellent condition. 
Insured transportation service avail- 
able 

20 YEARS OF EXPERIENCE 
SELLING TO DEALERS ONLY. 


THE R.A. COMPANY 


4038 Chestnut St. 13315 Brookpark Rd. 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 1-7660 
Wrwe or call your needs 
or for our brochure 
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WILL BUY USED school buses—36 to 66 
Passengers. One or twenty, also airpor- 
ters. Dealer, Box 4748, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—PAINT drying oven. Fos- 
toria, infra-red ray, drive thru type. 
Model BGJ 448, serial No. 5220. Inside 
dimensions 8’ w. x 14'8’’ 1, x 10’ h. 
Cap. 156 KW. 440-60-3. Uses Q-30 375 
watt bulbs. New, late 1951. Used briefly 
for drying paint on tractors. Clark 
Equipment Co., Buchanan, Mich, 


FOR SALE—WEAVER combination align- 
ment and brake tester—model No. W.Y. 
25. Dealer cost — $962. Sacrifice $750. 
New. 8. J. Reynolds Garage, 433 Main 
St., Poughkeepsie, N. Y 


GENUINE HILLMAN-MINX enamel and 
neon sign. Cost new, about $225. Will 
sacrifice for $75. Like new condition. 
Write Mr. E. H. C., 332 West Ave., 
Norwalk, Conn. 


SHOP EQUIPMENT WANTED 


CASH REGISTER WANTED—Late cash 
register with department totals. Rust 
Chevrolet, Bloomington, Ill. 


SPRAY BOOTH, List make, age, size, con- 
dition and price. Keyes Motor Co., In- 
ternational Falls, Minn, 


ANTIQUE CARS FOR SALE 


FOR SALE—1914~model T touring car, 
and 1926 model T closed coupe. Both 
cars in very good condition. New tires. 
Beamer Ford Sales, Kirk and Chestnut, 
Morgantown, W. Va. 


FOR SALE — 1910 2-cylinder Maxwell 
roadster; good brass horn, headlights, 
side lights, tail light; black paint still 
on tire tool in truck; original black 
leather. Snapshot on request. Best offer 










































80 
1955 
CHEVROLETS 


Attractively Priced 


Convertibles and Sedans 
Heaters, Radios, Power 
Glides, V-8 


Also Cadillacs, Buicks, Pontiacs. 


Cleanest cars in Miami. Used 
only by choicest clientele. Like 
brand new. Driven only 2,000 
to 4,000 miles. Will arrange 
transportation. 


SUNSET 


AUTO RENTAL CO. 


1840 Alton Road Miami Beach, Fila. 
Jefferson 4-2907 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 


over $990. Box 4878, c/o Automotive 
fleet leased 1953 Chevrolets, Fords and News, Detroit 26. 
Plymouths in all body styles. These cars MISCELLANEOUS 


can be delivered to your door regardless | sENSATIONAL! NEW strip pennants, as- 


* : : ™ sorted colors, 106 feet—-only $5.95. 
of location. Phone or write for informa Jumbo pennente, easerted estens, 106 
tion. feet — $5.95. Guaranteed satisfaction. 


Peterson’s Advertising Service, Box 402, 
Huntley, Ill. 


Robinson Auto Rental, Inc. 





Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


MOTO-MATIC 
TOW - GUIDE 


BRAKE-MOBILE 


TOW ¢ PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





CARS WANTED 


WANTED — NEW FORD country sedans, 
ranch wagons, 


local orders. Wire or telephone collect 
Chestnut 8-5576, Mal Chapman, Brad- 
ford Motors, 2165 Dixwell Ave., Hamden 
(New Haven), Conn, 

50 CADILLAC, CHRYSLER and DeSoto 
V8—eight passengers, 1952 to 1954 sharp 
cars. Priced right, McClintock-Cadillac, 
Phone IV. 75046, Lansing, Mich. 


TRUCKS WANTED 
WANTED: USED JEEPS, Willys 4 x 4 
station wagons, and pickups. Write, wire 
or phone Kurland Motors, 1134 Broad- 
way, Denver, Colo 
BUSES FOR SALE 
USED BUSES FOR SALE. 1 to 100, all 
late models, 1951 and up, 36 passenger 
to 60 passenger. All kinds of bodies and 
chassis. Come look after May 30, 1955. 
Will deliver. Day-Baker Busses, Inc., 
Odessa, Mo. 
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Every truck owner is the INTERNATIONAL Dealer’s prospect 


The INTERNATIONAL Dealer lines up new 
customers regularly, because he offers the 
world’s most complete truck line. 

He has everything from %-ton pickups 
to off-highway giants — 200 basic models, 
32 engines in the widest choice of gasoline, 
LPG and diesel power. 


And his customers stay with him for 








When you go out 
after extra profits, — 
remember... .% 


repeat sales, year after year. The reason is 
INTERNATIONAL quality —the ability of 
these trucks to stay on the job, to work 
longer, to save the BIG money over the 
years. 

He has the solid backing of truck sales’ 
leadership — 23 straight years in the heavy- 
duty field . . . 20 in the 6-wheel field... 










17 in the multi-stop delivery truck field. 


Franchises are available in choice loca- 
tions. If you are interested in an expand- 
ing, profitable, solid truck business, write 
in strict confidence to: 

Manager of Sales, Motor Truck Division 
INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Ave., Chicago 1, Illinois 


International Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks...Industrial Power...Refrigerators and Freezers 
Watch “The Halls of Ivy,” with Ronald Colman and Benita Hume, CBS-TV, Tuesdays, 8:30 p.m., EDT 
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